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EVERTITE GLUE 


TOTAL RETAIL VALUE $21.00 
DEALER COST 10.80 


all in one package 
48.5% PROFIT $10.20 


ORDER FROM YOUR WHOLESALER NOW 


ie Not Available after April 15, 1955 
FREE 


1—60¢c size 


FRANKLIN GLUE CO. COLUMBUS 15, OHIO 
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MOTION DISPLAY with che purchase of 
POPULAR MIRRO ELECTRIC PERCOLATORS 


YOU GET FREE THIS $10.00 Electric-Motion, Shopper-Stopper Display Fixture with deal. 

YOU SELL Five Fast-Moving, Completely Automatic MIRRO-MATIC Electric Percolators and One 
Best-Seller MIRRO Electric Percolator | 

YOU MAKE $26.16 on the Deal Items Alone—FULL 36.6% MARGIN | 

YOU KEEP This Valuable Display Unit That Will Go On and On Making MORE Money | 


yal. tr ~ Handsome mahogany veneer display is skilled cabinet work 
* Guaranteed by ' 


ee a at its best. Unique, clock-face action, powered by a flashlight- 
5 sense? agp OE 4 q 


battery motor, Costs only pennies to run. Complete setup takes — 
less than one square foot of counter space! Actual display OUnY from 
dimensions only 23°’ x 8’ x $58” 


A99M MIRRO Electric Percolator Deal MIRRO 


Dealer Price* Retail Value* 
FREE 


1 Only A10M Display Stand / 
2 Only 101M 4-cup Polished MIRRO-MATIC Percolators $12.60 $19.90 Vobbenr 
2 Only 102M 8-cup Polished MIRRO-MATIC Percolators 15.84 25.00 / 

1 Only 112M 8-cup CHROME MIRRO-MATIC Percolator 12.00 18.95 | 

1 Only 122M 8-cup MIRRO Electric Percolator 4.75 7.50 


TOTAL , $45.19 
Shipping Weight A99M Deal 20% Ibs. *includes 5% Excise Tax 


Prices slightly higher in West. 








ALUMINUM GOODS MANUFACTURING COMPANY MANITOWOC, WISCONSIN 


FIFTH AVENUE BLDG... NEW YORK 10 MERCHANDISE MART, CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING VTENSILS 
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LITTLE BROWN JUG 
Advertising 


IN AMERICA 


NOT ONCE...BUT AGAIN 
AND AGA/W IN 1955... 
AHEAD OF THE SEASON AND 
DURING THE SEASON 
















The most vigorous, all-out campaign ever 
put behind these two famous products. 
Beautiful new two-tone designs that sparkle 


on display. Cash in on this top quality, 




















full profit, easy to sell line. Order early, ne 
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order plenty from your jobber today. 





80 MILLION 2-COLOR 
SALES MESSAGES IN 
NATIONAL MAGAZINES 


2-COLOR ADS SEEN BY 
OVER 16 MILLION 
NEWSPAPER READERS 
ALL ACROSS THE 
COUNTRY 


Y (AZZ, From YOUR JOBBER 


OR WRITE FOR LITERATURE 





HEMP AND COMPANY, INCORPORATED 


PRODUCERS OF QUALITY METAL PRODUCTS FOR 92 YEARS 


5501 MURRAY STREET © MACOMB, ILLINOIS 






HARDWARE AGE, MARCH 3, 1955 3 


TOASTING DISCOVERY 
TOASTS ANY BREAD 


THE SENSATIONAL 


THE FAMOUS 
_ UNIVERSAL 


fi 
_— 
; 


ae aNd w f if? 


OASTING ACTION 


The amazing Reflector Control, sensational 
new principle, eliminates old-fashioned 
timers, uses reflected heat from bread to con- 
trol toasting. Toasts any type of bread to same 


color without changing control 


New heating element and insulation elimi- 
nate warm-up period. Even the first slice 
toasts in 60 seconds. Fast heat rewarms toast 
without burning Keeps toaster itself cool, 


uses less current 


PLUS ALL THESE EXTRAS 
‘New Singte Slice Toasting ' New Silent Action 
‘New Finger-Tip Retease ' New High-Rise Racks 
‘New Hinged Crumb Tray New Classic Design 


ONLY THE GENUINE UNIVERGAL 
TOASTAMAGIC CARRIES THIS OCESIGN YOUR 
ASSURANCE OF QUALITY CRAP TSEMANSEH IPF 


* m3 
: % 
B 


oF 


1 : Monvtacturers suggested 


retail or Foir Trade Price 


in Copper 


$22.95 
New SILENT, AUTOMATIC CONVENIENCE 


Universal's new toaster sensation outmodes all conventional 
designs in speed, toasting excellence and convenience. Fewer 
moving parts reduce wear and insure greater dependability. With 
no ticking. no holsy pop-up. this amazing new toaster tops 

"em all. Patterned after the already famous Coffeematic, the 


Universal Toastamagic will sell on sight sell on features 


SesYOUR UNIVERSAL DISTRIBUTOR TODAY! 


LANDERS, FRARY & CLARK, NEW BRITAIN. CONN. 
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Hh) from 4 Basic Patterns 


AMERICAN MAKES 400 cHAINS 


—more than any other manufacturer! 


A brief explanation for Young Men in Hardware Stores 


When you get right down to fundamentals, all 
of the more-than-400 chains made by AMERICAN 
are of one or the other of only two basic types— 
welded or weldless, depending upon how the 
links are formed. But...there are four basic 
patterns: straight link welded, twist link weld- 
ed, weldless wire and weldless flat metal chain. 





uses—and AMERICAN makes them all, in a wide 
range of sizes, metals and designs to “cover 
the waterfront” of chain requirements. The four 
basic patterns are described and illustrated below 

. You will find it helpful to familiarize your- 
self with the full line of AMERICAN Chains— 
made by the nation’s foremost manufacturer of 


Each has its own special advantages for certain quality chains and chain products. 





STRAIGHT LINK WELDED CHAIN is the 
most widely used welded chain. Made of steel, 
iron or other metal in several types, many sizes 
and varying link dimensions. The material is 
welded after links are formed, making each link 
a continuous piece of material. Links up to %” 
are electrically welded on machines; larger sizes 
are forge welded. Welded chain can be heat 
treated for specialized applications. 





TWIST LINK WELDED CHAIN is made 
like straight link welded, except that each link 
is twisted to a uniform angle. Because the twist- 
ing is itself considered an adequate test, this 
chain is not proof tested. Though not as widely 
used as straight link chain, twist link welded 
chain is employed where the chain must lie as 
flat as possible, as in drives for certain machines 
and as a friction chain. It is usually quite flexible. 





WELDLESS WIRE CHAIN does not have 
welded links; each individual link is formed by 
knotting or tying the material. Usually it is 
made of carbon steel, but it can be furnished in 
other materials for special purposes. The Tenso 
pattern (right) for years has held first place as a 
general utility chain. Its loops are large and in 
opposite planes; attachments are put on easily. 





WELDLESS FLAT METAL CHAIN is particu- 
larly suitable where the chain must lie as flat as 
possible, like a strap, such as for operating over 
pulleys. Links are formed by blanking from strip 
stock. While ordinarily made from carbon steel, 
it is available in certain corrosion-resistant metals. 
It comes in a range of thicknesses of material, 
and in numerous shapes and sizes of links. 





SEND FOR THIS HELPFUL BOOK / 


Write to American Chain 
Division, York, Pa., 

for informative booklet, 
““FINGERTIP FACTs.”’ 

It will help you in your selling. 





York, Pa., Boston, Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 






By W. A. Phair 






A letter to Jim... 


From a recent letter from a dealer 







thought you'd be interested in knowing that my son, Jim, has joined us 


in the store... he's discovering that there's more to selling hardware than meets 

































the eye.” 


Dear Jim: 

Your dad tells me you’re working in the store—the fourth generation of your 
family to do so. I'm curious about your reactions to these first weeks. I| suspect 
they have been confusing. Perhaps at times you've been a little disturbed 
by the many things people expect you to know. 


That’s a natural reaction. It will soon pass. Little by little you will begin to 
feel at home each morning when you pick up your cash account. When you reach 
this point, you will have a very important decision to make. You'll have to decide 
if you are going to accept the challenge of salesmanship, or whether you will be 
content to be just another sales clerk doing a routine job from & to 5, day in and 
day out. 


There are some funny angles about selling that you ought to give some thought 
to. A lot of us are inclined to think of selling as an action that takes place only 
when you want to make somebody take something he doesn’t want. Too often we 
think of selling as something that takes place only at the store. 


but, when you stop to think about it, selling is really a way of living. A happy, 
balanced life is a life that makes use of the basic techniques of selling. You just 
can't get away from selling, in one form or another, no matter what vou do. 


The simple act of living a sensible family life demands the same skills and out- 
look as are required in selling in a store. After all, selling is basically a matter of 
arranging a meeting of minds on a given subject; it means making a real effort 
to get along with people, to see their viewpoints and their interests 


If you can make yourself a good sales person in the store, you'll find this experi- 
ence will help you in everything you do, at home, at play and in business. 


Every moment of your life you are selling something—yourself, your ideas 
Maybe you never thought of this as selling, but it really is. The problems of 
adjusting yourself to the little rough spots at home are not much different from 
adjusting vourself to the rough spots vou encounter in doing a selling job in the 
store. 


Consider the personality requirements of a really good salesman—a neat, clean 
appearance, a friendly approach, a sincere interest in the other person’s problem, 
the ability to see other people’s viewpoints and by gentle persuasion to alter these 
views. All these things that are required of a good salesman are also very, very 
important in the much more difficult job of leading a happy and balanced life. 


Yes, Jim. there’s much more to selling than meets the eve. I often think. as I! 





cm | 
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Just Among Ourselves 


informal editorial comments 


visit stores all about the country, that the very best preparation any young person 
can get for learning how to get along in this world is to serve an apprenticeship 
as a salesman. You’ll learn things that will be useful to you the rest of your life. 


I know the first few months in the store are going to be pretty rough. But after 
that things will begin to make sense. I hope, when you see what this hardware 
business is like, that you'll decide to make a career of it. There are a lot of us 
who think it’s a pretty good business. We hope you will, too. 


Not by price alone... 


In the operation of a retail business there are some fundamental truths that 
each generation seemingly must learn for itself the hard way. Perhaps this is 
because each new generation demands that the facts they are expected to live 
with must be proved to their satisfaction. 


This constant re-learning, generation after generation, son after father, some- 
times results in modifications of these basic rules in the light of changes in our 
technical knowledge and in our way of living. This is the healthy, norma! evolu- 
tionary process that keeps a store, or a man, or a nation modern. 


However, there is one basic rule in running a business that has not changed 


over the years. This basic rule is that a business does not live on price alone. 


In the bustle and confusion of day-to-day routine, we often lose sight of the 
significance of this fact and we tend to magnify the importance of price. Today 
we see this tendency in the emphasis many dealers place on getting an extra five 
per cent from their suppliers. 


Buying at the lowest possible price is important for any dealer. Yet it is not 
so important that it should completely overshadow all the other elements of store 
operation. But, there seems to be many cases these days where price is the only 


element considered in placing an order. 


A low buying price is useless if you don’t have sales. A poor sales clerk every 
day wastes more profit than you can get with a double five per cent deal. Poor 
inventory control that leaves you with numerous outs or overstocks will waste far 


more profit than you can get out of an extra five deal. 


A good promotion that really clicks will put more money in a dealer's pocket 
over a year’s time than will any special price deal. Time spent in an effort to 
improve a store’s turnover will do more good for the balance sheet at the end of 
the vear than any special discount deal. 


No one can minimize the value of being able to buy at competitive prices. But 
buying is only half the job of making a profit. The merchandise must be sold 
before you can put money in the bank. This takes more than price; it takes good 
merchandising and promotion; it takes a modern, attractive store; it takes well- 
trained sales people. 


The records of past years of merchandising experiences have fairly well proved 
that no business can endure on price alone, any more than man can live on bread 
alone. 


E. C. Simmons put it aptly when he said: 
“The recollection of quality remains long after the price is forgotten.” 
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WEATHER FORECAST: 


Fair and warmer... 
ideal for selling door closers 





Year ‘round best seller... 









. | 
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BALL 
BEARING 
CLOSER 
















LOCKWOOD'S Screen and Storm 


Door Closer . . . powerful, weather- 


resistant. Totally enclosed main 
spring. Built-in shock absorber. Made 
in 3 grades. 





HARDWARE AGE, MARCH 3, 1955 


: 


DP. 
LOCKWOOD MEN 


Remember when Fall was con- 
sidered the only worthwhile sea- 
son for door closers? Air-condi- 
tioning has changed all that. 
Right now we're heading into 
one of the top selling periods of 
the entire year. 

Make sure you get your share 
of Spring door closer business. 
Stock the closer that’s got them 
all beat LOCKWOOD’S Rack 
& Pinion Ball Bearing Closer: 


@ Leak-proof gland and splash 
chamber 





Oversize 1-piece shaft and 
pinion 





Super powered spring 





@ Ball-bearing suspension 





2-year guarantee 








THE MARK OF SUPERIOR QUALITY 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


New FTC Action Supports 
Fair Trade Price Cutters 


The Federal Trade Commission will not require 
manufacturers to enforce fair trade prices uniformly, 
but suggests dealers seek orders from state courts 
against discounters, or cut their own prices. 

The FTC rejects a plea by a retail jewelry group 
that makers who require one group of dealers to ob- 
serve fair trade prices, but encourage others to cut 
prices, violate anti-discrimination laws. 

Under such circumstances, the FTC says, the man- 
ufacturers waive their right to fair trade, and dealers 
may cut their own prices “with impunity.” 

The Agency contends that the Federal Fair Trade 
Enabling Acts simply exempt fair trade from anti- 
trust laws, but neither prohibit any practices nor im- 
pose any regulatory duties on the Government. 

In answer to an argument that dealers should not 
be forced to cut prices and thereby adopt a practice 
they are under moral compulsion not to employ, the 
FTC says: “It cannot be seriously suggested that 
price competition is morally reprehensible.” 


OUTLOOK—The decision is another in a 
recent series of damaging blows to Fair 
Trade. Possible next step could be attempts 
? by groups of dealers to sue discount houses 
jointly if the Justice Department will rule 
such a combination is not illegal. 


State and Local Tax Boosts 
Offset Federal Tax Savings 


Higher state taxes are in prospect in most states 
this year. Coupled with extension of the present high 
Federal taxes on business, this means even more 
pressure on shrinking profit margins for most dealers. 

Pressure for more funds to build schools, roads. 
and expand state health and social programs will 
bring increases in real estate, business, income. sales 
and gas taxes in many states. 

In addition, many county and municipal taxes are 
scheduled to rise, Government surveys show. 

Two years ago, the Government notes. most state 


10 


and local subdivisions were lowering their tax rates, 
or at least holding the line, and an “atmosphere of 
financial well-being” prevailed. 

But the trend now is for higher taxes, and there is 
no slackening apparent in the pressures which are 
forcing them up. States which don’t invoke tax in- 
creases this year probably will next year. 


OUTLOOK—Whiile there is a good chance 

that some Federal taxes will be cut next year, 

& officials are predicting continued increases tn 

state and local taxes which will largely offset 
Federal reductions for most businessmen. 


Farm Income, Unemployment 
Seen As Trouble Points 


Government fiscal officers are keeping a close watch 
on two soft spots in the economy—farm income and 
unemployment—and have one eye on the building 
boom to make sure it doesn’t run out of steam. 

Farm income is expected to drop 6 pct below 1954, 
which will mean a decline of more than 10 pct in two 
years. In addition, farm population, which dropped 
off by more than 12 pct from 1950 to 1954, is expected 
to continue to decline. 

Unemployment rose to 3.3 million early in January 
and is expected to go even higher as industrial activ- 
ity slows in late spring. Some economists fear that 
industry will not operate at a rate high enough next 
fall, to absorb the new workers entering the labor 
force. 

Construction is continuing to reach new peaks, but 
some experts are scaling down earlier estimates be- 
cause new figures show that only 800,000 new house- 
holds are being formed, although new homes are going 
up at a rate of better than 1.2 million a year. 


OUTLOOK—Conflicting views on whether 
the economy is permanently healthy or only 
on a crest are caused by different interpreta- 

® tions of what constitutes “good” times. Most 
fears are for seqments of the economy, and 
even the pessimists concede that things gener- 
ally are bright. 


(Continued on page 144) 
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novelty boxes 


Two new fast-sellers . . . to give you more profit possibilities! These two 
laminated padlocks — genuine Master quality throughout — fill the big 
need for padlocks small in size, but BIG in protection. Master Cub Padlocks 
have dozens of new uses ... keep them prominently displayed for EXTRA 
PROFITS! Check this sensational #910 introductory offer ... then order 
this deal from your wholesaler. Here's how it works 
You buy 12 each Nos. 9 and 10 from your wholesaler . . . the 
Cub Display with two FREE padlocks is shipped with your order. 
RETAIL VALUE .. . 12 each Nos. 9 and 10 $10.20 
your COST 


YOUR REGULAR PROFIT 
PLUS .. . TWO CUB PADLOCKS FREE 


YOUR TOTAL PROFIT (62.5% on cost) 


Master Jock Company 


Milwaukee 45, Wis. 
Wolds Largest Padlock TManufacturers 








Sprinkling System 

Swirl Spray underground sprink- 
ling system can be installed by 
anyone in half a day without dam- 
age to present lawn. No plumbing 
is required since it connects direct- 
ly to any outside faucet and oper- 
ates on normal pressures. Do-it- 
yourself kit includes 50 ft. of %4 in. 


corrosion proof pipe, all necessary 
fittings and two rotary action 
sprinkler heads that give even cov- 
erage over a 1200 sq. ft. area. Re- 
tails for $24.95. Plastex Co. 


For more data circie No. 1 on postcard, p. 157 


Paint Color System 


Minnhue color system is de- 
signed to save dealer space, keep 
inventories low and for fast turn- 
over. Consists of 294 interior 
colors, 165 exterior colors and 19 
shades for floor and porch en- 
amels. Counter chip racks hold 
samples of the 294 colors, while 
similar samples in larger size chips 
are bound in a dealer counter book 
and customer “take home” books. 
New outside paint with a low gloss 
finish has been produced especially 
for this color system. Called Shin- 
gle, Shake and House Paint, it 


12 


comes in a broad variety of hues. 


Minnesota Paints, Inc. 


For more data circle No. 2 on postcard, p. 157 


Rotary Lawn Mowers 
New rotary 
lawn mower line features “vacuum 
action” which stands the grass on 
end for easy, clean clipping at any 
desired height. Rotary units con- 
sist of 18 and 21 in. models, and a 
21 in. mower with 4-cycle motor. 
Also available are two reel modeis 
in 18 and 20 in. widths. All Duo- 
Trims are finished in blue and 
white weather-proof enamel. Illus- 
trated is a rotary unit. Duo-Therm 

Div., Motor Wheel Corp. 


Fer more data circle No. 3 on postcard, p. 157 


Duo-Trim power 


Barbecue Cart 

Barbecue cart called the Dude 
Wagon, is a two-section unit with 
broad-tread tires. Upper section is 
an entirely self-contained cooking 
unit, while the lower section is for 
storage of utensils, charcoal and 
other items. Can also be used as a 
garden cart. Cooking grille is 
16x18 in. Upper unit fits inside 
lower storage section and pusn 
handle folds down for compact fit 


in car. Models are available in red 
or copper tone finish, from $29.95. 
Majestic Co. 


Fer more data circle No. 4 on postcard, p. 157 


Wood Mitre 

This wood mitre cuts any angle 
in hard and soft wood moldings, 
plastic trim, 
laminated materials, rubber extru- 
leather, linoleums, rubber 
tile and screen moldings. Has a 
stainless steel handle and clip and 
a hollow-ground, polished blade. 
Blade is interchangeable by remov- 
ing 2 bolts and available at $1.50 


base shoe, dowels, 


sions. 
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Want more information on these 
oroducts? Then use free post 
card on Page 157. 


In hardware merchandise... 





each. Double lever action gives 
mitre 15 to 1 ratio. It is 10 in. 
long and weighs about 1 |b. Lists 


for $5.95. Wood Mitre Co. 


For more data circle No. 5 on postcard, p. 157 


Picnic Jugs 
New 1 gal and }% gal size Skotch 
Jugs 


have a double layer of fiberglass in- 


Jugs carry hot or cold liq lids. 
sulation between inner and outer 
walls to keep contents hot or cold 
pouring 
and a stain resistant finish. 


for hours, a drip-proof 
spout, 
Plastic cap and gasket is attached 
to jug. One gal size retails for 
$3.98: % gal for $2.98. Hamilton 


Metal Products Co. 


For more data circle No. 6 on postcard, p. 15 
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FOR THE HARDWARE DEALER 


Protective Coating 

Gaco N-700 protective neoprene 
coating is designed for 
proofing, rustproofing and 
ing such items as rain gutters, 
hand tools, flashing, roofs, 
rubber 


water- 


renew- 


hoses, 
boots, floors and contain- 
ers. Easily applied with brush or 
roller, coating bonds itself to metal, 
wood, concrete and cloth—air dry- 
ing to a tough, flexible, permanent- 
ly elastic protective film. Available 
in gray, aluminum and slate black, 
it is ready for use from can. Gates 
Engineering Co. 


For more data circle No. 7 on postcard, p. 157 
Screen Door Latch 

Screen and storm door tubular 
latch requires two 5% in. holes to 
install. Available in solid 
aluminum or brass tube with steel 


brass, 


plated trim. Latch is positive lock- 





_~ 


closing 


ing and provides an easy 
action with door closer. Safe Pad- 


lock and Hardware Co. 


For more data circle No. 8 on postcard, p. 157 


Furniture Plan Sets 


Series of three new plan sets 
furniture 
Fach set 
contains five projects of medium 


Working 
(Continued on page 154) 


of conservative modern 


projects is now available. 


size and simple design. 









TO HELP YOU 


SELL 


AND OTHER DEALER 
PALES AWELFES 








Bed Lamp Merchandiser 
This merchandising unit is avail- 

able without cost with 12 assorted 

No. 566 Adjustable Bakelite Bed- 





t¢ hed 


lamps. Assortment con- 
sists of 3 walnut, 3 ivory, 1 ea.: 
forest green, char- 


treuse, pastel rose, pastel blue and 


(‘hinese red, 
pastel green. Display holds eight 
lamps, one of each color. Eagle 
Electric Mfg. Co. 


For more data circle No. 9 on postcard, p. 157 


Hammer Display 
No. HA6 display unit has six 
each 


apron which 


hammer with a 
lists for 


39¢. Hammers list at regular price 


selection, 
carpenter's 


Selection features three steel-shaft- 
ed hammers, including two new 
numbers, a 13 oz. nail and a 16 oz. 
ripper pattern; and three hammers 


(Continued on page 190) 


























RETAIL 
STORE 
SALES 


UNADJUSTED 


(in billions) 
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HARDWARE 


>» January Retail Sales Increase 





> Manufacturers’ Sales Show Gain 


> Population is Key to Building Boom 


Population Growth Brightens Outlook 
For Long Range Boom in Building 


It is possible that the current 
high level of residential building 
might taper off later this year, says 
Dr. George Cline Smith, economist 
for F. 
news firm. 

“The likelihood of a collapse or of 
a prolonged decline seems small,” 


W. Dodge Corp., construction 


he says. 

“With population growing at the 
rate of 2.8 million persons a year, 
with families tending to become 
larger and with all signs pointing 
to continued prosperity for the 
economy generally, the basic under- 
lying demand for housing should 
remain strong for a long time to 
come. 

“Another point to remember is 
that residential building is only one 
segment of the construction indus- 
try and that all indications point to 
increasing activity in construction 
of commercial buildings, schools. 
churches, highways and other pub- 
lic works and public utilities.” 

Dr. Smith predicts that 1955 
“probably will set another new 


record for construction contract 
awards.” He notes that January 
figures show no sign that the 


“phenomenal! pace” is slackening. 


i4 


Residential awards set the in- 
creased pace during the first three 
weeks of January. Compared with 
1954 figures, these awards were up 
90 pet. Total awards ran 32 pet 
ahead of the like period of last year 

(onstruction awards for the first 
4 weeks of January totaled $1.030 
billion for the 37 states east of the 
Rockies, the area for which Dodge 


tabulates results. 


Home Building Sets 
New January Record 


New construction outlays in 
January exceed an annual rate of 
$40 billion for the first time in 
history, report the Commerce and 
Labor Depts. 

expenditures for public and pri- 
vate building in the opening 
month of 1954 came to $2.8 bil- 
lion, 13 pet ahead of the year-ago 
total but 8 pet below the Decem- 
ber mark. 

“Indications are that there was 
a greater number of homes under 
construction than in any previous 
January,” note the government ex- 
perts. 

Private construction, at $2 bil- 
lion, set a record for January. 








January Retail Sales 
Increase $1 Billion 

Retailers sold $1 billion more 
goods in January than in the 
same month last year, according 
to an advance report on retail 
trade issued by the Commerce 
Dept. 

tetail sales are estimated at 
billion for January, 

$12.3 


$13.3 


against billion a 
earlier and $17.9 billion in the 
big Christmas shopping month 
of December. 

After 
factors the department put Janu- 
ary sales 10 pet ahead of a year 


year 


allowing for seasonal 


ago but 1 pet below December. 

Sales in the hardware, lumber 
and building group totaled $838 
This com- 
pares with $1.085 billion in De- 
cember and $786 million for 
January, 1953. 


million in January. 











Credit Terms Are Key 

To Future Prosperity 
A top government 

notes that the current 


economist 
upswing 
“appears to considerable 
strength.” 

The big problems ahead, says 
Winfield Riefler, assistant to the 
chairman of the Federal Reserve 


possess 


(Continued on page 220) 
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HARDWARE AGE, 


You ean boost 





tool sales! 





New Pac 


Eiornet 100 


Self-Selling Tool Merchandiser 


Builds repeat business! 
Snares impulse sales! 
Simplifies inventory! 

Speeds turnovers! 
Increases profits! 


P&C pioneered rapid-turno\ er tool displays —over 10,000 
in use today. Now P&C brings you the most efficient, 
most modern, fastest selling display in tool selling his- 
tory,the P&C Hornet 100. This is the merchandiser smart 
hardware men said was needed. Now it’s ready for your 


store! 


100 Pac “Best Sellers” in 20/2” 


Here is IMPACT at point-of-sale! One hundred “most 
wanted” P&C tools neatly displayed in oniy 2042 inches 
of counter space, each one clearly priced, shadow marked 
and numbered. Makes it easy for your customers to buy. 
Colorful blue, yellow and white display revolves, has 
flashing beacon which draws 14°7 more customers. Here 
is a complete line of top quality, nationally advertised, 
guaranteed P&C tools. 


Your small investment yields Big Profits: 
Your cost of tools and H-100 unit . $145.95 
Your PROFIT per year .. . $396.00 


(Based on your cost and a proven 6 turnovers a year. Many P&C 


dealers are getting 6, 8, 10 and more per year. Are you?) 


Send Today for complete information! 


A 


® 
Pac 









DEPT. 


Ad, 


BOX 5926 - 








MARCH 3, 1955 





‘7? soves time 


gets down in a pr 
tory a iot too j 


easily it's 


Mr. Wolter Reisner 


our 





con 


OREGON 


= 
Le ¥ 


SUCCESSFUL DEALER SAYS 
the P&C Hornet 100 We've sold a 
We don't hove te bother 
ce range | con attord 
check the P&C display avuickly and 
ive? right for my store 


Oswege rs 


i'm certainly 


‘rcowd 


tot 


re 


of tools from if 
with ori 


~ 


e 


g° 












pleased with 
ond 


ng. one it 


it simp fies inven 


Jregon 


HAND FORGED TOOL COMPANY 


PORTLAND 
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with Toy Sales ? 


You can count on quality... bank on repeat sales— 
with inflatables made of Knrene’! 















You know what happens if a wading pool leaks tected from contamination which causes pinhol s 


because of a pinhole or faulty construction. It costs ...is caretully tested for lasting durability. color 
vou time and money In refunds. Worse vet. it may stabilitv. and scores of other quality advantages 
cost vou a custome! that add up to better products! 


That’s why you’re so smart to insist on goods In a market as important as inflatable toys, vou 


made of K RENE: kon then the material in the item is just can t attord to take a chance on quality’ So pla 
; ; 
OUALITY CONTROLLED by Bakelite ( OmMpans soe Sate with sales specily \T ADF O} KOREN] to resources 


SPECIALLY ENGINEERED to he best tol the end use, 


Cash in by Tying in with Bakelite National 
Made under a “‘closed system,”’ KRENE is pro- Advertising, Publicity, and Merchandising! 





BAKELITE COMPANY, A Division of Union Carbide and Car 
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or cabinet hardw vate 
RETAILING fre nc 


* 15¢ RETAIL! STOCK UP NOW =< 
BIG MARK UP! WITH THIS NEW, @/ \\ 
_. . BIG PROFITS! FAST SELLING, J, 

+ DIE CAST! BEAUTIFUL STYLING! [EYfem S-Yoys) man. | muyg 

+ BRILLIANT CROME-BRITE FINISH! WL 


How are we able to produce beautiful cabinet hard- = 
ware at such unheard of prices? .. . High Speed produc- \ 
tion tooling is the answer! . . . High speed production , 

plus maximum efficiency equals low 

cost and bigger profits! : - 

Here is die cast cabinet hard- No. 550 
ware that combines beautiful design 7 DRAWER PULL 
and quality craftsmanship with an . | 
amazing low price! Brilliantly fin- 
ished in tough durable Crome Brite 
plating. Add to this, a new and 
fresh approach in hardware mer- 
chandising, and you have a sure- 
fire seller! . . . Stock up now for 


bigger profits than ever before! 
No. 560 


CONCAVE 
KNOB 


A new and sensational 
packaging idea! ., . Car- 
tons that become, in a 
matter of seconds, color- 
ful and attractive counter 
displays that spark con- 
sumer action! Here is 
hardware merchandising 
at its best! 


TO DER manuractuninc company 8" 


Little Rock, Arkansas 


ORDER FROM YOUR JOBBER! 
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{Of 


OMES THIS ee NEW ADDITION 


—_ Lit ( | TO THE COUNSELOR FAMILY 


Model 400 \ 








/ 




















RETAIL 


$7 95° 





My 
. ~*~ a 
‘igi, 
COUNSELOR PRE-SELLS 


INTRODUCING THE COUNSELOR 


2 
THIS SPRING IN Capri 
LIFE 
















~ POST From the fabulous Counselor Coronet comes a new bath scale that completely out- 
dates all other $7.95* scales in styling, accuracy, and quality. This sister model 
GOOD HOUSEKEEPING : | a 
1s Counselor's answ er tO widespread dem ind tora finer scale ata competitive price 
SUNSET Be sure to feature it the year around 
HOUSE BEAUTIFUL 
PLUS-VALUE FEATURES 
EBONY > Exclusive “clear-view”™ magnifying lens @ No-mar plastic feet 
LIVING @ Tip-proof design — just 1%" high @ Triple-piated chrome dial head 
@ Line-O-Site indicator for accurate reading @ Scuff-resistant, anti-skid pebbled rubber mat 
BETTER HOMES & GARDENS 
@ Spacious platform 107 sq. in. of surface @ Monotro!l movement for precision weight transfer 
PARENTS « Free-floating bearings insure instant action 


White with Biock met; aise Sunten, Burgundy. Green 
Bive, Yellow. Pink with matching pebdbied rubber mots aw TT 
o 


—_ 
COUNSELOR Ween 


THE BREARLEY COMPANY © ROCKFORD, ILLINOIS ( coed Howseheepiag ) PARENTS / 
y calles 


*Far West, 50c higher. Prices higher in Conode ss sowes ae 


















STEVE 
ALLEN 


GOES TO WORK FOR YOU 


gp PLES 





bringing you more pre-sold customers this spring for DUQ-MATIC, DUO-DOR and 
our completely -new-and- different KANGAROO DOOR. That's right... 
TV viewers all over the country will see our products when we join Steve on 
his popular TV show, “TONIGHT”, over the NBC network. 


And that’s not all! More than 25,000,000 readers will see our national! 
consumer advertising in LIFE and GOOD HOUSEKEEPING. 





Cash in at your local level on this sure-fire campaign. Take 


ea advantage Of olir liberal co-operative advertising plan. 
LIFE PY? Mat ads, radio and TV commercials are ready for you 


and so are plenty of other FREE merchan- 
dising aids and point-of-sale materials 


STOCK ... DISPLAY WEATHER - PROOF 
PRODUCTS AND CAPTURE 
BOTH MARKETS : 
DO-IT-YOURSELF 
AND DEALER 
INSTALLED 


-»| the weather-proot co. 


1407 E. 40th ST., CLEVELAND 3, OHIO 























AS SEEN ON 





z 
oO 
va 
> 
- 
vv 
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— 


Guaranteed by ~\ | —_— << 
Good Housekeeping SS 
‘ ats = , 








NOW... OVER-NIGHT DELIVERY FROM ANY OF OUR 7 CONVENIENTLY LOCATED WAREHOUSES! 


Duo-Dor KANGAROO 


EXTRUDED ALUMINUM™M PSmtn BE hen. mone) EL -a BRAND-NEW ALUMINUM 
TRIPLE-TRACK  e Bakel Mmmohehes -, COMBINATION DOOR 
COMBINATION $69.95 Value RETAILS FOR WITH ITS OWN 


WINDOW 95 EXCLUSIVE 
$29.95 Value RETAILS FOR x | aq SELF-STORAGE 
Any standard size ? 


. rf ior 
15 pigntly nigre / 


we eee: Only door of its kind! When 
for sizes up to and in- 


notin use, storm or 
cluding 29” x 55” screen panels are 
double-hung windows. 


stored inside kick- 
Other sizes slightly alate rend 
higher 


for instant 
change’ 














COMPARTMENT 





SOLD EXCLUSIVELY THROUGH LUMBER AND HARDWARE DEALERS 


you'll sell ’em! 


FOR THE BUSINESS YOU WANT, 


Gambling? not us. We know the facts. 
Surveys show that products with familiar brand 
names are preferred eight times out of nine. So 
just make sure which brands your customers 
want, and stock them. Makes sense, doesn’t it? 

Products with trusted brand names bring you 
many benefits: lower sales costs because they 
are so thoroughly pre-sold through their makers’ 
powerful advertising and promotional material; 
fewer markdowns because of fast turnover: 
fewer adjustments because responsible manu- 
facturers back up their products; best of all, 
lasting good will. 

Yes, odds are 8 to 1 in your favor... and lots 
more’s in your favor besides, when you stock 
the brands that sell the most. 

> . = 
How do you push the brands that boost vour business”? Your 


method could win you nationa! attention an 


on " il prestige in the 
Brand Name Retailer-of-the- Year competitior 


Write for details 


BRAND NAMES FOUNDATION 


INCORPORATED 
A Non-Profit Edu: 


37 Weat Stree 


PROMOTE THE BRANDS THEY WANT 





HARDWARE AGE, 


Here's why 


Pittsburgh Brushes 


are right for you! 





Want to sell a line of brushes that doa rea//y smooth 
job... work easily ... and have plenty of carrying 
capacity? Then you want to stock Pittsburgh Red 
Stripe brushes! A complete line of (1) pure hogs’ 
bristle brushes (2) 100% texturized synthetic bristle 
Pittsburgh’s improved Velvet-Tip synthetic) (3) 100% 
Tynex Nylon (4) scientifically blended mixtures of 
hogs’ bristle and synthetic. All are made in one of the 
world’s most modern plants by experienced, expert 
brushmakers—your guarantee of the kind of brushes 
that not only satisfy customers, but bring them back 
time after time! 

For the address of the Pittsburgh supplier nearest 
you, write: PITTSBURGH PLATE GLASS COMPANY, Brush 
Div., Dept. A-3, 3221 Frederick Ave., Baltimore 29, 
Maryland. 


Maintenance, power-driven and paint brushes 
for every home and industrial use 


PITTSBURGH 





4 o~2 s 
La Wipe ssusns 


¢ BRUSHES © PAINTS © GLASS © CHEMICALS * PLASTICS * FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





MARCH 3, 
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your sales of 


QuicKee 


WATERLESS 
HAND CLEANER 


Vitals 


Painters and mechanics make good money 
today. Like the rest of us, they like to step 
out — have fun. 


QUICKEE is a worker’s best friend. It re- 
moves tough, incrusted paint, dirt, grease, 
grime, tar, pitch, etc. — in seconds — with 


or without water. 
A QUICKEE Dispenser excites 


curiosity, builds traffic, sells 
QUICKEE. Install one in your 
sales room. 


When a worker uses QUICKEE, he doesn't 
have to hide his hands in shame. That's what 
makes QUICKEE such a wonderful profit 
item for you. For clean money from dirty 
hands, stock up with QUICKEI 
FREE QUICKEE SAMPLES moke 


sales. FREE samples are yours | ANOTHER GOOD SELLER! ash-Cautton Spray 
for the asking. QUICKEE Paint and Varnish Remover 


Just spray on and scrape off. Removes 
paint, varnish, lacquer, shellac and 
enamel. Write for full information. 


Feature QUICKEE-GLAD RAG POLISHING CLOTH for easy, 
COMpaNnion soles 


YWickeeé pRopuct : 
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"Your Dragnet Sales Plan Jammed 
Our Paint Department with Customers... 
Broke All Sales Records!” 















~@ ees 
.@ 
* 







































A Local “Sales Hypo” that starts 

working in 24 hours! The most amazing 
traffic builder ever developed in the 

paint industry...polished to perfection after 
2 years of testing at a cost of $197,000. 


Colorizer, who brought you the first complete 
color system ever perfected, now brings you the 









most effective paint-selling plan ever developed 


est STOCK 


HE sMALL GEST SALES in the paint industry! After watching the amaz 
WITH THE BIG _ ing results of 2-year tests of this sales plan in 48 
i $90 

stem using ; ial . ' : os ’ o 

the only color sy pa atieael Only states, We call it the Colorizer “Customer Drag 

rubes to make S° | the colors yOu net’ because it literally goes out and brings cus 

; ov GO : : | 
Colorizer g've* a to deep tones: in tomers into the store, cash in hand! It’s simple 
aste's aie : , 

need, from P stem! Small, in ...entirely local...inexpensive...terrific in pro 

she world s y to se 


bles y° 
k eno Alkyd-Base 


d ex- Dragnet! 


SEND FOR COMPLETE DETAILS TODAY! 


el ducing sales. Reduce your paint investment with 
expensive ® 


1,322 colors 1" 
Flat Wall ——_ 


Pgint—all 
=~ <i Priced for volu 


Odorles 
\, Semi-Gloss, 


major interior = 


Colorizer...increase vour sales with the Custome 


Ho 














fe 


“ awe 
des age Nin one. At 








; COLORIZER ASSOCIATES : 

| 349 North Western Ave., Chicago, Ill. | 

PAT NTS Please send me complete information on how “The | 

Colorizer Customer Dragnet” can sell more paint for me 

in 1322 COLORS | . 

Manufactured by Colorizer Associates: ° 

varie 

Bennett's, Salt Lake City, Utah, and Los Angeles, Calif. © Bive Ribbon Paint ] | 
Company, Wheeling, W. Vo. © Walter N. Boysen Co., Oakland ond Los Angeles, 

Calif. © Brooklyn Paint ond Varnish Co., Brooklyn, N. Y. © James Bute Co | 

Houston, Texos © Great Western Paint Mfg. Corp'n, Kansas City, Mo. © Jewel | Address - | 

Paint & Varnish Co, Chicago, Ill. © Kohler-Mclister Paint Co., Denver, Colo | , 

© W. H. Sweney & Co., St. Pav! Minn. © Vane-Calvert Paint Co., St. Lows, Mo 

® Worren Point and Color Co... Nashville, Tenn. © Geo. D. Wetherill & Co, Inc | City Stale | 

Philadelphia, Pennsylvania © IN CANADA: Impericol Varnish & Color Co. itd | ; cSery i 

Toronto, Onterio © IN ENGLAND: Jenson & Nicholson, Lid, Lomdom, Emaberid «acme cee neem cee cree cee meee mee me ee ee ee ee ee ee ee ee ee ee ee ee _-_— 
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uoberset Co’ 


presents 


THE FIRST COMPLETE BRUSH 
AND ROLLER LINE DESIGNED 
FOR TODAY’S SELLING NEEDS 























1. New Rubberset trademark, distinctive and striking. 2. Win- 
ning color combination for visibility, “quality look; and appeal 
to women (who buy more than 50% of all household brushes). 
Household line colors are yellow, black and gold. All wrappers 
and boxes carry out completely new color scheme and design. 


NOW...MAKE YOUR 
OWN DISPLAYS... 
with Rubberset’s Pegboard Panels! 


Rubberset is the first with another modern mer- 
chandising idea ... versatile pegboard displays. 
They’re good-looking and practical, go any- 
where, give you extra selling space. Available 
with the assortments shown here, or with any 
comparable selection of brushes you make. Fin- 
ished in a soft gray color. SEE YOUR RUBBERSET 
REPRESENTATIVE FOR DETAILS or mail coupon. 


3. Complete “Flo-Matic” Roller line is included in “New De- 
sign: 4 Smart color scheme on boxes increases display value— 
stocking and inventory-taking are made easier by high-visibility 
labels. 5. Professional line colors are clear, black, and metallic 
blue. 6. Brush “Selector Chart” shows do-it-yourself customers 


RUBBERSET “SENIOR” PEGBOARD—24 x 36 . 


E f Complete with 20 brush hangers and 20 price 
FR @ markers. Free with order of (retail value) $220 


—less full 40% dealer discount. 


RUBBERSET “JUNIOR” PEGBOARD—12 x 
24”. Complete with 7 brush hangers, 7 price 
markers and 2 legs. Free with order of 
(retail valve) $110—less full 40% dealer 











MODERN MERCHANDISING 


brings you more sales, more profit... 
from less space! 






Here’s the first paint brush and roller 
line ever completely designed and in- 
tegrated for the kind of merchandising 

' that’s most profitable today. This 
new Rubberset line gives you— 






























5K 


bitttees te EXD CX) ERIY EET). 


Better Display because brushes, rollers, 
: wrappers, boxes and display fixtures 
haveall been designedto work together. 


Faster Turnover . . . planned display 
wins more “‘impulse’”’ sales, makes small- 
er, better-balanced inventory simple. 


Lower-Cost Selling because even new 
or part-time help can ring up bigger 
sales with these sales-helping displays! 


One-Source Buying because Rubber- 
set’s line meets a// your needs... saves 
you time and work, helps you make 
maximum profits. 


the right brush for each job, permits self-service, saves valuable moulding. Price-ticket set included with display fixture. 1. 
selling time. 7. Brilliant, colorful display of matched brushes Ample room and good display for high-profit accessory items. 
attracts the eye, creates “impulse” sales. 8. Complete, organized Complete unit in only 4% square feet of floor space gives 61/2 
display helps both clerk and customers, speed sales, encourages square feet of “eye-level” roller and brush display with 171 
multiple sales. 9 All prices plainly visible in specially designed square feet of shelf space of high-profit sundry items. 


SUGGESTED WAYS TO USE THESE PEGBOARDS 


We 


Rubberset Co. 
146 Haynes Avenue 
Newark 5, N. J. 


Please tell me how I can obtain the “New Design’ 
Rubberset line and display fixtures. 











=a Tee erate llUCe UCU ee 
— ae i a Ee Bk 


Tent—2 boords tipped Box—4 ponels Triangle—3 panels ia Pee ee es 
— Store : ; ——— 
= Address___. ——— 
es a ——aEEEo lel eee 
My Paint Supplier is: — a —_ 
Wall Combinations— Slanted—on simple legs Hinged on Wall— y PP x 
horizontal or vertical both sides useable 


i. ap a= ap ap ap Gm @® as as ob ob > = @& oo al 











Here’s a color system so simple that 
any one can easily and quickly make 
thousands of magic colors, and here's 
the biggest news of all . . . Valspar 
VAL-HUES are fortified with “VV”. 
Exclusive “VV” (Valspar Vehicle) not 
only makes VAL-HUES fundamen- 
tally better, but it also gives you a 
completely new merchandising device. 
In “VV” you have a basic product 
improvement and a promotional theme 
that makes VAL-HUES different. Re- 


Newest, Simplest, Most Merchandisable Color System Yet! 


Valspar 


Not just another color 
system... Valspar VAL-HUE 
bases are fortified with 
“VV”... VAL-HUE colorants 
are miscible with all 

types of bases... Valspar 
VAL-HUES are odorless! 


member, only Valspar dealers can sell 
paints fortified with “VV”, 


To back up the fabulous VAL-HUES 
color system, we have designed a 
breath-taking new-lighted-motion 
Store display plus a great new sales 
program. Hop on the bandwagon now. 
Join the tremendous Valspar surge 
now. Write us immediately and we'll 
send a Valspar man your way with 
all the sensational details! 


THE VALSPAR CORPORATION © GENERAL OFFICES © ARDMORE, PENNA. 





vv 


30 
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FROM UNITED STATES PLYWOOD CORPORATION — 


| ] 1001 uses in home, shop, ga- 
¢ rage (for bonding wood, alu- 
minum and other metals, cloth, 


felt, paper, leather, fiber glass, 
rubber, etc.). 










It’s Weldwood Contact Cement, the newest 


) For beautifying with Micarta, 


Weldwood Wizard, with 1001 uses (see list Formica, etc. 


at right). It can double your glue sales, and | 
3 For applying plywood wall 


then some! You'll sell it in pints, quarts, gal- panels without nails. Revolu- 


tionary for“do-it-yourselfers’! 


lons (and in % oz., 1% oz. and 3 oz. sizes). os a eee 
Which Size Will Sell Fastest? 


Pint, quart and gallon cons, 


® all with handy applicator. 
25¢ and 60¢ Bottles with brush; 
35¢ tubes. 


CONTACT CEMENT 


* Bonds instantly, permanently, on contact! 






STOCK ALL SIZES! 


® Works without clamps, presses, or nails! 


Heavily advertised in national 
magazines and hobby books, 
and to your builder, contractor, 


industrial customers. And the ads 4?) 
all say “at your hardware stere’’. sa 
a 


mes es ee we es we i oe a’ 
7 


UNITED STATES PLYWOOD Corp. | 





DO-IT-YOURSELFERS GO FOR ALL THE WELDWOOD WIZARDS! 














Weldwood FIRZITE ® 55 W. 44th St, N. Y. 36, N. Y., Dept. 21 7 
PLASTIC RESIN GLUE Recommend WHITE Firzite for - etatne ” wour Dr , 
scene ailieds teint aie a blond or pickled finish. A Send catalog sheets of your products | 
Highly woter-resistont. For eel genomes ae | 
hobbyists, home owners, car- — — | 
aie ath Firzite te tame wild grain on STORE Pe Ea 
= , fir plywood. | 
nn | 
Weldwood 
PRESTO-SET GLUE SATIAG ° ADDRESS ___ —_—___—— | 
The perfected white liquid Recommens © fer te? mod: j 
ae. Celie tm seein tat Meal ern notural wood finish. Pre- 
"early pds , serves the weed. SO i cincidniscsitnniin — 
*Trademark EE era eT a ne SE 
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BRUSHES 
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New ideas skyrocket brush 
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Sensational Wooster Multiflag” Tynex Brushes 
... the only brushes with exploded-tip bristles 
... paint faster, smoother, better . . . and they 
sell faster off your counters, too! 

People have never been so excited about paint brushes. 
Dealers have never sold so many. It’s all because there 
really is something new in paint brushes— Wooster 
Multiflag Brushes with exploded-tip bristles! 

Years of scientific research by Wooster have paid 
off. A method has been discovered by which we process 
DuPont Tynex, exploding the bristle ends into soft, 
silky contact points. This secret process puts thousands 
more working ends in every brush, gives a more dense 
and velvety contact with surfaces. It lets “‘do-it-your- 
self’ enthusiasts paint like professionals. 

By word of mouth, news of these great brushes has 
spread rapidly. Now, we are telling millions more with 


smashing advertising messages in Life, Saturday Eve- 


a nr ee eo eee __ is a Er _— 


ning Post, Better Homes & Gardens, The American Home 
and Good Housekeeping! \t’s the hardest hitting con- 
Sumer advertising campaign in paint brush history. 
But... this big promotion is only part of the sen- 
Sational new Wooster Quintet Sales-Making Plan! 
Here’s the plan that gives you (1) the fastest selling 
items in our line, (2) packaged in the most modern 
merchandisers for your floor and counters, (3) the most 
Multiflag . 


selection of pure bristle brushes, (4) the most unusual 


exciting brush feature. . . . plus a wide 


roller features in Wooster Fabric “X” and Wooster 
MagikKoter® Rollers, (5) the backing of the greatest 
national advertising campaign ever put behind any line 
of paint brushes and paint rollers. 


Concentrate on Wooster... the line that's alive to 


; 


your needs for °55! Ask your distributor for a copy of 
the new booklet, Wooster Quintet Sales-Making Plan, 


or write The Wooster Brush Company, Wooster, Ohio. 
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Exploded-tip bristles in Wooster Multiflag 
Brushes look different, feel different, work 
better. Note the distinctive fluffy gray appear- 
ance. Feel the soft, silky ends that “flow” in- 
stead of “rake” the paint. 


: 





A 
Five great magazines are carrying our ads 
telling the story of amazing exploded-tip 
bristles to millions of Americans. Wooster 
pre-sells these prospects, sends them to your 
store to buy Wooster Multiflag Brushes. 


For only $20.60, you can put this Wooster 
Multiflag varnish brush merchandiser on 
your counter. Holds 22 brushes in 4 sizes 
Dealer profit $10.29. Order from your dis- 
tributor. Cat. No. 3910B. 


Brand new for '55! This Wooster Brush 
Bar displays 14 different brushes. Leaves 
counter space free. Two units back-to-back 
make effective island display. Can be wall- 
mounted without legs. Cat. No. 3905. 





and roller sales! 








Sell extra covers with 
every roller sale by dis- 
playing this Wooster 
Roller Cover Dispenser. 
Open slot encourages 
customer self-service. 
Covers drop into place 
as removed. Holds 12 
Fabric “X”™ covers. Cat. 
No. R-230. 






.. 


Easy to fill, to use and 

to clean, the Wooster All- 
Purpose MagiK oter holds full pint of paint 
or enamel. Built to last a lifetime. Fair 
Trade retail price $4.95. Cat. No. 44-0 








Sea! of Approvyv al 





customer satisfaction with Wooster products 
are Ted the Tester, long the mark of better 
painting tools, and the Good Housekeeping 


TWO GUARANTEES BEHIND WOOSTER 
PRODUCTS YOU SELL 


Iwo famed symbols of quality that guarantee 











rt ae > 

cn * by % 
Good Housekeeping 
~ 40> ge 
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WOOSTER 
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Fine Brushes and Painting Tools 


for Over 100 Years 


’ -_ 
m. 


a, L 
Pin 


& on 5 
Priced at $20.97, this Wooster Multiflag 
wall brush merchandiser stocks 12 brushes 
in 3 sizes. Popular sellers, competitively 
priced. Dealer profit $10.55. Order from 
your distributor. Cat. No. 3930A. 





Watch them sell when you put the orig- 
inal Wooster Lindbeck” single angulat 
sash brushes on your counter. They feature 
pencil-grip handle for finger-tip control 
Display holds 13 brushes. Cat. No. 1921 





Use with any paint 

or enamel, clean in any 

solvent. Wooster Fabric “X” roller is truly 
all-purpose. Kit, including roller and metal! 
tray, retails at $2.98. Carton converts into 


colorful counter display. Cat. No. R-937, 





This new booklet lists best-selling items, 


helps you choose condensed stock, shows 


new merchandisers. Ask your distributor 


Or write W ooster lor your Copy. 


33 


















A PAINT THAT FILLS A SPECIAL NEED--- 
A DEAL THAT MAKES YOU EXTRA MONEY! 


Master 


DECORATIVE METAL FINISH 













; @ over 2 MILLION HOMES NOW HAVE DECORATIVE METAL 
RAILINGS, COLUMNS, GATES, PORCH TRIM, ETC. 
ys 


\ @ APPROXIMATELY 10,000,000 PIECES OF ORNAMENTAL 
WROUGHT IRON ALREADY HAVE BEEN SOLD 


@ OVER 85% OF AMERICAN HOME OWNERS NOW DO 
THEIR OWN PAINTING AND DECORATING, ACCORD- 
ING TO LATEST SURVEYS 


Here it is! The special paint that fills one of today’s special needs 
—"“Weather-Master”> DECORATIVE METAL FINISH — now devel- 
oped to perfection after years of research and close performance 
study with one of America’s leading fabricators of wrought iron. Con- 
tains a special rust inhibitor to insure extra long lasting beauty! 9 
soft-sheen decorator colors to offer, plus an unconditional guarantee 
of satisfaction! ORDER YOUR STARTER ASSORTMENTS TODAY 
AND START CASHING IN ON THE SKYROCKETING DEMAND 
FOR THIS SPECIAL DECORATIVE METAL FINISH! 











~— 


i RETAILS AT $115.92 
HERE'S WHAT YOU GET IN THIS Ptr 
EASY-T0-STOCK 78-PC. ASSORTMENT: YOUR PROFIT: $46.37 








QUARTS PINTS ‘2-PINTS ata. vine 

NEW ORLEANS WHITE 8 5 4 

LAKE TRINIDAD BLACK 4 3 3 

MOON GLOW ALUMINUM 5 3 3 

SUN VALLEY YELLOW 2 2 2 

PALM SPRINGS GREEN 2 2 2 

DESERT EVENING PINK 3 2 2 * oe a or- 
der! A beautiful, eye- 

SMOKY MOUNTAIN GREY 2 . ' catching wrought-iron 

CALIFORNIA SKY BLUE 2 ] 1 displayer with a color- 

GRAND CANYON RED 2 a a 
inishes in satin 

THINNER 4 5 black and equipped 


with black protective 
leg tips. Four Grecian 
perforated metal 
shelves especially de- 


QUARTS RETAIL AT $2.39, PINTS AT $1.29, %-PINTS AT 79¢, THIN- 
NER RETAILS AT 89¢ QT., 49¢ PT., 29¢ ‘2-PT. DEALER DISCOUNT 40% 


25 color selectors, one col., two col., and three col. od mats, wroughi 


iron litereture side-rock included. signed to hold this —_ 

tire profit-making As- 

oo. oe Um Ue Ue UD UD UDG DG OO OU OS OG OU OD SD De Oe 8 sortment. r Requires 

GEORGE KOCH SONS, inc. only 2 sq. ft. of floor 
EVANSVILLE 4, INDIANA space.) 


Gentlemen: 

PLEASE RUSH — Assortments of ‘‘Weoar-Master™ 
DECORATIVE METAL FINISH @ $69.55 each, 
complete with FREE DISPLAY STAND. 





MAIL YOUR ORDER TODAY! 


NAME 
ADDRESS , 
CITY ZONE STATE 


GCEORGE KOCH SONS, Inc., 





377188 
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WYTEFACE 


The NEW steel tape 


a 
Rigid, curved blade, 2 inch 
wide, 16 ft. and 20 ft. Replaceable, | 
changed in a moment. 


Long winding handle 
for greater leverage. 


Handsome, hard wearing, 
grey Plastide* cover on sturdy 
welded steel case. A 


we 


a 
Mee 
— 
. ~~ ge \ 


wan, 


=. 


——S 


*Trade Mork 
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VC” SEEMS 


: e., outside measurements. ; 


RIGITAPE’ 
with 5S great features 


a 
ae 


Pn. 
Pa i, 
Graduated feet, inches and * 
Sths. Black on white background. Exclusive * 
K&E feature of foot numbers in red, pes 


in red at every inch. 





a 
7 





SALES-COMPELLING DISPLAY PACKING 
Here is tape news to make your cash register sing! 
This is the l-o-n-g steel tape that users can push 
around .. . for measurements along floors, up 
walls, or anywhere. Note its many exclusive 
features. Backed by national advertising in Better 
Homes and Gardens, circulation 4,040,587. 


KEUFFEL & ESSER CO. 


EST. 1867 


New York - Hoboken, N. J. 


Chicago « St. Lovis * Detroit * San Francisco 
Los Angeles * Montreol 


FET TTT ETT STITT STITT TT] Tay TT! 
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Adjustable end hook 


for accurate inside and 


ees K S 
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For EASY-TO-MAKE SALES 


TELL YOUR CUSTOMERS HOW TO 
VARNISH FLOORS THE EASY WAY — 
WITH A ROLLER! Your customers can 


enjoy the richer beauty, the longer life of 



















































varnished floors when they use Pratt & 
Lambert “61”’ Floor Varnish Clear Gloss 
or Satin. Show them how to roll it on 
with a long-handled roller — standing 
up! Anyone can get perfectly beautiful 
floors this quick, easy way. Best-of-all a 


“61” floor is safe, mot slippery, resists 





wear and water and keeps its natural 


beauty for years! 


YOUR CUSTOMERS WILL LOVE ENCOURAGE YOUR CUSTOMERS 


THESE BEAUTIFUL, PRACTICAL COLORS! TO KEEP A SUPPLY OF 

Sell them Pratt & Lambert New Lyrt-all PRATT & LAMBERT EFFECTO 
Flowing Flat. It's a true alkyd wall ENAMEL ON HAND. Anyone can 
enamel in colors as fashionable as a use it. Brushes easily and hides 
Paris original and as serviceable as amazingly well. Produces a spark- 
dungarees. Easy-to-apply, too, with ling new finish on anything made 
brush or roller. It produces a rich, of wood or metal — indoors or 
velvety smooth finish which can be outdoors. Your customers will like 
scrubbed again and again. No primer to have Pratt & Lambert Effecto 
is needed and there's no objectionable Enamel on hand for those many 
odor. little paint jobs that crop up 





around the house. 


These are but a few of the easy-to-apply, 
easy-to-sell products in the complete Pratt G 
YOUR CUSTOMERS ALL WANT THE 2 li A li ae oe d : 
BEST-LOOKING HOUSE ON THE mbert line. ine geared to the needs of in- 
STREET. Sell them Pratt & Lambert dependent merchants and protected by an ex- 
House Paint. It looks better, stays clusive franchise. For details write Pratt G 


cleaner and lasts longer. It's easy to ; . ‘ 
apply and comes in beautiful, Lambert-Inc., New York, Buffalo, Chicago, or 
Fort Erie, Ont. 


modern colors. 




















} PRATT xs LAMBERT-1c. 





4 Dependable Name in Paint since 1849 


ntw roe . surrato 7 c#:icaco . rFoet tert. Onwtaeio 
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h 3 Robinson Paint Brush 
% Ptofit-Building Deals! 


Self-selling deals priced for fast turnover 
and profits with minimum inventory 


Edward E. Robinson offers terrific merchandising deals that make 
more sales for you by letting the customer sell himself! Check these 
3 action-compelling profit-building deals . . . order from your 
jobber-salesman or write Edward E. Robinson direct giving name 
of your Jobber! 















12 %” #50 Varnish Brush 
Regency q J 12 1% #50 Varnish Brush 


DEAL Ne. 5 | ) 12 1%” #50 Varnish Brush 











' 12 2° #50 Varnish Brush 

— 1” #3101 Varnish Brush 

Retails for $177.43 1%" #3101 Varnish Brush 
2°  $#3101 Varnish Brush 
22" #3101 Varnish Brush 


R 106.4 
YOURS for 06.46 3” #3101 Varnish Brush 


1” #3511 Varnish Brush 
1%" #3511 Varnish Brush 
2° #3511 Varnish Brush 
“ #3511 Varnish Brush 
3° #3511 Varnish Brush 
1%" #3910 Flat Sash 
1%" #3930 Angular Sash 
3° #3705 Wall Brush 
3’ #3705 Wall Brush 
4° #3705 Wall Brush 
3° #3710 Wall Brush 
32" #3710 Wall Brush 
4” #3710 Wall Brush 


YOUR PROFIT $ 70.97 


e Hinges to shelf, utilizing space normally wasted. 
@ Provides immediate visual inventory control. 
Easy-to-mark price tabs on each arm. 


ara mR RRR WOAAAAWOABBANO WO 
—_ 
=) 


Sturdy, long-life enamelled steel construction. 





®° ¢© © 


Ample 39” x 24” size for more show, more tell, more sell! 


eee NEW - NEW : 


Oo ain wenn 4 | Wall Brush Assortment Pack- ° Quick-Selling “Spring Assortment” * 
aged In Brush-Pac* Finest qual- 
ity Robinson Wall Brushes individu- 
ally packed in specially-designed ; 
Brush-Pac to maintain factory fresh- 
ness! Brush-Pac pictorially 


















? . * 
son enue 
- oc ore 





Attention-snaring unit that displays 
and sells 12 popular-sized 100% 
tipped Tynex nylon brushes! 












shows the “how to” of ; 
» brush care ... and is re- Spring Assortment 
. EF usable as a handy storage . DEAL 


5 holster. Your customers will 
go for this plus-value buy! 





meee 





No. 3705 


« 
Wall Brush 4-3"... 43%"... 44"... 100% — Retails for $30.92 


tipped nylon brushes with gold and 
No. 3710 DEAL i red Peerless handles. YOURS for 18.54 
@® YOUR PROFIT 67% ON COST or $12.38 















43”... 43%"... 4-4" i 
100% tipped Tynex nylon 
brushes with silver and blue Retails for $38.60 


beavertail handles. YOURS. for ; 23.29 
® YOUR PROFIT 67% ON COST or $15.31 


(*PATENT PENDING) 





eeeeeeee#8ee#s6 
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Order now for your GARDEN trade 


The NEW Lightweight 





a plastic 
re-usable 













a 


for Every kneeling job.. 


> 
—— oe. 
tiny 


ae 


A 


rel hia, ee .dels)s)4.am 10) 4. Onl) Ge Been en G0 Pal See 2a 2 ee een tied Weleuy nr mt aen elk: 








is-sold in hardware 


and paint stores 


pr krome 


ALUMINUM PAINT 


fo 


®, 
© Guorenteed by 
\ Good Housekeeping 
7 . ” 
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The best-known Floor Refin- 

isher in America! The original 
powder-type double-action com- 
pound that bleaches as it removes 
varnish, shellac, wax, dirt, etc. 


1 DOUBLE X 


EE, a List $ .85 
12 cans per case......... List 10.20 
a List 29 


12 pkgs. per display carton. List 3.48 
3 display cartons per case.List 10.44 





5 SCHALK’S TILE PASTE 


In handy tubes with self-ap- 
plicator nozzle: seals cracks 
around sinks, bathtubs, showers. 
Water-proof: shrink-proof; dries 
white; stays flexible; can’t crack. 
Tk ea List $ .75 


12 tubes per display ctn...List 9.00 
4 display ctns. per case...List 36.00 











SAVABRUSH 


In the dictionary of most 

Americans, Savabrush is THE 
word for brush-restorers. Best- 
known, best-advertised, best mover! 
9 oz. package............ List $ .25 
12 pkgs. per display carton List 3. 
3 display cartons per case.List 9. 
2 OB. BOGMOMO. oc ccccccecs List 
24 pkgs. per displaycarton.List 2. 
6 display cartons per case.List 14. 


S588 











WAXOFF 
The original wax remover in 


powder form —nothing like it 
in America! The new varnish is sure 
to dry; the new wax is sure to shine. 


i fas List $ .39 
36 packages per case..... List 14.04 
2 OR GR nncceedened List 15 


12 pkgs. per display carton.List 1.80 
6 display cartons per case.List 10.80 


SCHALK’S PATCH PASTE 


The modern spackling com- 

pound: fills cracks, holes, 
joints in plaster, wallboard, wood. 
Instant-ready; no mixing, no sizing, 
no sealing. Because of its smooth 
texture, Patch Paste requires no 
sanding and can be painted over 
immediately with any type paint. 


DP. cce00 ckesous List 58 
48 cans per case......... List 27.84 
DD <i pntitesshaes List 98 
24 cans per case......... List 23.52 
Ds dsevaenences List 1.70 
12 cans per case......... List 20.40 





Restores hard paint 
brushes; a brush 
wash between colors; 
a brush preserver 
after painting. Works 
with every type of 
paint, including cured 
latex—harmless to the 
finest natural or syn- 
thetic bristle. Can be 
used over and over. 


1 1 LIQUID SAVABRUSH 


FF 2 5 List $ .60 
BZ GORS OOF GOSB. .cccccccs List 7.20 
I FEE TF List 1.00 
12 cans per case.......... List 12.00 
OO errr List 2.95 
6 cans per case.......... List 17.70 














SCHALK’S WOOD PUTTY 


The all-in-one “fixer-upper” 
that's easy to work; contains 
real wood; 101 uses in home and 
workshop! 





.* ; List $ 39 
12 cans per case.........List 4.68 
CS See List 17 


12 cans per display carton.List 2.04 
6 display cartons per case. List 12.24 





PLASTER PENCIL 


The quick, modern way to fill 
fine-line cracks in plaster, wood- 
work, wallboard. 

DD ~«oteecebeees inatinin List $ .25 


12 pencils per display ctn..List 3.00 
4 display ctns. per case...List 12.00 


» PETER PUTTER’S 


1 ? SAVABRUSH 
ROLLER-CLEANER 

A special non-solvent 
formula for faster, 
easier, more complete 
roller care. Cleans by 
“sudsing action.” 
Non-inflammable, non- 
toxic, non-evaporative. 





i) Eee List $ 1.25 
12 cans per case....... ...List 15.00 

















and Crack Filler 

A “must” for home owners; 
carpenters; electricians; plumbers; 
mechanics. Won't shrink, dries hard. 


“ SCHALK’S WATER PUTTY 


6 er List $ 35 
12 cans per case......... List 4.20 
CO en List 15 
12 cans per display carton.List 1.80 
6 display cartons per case.List 10.80 


SCHALK’S TILE CEMENT 


The cement professionals use 

for crack-filling jobs in tile, 
plaster, stucco, brick. Water-proof: 
dries white; stays tight. 
ST +5 nnn cade a mead List $ .29 
12 cans per display carton.List 3.48 
4 display cartons per case.List 13.92 
DE Mis 660 0cetnns List .50 
12 cans per case......... List 6.00 














PETER PUTTER’S 
1 ) SPOT REMOVER 

The scientific paste that 
removes grease, crayon, from wall 
paper, fabrics, painted surfaces 
ar Me. océces seen eo ae 


12 cans per display carton List 4.20 
3 display cartons per case. List 12.60 


LIQUID WAXOFF 

Anew formula designed 
specifically for hard- 
to-do cleaning, and for 
removal of self-polish- 
ing or resin type 
waxes; yet it works 
well with every type 
of wax. Safe for any 
surface—asphalt tile, 
rubber tile, hardwood 
floors, linoleum, etc. Non-inflam- 
mable, non-toxic, leaves no residue. 


tf j>~— aaa List $ .60 
12 cans per case..........List 7.20 
0 St 1.00 
BP GENS OOF GBBB..cccccces List 12.00 
DS iis. eoseeeene ces List 2.95 
BS GORS BOF GBSB. ..ccccces List 17.70 








SCHALK MERCHANDISER 
A Self-Selling Home Repair 
Department in a colorful cab- 
inet; takes only 7x 24” counter space. 





SCHALK CHEMICAL COMPANY Factories: Los Angeles - Chicago 
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~~ Handsome yellow, black, and red 
- self-selling Display Packs! =~ 














a COMPLETE line of display-packed 
paint accessories by EMPIRE 


At no increase in cost 


Pre-Packed Wallpaper Kits 





B-312 Paste Brush 6” & 7” 


White Tampico fibre filled brush 
for applying water base paint, 
wallpaper paste, masonry paint 
or shingle stain. 1 doz. to display. 
6" brush: retail 50¢; 5 Ibs. per 
doz. 7” brush: retail 55¢; 6 Ibs. 
per doz. 





Paperhangers’ Smoothers 


Diamond: White Tampico fibre. 
Retail 55¢. Quaker: Professional 
smoother, 100% stiff horsehair bristles. 
Retail $1.85. Ridge: Horsehair and 
fibre bristles. Retail $1.00. Each, 
1 doz. to display; 6'2 Ibs. per doz. 
#5033 Smoother: Individual box. 
Retail $1.10. 





Roofcote 


White Tampico fibre with excep- 
tionally large tufts for applying 
heavy coatings. 1 doz. to display; 
7% Ibs. per doz. Retail 55¢. 
















Wilcote Masonry Brush 


| For applying whitewash, kalsomine, 

| paste, cold water paints, to wash 

| masonry or brick. Very heavy white 

| Tampico fibre filling. Display card 
in each box; 1 doz. to box; 8’ Ibs 
per doz. Retail 70¢ 


All your brushes from one dependable source 


EMPIRE BRUSHES, INC. 
Port Chester, New York 
Empco Brushes of Canada, Ltd., Montreal 
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E-Z Way 7 Piece Wallpaper Kit 


Complete 7 piece kit. 12” white Tampico 
fibre smoothing brush, 6” white Tampico 
fibre paste brush, 1%” seam roller, 24%” 
scraper, casing wheel, plumb bob and line 

paperhangers’ chalk. Individ 
vally display boxed, 21 Ibs 
per doz. Retail $2.15 
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25395 Wallpaper Kit 


Same as E-Z Way Kit except plumb bob 
and line, paperhangers’ chalk and scrape: 
not included. Individually display boxed 
18 Ibs. per doz. Retail $1.65 


$5463 Wallpaper Kit 


Same as #5395 Wallpaper Kit except that 
smoothing brush has plastic bristles instead 
of Tampico. Individually display boxed, 18 
Ibs. per doz. Retail $2.39 
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Guaranteed by ™% 
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DRAINBOARD MATS 
)4—~Size: 16” « 17” 
06—~Size: 16” « 14” 

Colors Red, 

coroipwk, chortreuse 


white, morbieized biock, 


TWIN SINK DIVIDER MAT 
Size: 10%" « 14° 
Red, white, morbleized biack, 
nk, chartreuse 


FLOOR MATS 
‘ Size 8” ; |4 5 Size 
4i¢ Size: 18° 


yellow, green 


yellow 


N 415, 1416 hove sponge rubber insert 


Marbieized red with white 
gree with white, biock with white 


TWIN SINK DISH DRAINER 
* * Size: | 2‘A~ a 


ors Red, white, yellow, green, cora!pink 


4%" 5%" 


SINK STRAINER 


}2 (heovy, torge 


o8oOrs Red. yellow green 


cho 


“ee 


green 


yellow with brown 


trevse 


DRAINGOARD TRAYS 

1169—Size: 18” « 16'%”...{for short drainboords 
1170—Size: 15%" « 154”. .{for short drainboords) 
1171 —Size: 16” « 20'%”...(for standard drainboords) 
1172—Size: 19” « 22'\%"...(for standard drainboords) 
Colors: Red, white, block, yellow, green, coraipink, chor- 
trevse 








STOVE TOP MATS (Solid Style) 


1302—Size: |11'A”~ « 18 
370—Size: 16” «x 20” 


Colors: Red, marbleized biock, yellow, green, coraipink, 
chartreuse 


F 
Y +. 


WALL CABINET SHELF-KUSHIONS 
1617—Size 1%" «3 
6 8 Size ] W " * ++ 


Colors: Red, marbieized black, yellow, green, coralpink 


Plate Racks: 620! 6” 


STANDARD DISH DRAINER 
601 2 Size: 13° « 15%" « 44" 


Colors: Red, white, yellow green, coralpink, chortreuse 


DISHPANS 
2949 —Size: 134" 
2950—Size: | 5° 

Colors: Red, white, yellow 


diam. 4%" deep 
diam 5\4" deep 


x 11% x 6”; 6202—6” x 20%” x 6” 


SINK LINER MATS 
1211—Size: 10” x 12” 

1212—Size: 12” x 14” 

1213—Size: 13” x 16” 

Colors: Red, white, marbleized block, 


yellow, green, 
corcipink, chortreuse 


STOVE TOP MATS (Waffle Style) 

1305—Size: 15%" x 17%" 

1312—Size: 16” x 20” 

(Lerger Mat has Spoon Drip Troy 

Colors: Red, marbleized biack, yellow, green, coralpink, 
chartreuse 





BASE CABINET SHELF-KUSHIONS 


1627 Size —_ a 3 
628 Size —_ x 6 ++ 


olors: Red, marbleized biack, yellow, green, corcipink 


Colors: Red, white, yellow, coralpink, chortreuse 


DELUXE DISH DRAINERS 
6032—Size: 13'A” « “ 
6072—Size: 15” x 181A” 

Colors: Red, white, yellow, green 
Deluxe Droiners hove specio 
obie, piostic suiver cup 


coroipink, chortreuse 
gicosshoiders ond remov 


DUST PAN 
200 a sober 


Red, black, yellow, green, corcipms, cho 

















HERE’S YOUR STOCK 
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PLATE AND BOWL SCRAPERS 


¥ Sid. blode ow 
904 (Std. blade, col 
903 (Bottle scraper biode 


Hondile colors: Red. white. vell 


... the top-profit, 
top-turnover 
Rubbermaid line! 





mre 


tors: Red 


Stock the rubber housewares preferred by women 
everywhere .. . Rubbermaid. Rubbermaid moves so fast 
it’s one of the five top dollar producing lines in the 
whole housewares field. It’s promoted in big, colorful 
national magazine ads. It has a gilt-edged quality 
reputation. And profits pile up because women come in 
for one item, buy several. 


Get your share! Here’s how! 


STOCK the complete basic assortment of Rubbermaid .. . 
items, sizes and colors. 


DISPLAY the complete line in a high traffic, easy-to-see spot. 


PROMOTE Rubbermaid in your own local advertising. Use 
Rubbermaid’s dealer helps. 


REORDER regularly. Remember, Rubbermaid turns over fast. 
Keep stocked for top profits. 


- 


A @ HOUSEWARE - 


THE WOOSTER RUBBER COMPANY, Wooster, Ohio 
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PET FEEDING DISH 
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"Cut yourself in on these 


shear profits from SIMONIZ! © 










SIMONIZ FLOOR WAX OFFER 


SAVE” 





On these heavy-duty 8 


$150 value only 


aS 


/} 





No scuffs! No streaks 












‘SO 


Shine lasts 5 weeks 


+ 


Yes, Simoniz Floor Wox holds its 
shine up to 5 full weeks! We'd like 
to win your friendship for this new 






B 














truly non-scuff floor wax. That's 















why we're offering you this wonder- 
ful save-a-$1 bargain’ 

New Simoniz Floor Wax takes a 
beating comes up shining because 
it’s truly non-scuff Dries harder and 
brighter because it ‘se the only floor 
wax fortified with hard-lustre Simo- 
lite*. A cinch to put on— it’s self -pol- 
ishing. Water-repellent' Even in your 
busy kitchen, Simoniz Non-Scuff 

Floor Wax lasts up to 5 full weeks’ 


How to Get Your Sheers 


it’s Easy! Just buy a pint of Simoniz 
Floor Wax at your store Fill in the 
free $1 gift certificate which you'll 
find attached to the can. M ail it with 
50¢. and the cap liner from inside the 
lid of the can, to Simoniz Company 

Address printed on the gift certifi- 
cate.) But hurry. Get Simon Non- 
Scuff Floor Wax and send for your 
shears today’ 
‘SI MOLITE is Simonia Company # Srode mart 
~ the special ingredient Met makes Simonit 


€ 


Pleor Was really 2m eu/ 











(PARDON OUR PUN 1)" 


Say Garry Moore and 





Bob Crosby 





SIMONIZ TV STARS! 


Here’s a premium offer that just can’t fail 
to make extra profits for you! It’s the big Simoniz 
Non-Scuff Floor Wax promotion scheduled for 
May. Your customers get a $1.50 pair of finest 
quality Lincoln kitchen shears for only 50¢ and 
the $1.00 Gift Certificate, free with pint-size 
Simoniz. You get a big boost in sales. 


The product is right—-Simoniz Non-Scuff Floor 
Wax, fastest growing in the field — with millions 
of repeat customers. 

The premium is right —the adv ertising is power- 
ful! Hard-hitting live commercials—by the “star 
salesmen” themselves—on CBS day time TV: 


THE GARRY MOORE SHOW 


THE BOB CROSBY SHOW 


plus large-space ads in the Sunday Magazine 
section of your local newspaper! (Like the sample 
ad reproduced on the left— greatly reduced from 
actual size. ) 


Don’t miss out. Order now. The $1 Gift Certifi- 
cate, banded right to the Simoniz Floor Wax pint 


can, is self-displaying— self-selling. Nothing for 
you to do but count the profits! 


— | 


NON-SCUFF 
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SURE! NESCO offers the most complete 

line of galvanized ware in America today! 
New designs...new features...and the 4% 
most distinctive, colorful, informative ,; 
labeling make NESCO easy to sell. \ 
APPROVED ...by users everywhere. 





























appeal 
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NESCO ADVERTISING 
DOUBLED FOR '55 


Nesco is doubling its schedule 

of nationol odvertising . ‘ 

week-after-week in Sundoy news- 

poper magazine sections. “Pa 

rade" and “‘Americon Weekly ° 
pius "‘Good Housekeeping 

to help you sel! the complete line. 















Oversize hoandies 


















































Stock and sell the complete PROFITABLE PROMOTIONS 


line of galvanized wore, New profitable promotions to 


stimuiste sales of Nesco appli- 
ences in your store care being 


**Rain-Drain’’ cover 















housewares, and electric 
























appliances by Nesco Order introduced regularly. These ideas 
. ore ‘‘honeys''! Be sure you get 
now from your Nesco Distributor. the money-making details from 


your Nesco distributor. 


NESCO 


LEADING QUALITY LINE 

Nesco is outstanding in the 
monufocture of best quolity mer- 
chondise. First te produyce on 





















Electric Rooster .. . first in style 
and design of decorated and 
gcivonized wore . and first in 





the heorts of America's home- 
meokers! 


















proof 






© 1955 NESCO, EXECUTIVE OFFICES, NESCO 
MILWAUKEE 1, WIS. 






NEW RETAIL SALES HELPS 
Even Nesco cortons ere “Silent 
Sclesmen'’. Whots more there s 


You are always a completely new line-up of di 


rect moi!l, cotclieg poges, enve- 
lope stuffers end newspeper mots 


RYTE with NESCO to help you sell the complete line. 
eee 
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a\ GARDENER APPROVED 
4-Way Spray 
PLANT FRESH’NER 


Mu ti-colored sprinkler 
heods create eye and buy 


Controlled sproy 


norrow. wide 


5 


ash 


from solid brass four-way 
sprinkler heod sproys 
heavy, light. 
Hot dipped galvanized for 
long life. Convenient pistol 
grip handle. Full 6. 9 
ond 12 quart copacity 





FIRE CHIEF APPROVED 
NESCO INCINERATOR 


Burns rubbish quicker, cleaner 
and more completely because of 
Nesco's scientific design. Perfect 

bottom droft created by three 

legged, off-the-ground bose 
coupled with bottom, side and 
top perforations 


Snug cover 
Smokeless 


burning obtained when dry 


gnited af top 


of burner. Strong galvonized 
sheet steel construction with 


Full capacity 2 


ond 4 bushel sizes. 


SANITATION APPROVED 
NESCO REFUSE PAILS 


7 . \} 
NESCO \e eters Built for extra iong weor. 


Approved . . complete with odor-proof 


Sanitation 


all features thot 

moke this pail a best seller 
ond animal proof and has cover-lock bai! 

handie with Eze-grip cover hondie 
Available in full copecity 4, 6. 8 and 
10 gallon sizes in either hot-dipped 
golvonized or sheet. 


i? s insect 


SANITATION APPROVED 
STREAK-O-STRENGTH 
REFUSE CAN 


Byilt to the highest? standords 
of the industry, Streak-O 
Strenoth has SUPER STRENGTH 
of the point where ordinary 
refuse cons weor out. Lok-Tite 
covers stay locked on even when 
con is tipped over 


i? ¢ animal 


insect. proof 


leak-proof! Concove bottom 
Gvoids moisture collection 
prevents rust 
galvonized for longer life 
Available in Heovy Duty and 
Extra Heavy Duty full copacity 
sizes, 16, 20, 24 and 32 goliens. 


Hot-dipped 















The Saturday Evening 


LY ADVERTISED jy 
; g nat 
gat! 


GOOD NEWS for HOMEMAKERS about 
BABIES, DOGS and CAN OPENERS 


Ag ; ‘ ‘ti wits 


Ome 


ARCH 12 


y EVENING POST 


ATURDA 








No Dog Food Gets In Baby Food When You 


open Cans With (Yoy-O-Mat'’ 


World’s First Sanitary Can Opener 


Of course not— because you'll use 
separate cutting wheels! You won't 
open foods for baby or your table 
with the same cutter that opens pet 
foods, strong-tasting foods, non-food 
preparations. And both cutters can 


be kept so clean, so easily. 


How Clean Is Your 
Can Opener? 

If it’s a Can-O-Mat, it’s sparkling! 
You know it’s safe. What's more, its 
beauty complements your kitchen. 
Lovely decorator-colors and shining 
chrome or in gleaming copper! Buy 
one today for yourself or as a gift! 
Priced as low as $4.98. 





i ae 


... tinned fish or fruit juices — Can-O-Mat ends transfer of flavors! 


—— 








id ae. wt® 
POS | AND OTHER LEADING wach 


EXTRA CUTTING 
WHEEL MAKES 
MORE SANITARY 
CAN OPENER 


Easy “Snap-On” — “Snap-Off’ Changing 


Have you looked at the cutting 
wheel on your can opener lately? 
Is it sparkling clean and sanitary 
...or stained with unsightly food 
residue? Now, owning a Can-O- 
Mat is like having two can open- 
ers. For a limited time only, you 
will receive free of extra cost an 
extra cutting wheel with each 
Can-O-Mat you buy. 


Lengthens Useful Life of Opener, Too! 






hase sal A, 
CUTTING WHEEL 


Swi, 











Special Cutting Wheel for Pet 
Foods, Canned Fish, ett. 


Keep one for “special” use. No 
other can Opener hasthe exclusive 
removable cutting wheel. No 
other can opener gives you a sec- 
ond cutting wheel free of extra 
Can-O-Mat has these cov- 
eted seals of approval: American 
Medical Association, Good House- 
keeping Guaranty Seal, Parent's 
Magazine Seal, and Can Manu- 
facturers’ Institute. 


Ss 


Pe : a 


cost. 


Opens All 
Cans Easily! 


Single action 
handle Opens ali 
cans~"aii sizes 

all shapes, leaves 
drinking cup 
edge — It is fully 
enclosed, with 
chrome and gay 
kitchen colors 





is 


Grips Con Lids 


Powerful remov- 
able magnet 
gtips lids—they 
can't fall in 
opened can—ex- 
clusive remov 
able cutting 
wheel permits 
easy rinsing un- 


Ger taucet 


RIVAL MANUFACTURING CO.. Kansas City, Mo. 
Rwal Manutactering Co. of Canada [id Montrea/ 








CASH IN NOW! ORDER FROM YOUR DISTRIBUTOR TODAY! 
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Special PYREX Flameware 


ffer Featured In Big List Of 
mma ar 
































’ ’ we 4 
. TT SY Te 60 1c 
m | 
bs Dy 
a: “42 
5 Oo 
“ os 
PO We guarantee that if you are not completely satisfied with “4+ 
= PYREX Flameware, you may return it at any time within “4- 
the thirty days, to the store from which you bought it, and your on 
Bo money will be fully refunded. oF 
ae =“ 
= bs Corning Glass Works, Corning, N. Y. “A> 
+ On 
* ——____ “ 
IG ALA AANA AN ANA AY) A) AA) AI ANA) AAD AY AID) AID AAI) AIDA ADA AI) A) EI A A a a. 
Fk ak! ak ek etd Doe) ell adel! Deel! ee Cel Leal Cee] Cee ea ety eel] Cet) ell eel) Seat) ead) eT tel) eal) ee) tt el ety ht Chet heat Chat! hed het and) 
000,000 ‘ll Make The Most Of This Great Promotion — 
we ry slice seal And You'll Sell More PYREX F! 
yy" a nd You'll Sell More ameware! 
this big promotion in... 

af ; : , py YW 

BE 6 tes hechins~bheoch 20 @ Here’s your big opportunity to sell more PYREX 

BETTER HOMES & GARDENS Flameware than ever—so be sure you're ready! Tie in with 

| page—2 colors—April this strong national advertising, by featuring this guarantee 

FAMILY CIRCLE ; «5° April offer in your local ads and setting up a special display in 

PROGRESSIVE FARMER your store. Something else, too—experience has shown that 
Junior Page—-2 colors—April : : ar 

TRUE STORY a special promotion on one line increases other PYREX 
l page-——-2 colo May " F . , ox re , 

Ware sales. So get ready for a big month in PYREX Ware! 

















CORNING GLASS WORKS - CONSUMER 
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PYREX Flamewore 
Double Boiler 
1 '/a-at., $3.95 


~s 





PYREX Flameware Teapot. 
6-cup, $2.25. 


PYREX Flamewore 


Percolator. 
: ‘ 9-cup, $3.95; 6-cup, 
Bass | $3.45; 4-cup, $2.75 
‘ PYREX Flameware Saucepan 
* “ZS 2-qt., $2.75; 1/2-qt., $2.50; 
. Se = 1-qt., $2.25. 


Here Are PYREX Flameware’s Big Selling Points! 


si With PYREX Flameware, your Customers Can see «) With PYREX Flameware, no cooking odors will 
what's cooking . . . watch foods cook faster and linger after washing, because it’s non-porous 


brown more evenly! 


© With PYREX Flameware, your customers will be 
(2) With PYREX Flameware, cleaning is a cinch! proud of its smart, practical design—just right for 


Sticky foods slide right off that smooth, hard surface. top-of-range cooking! 


It's easy to see why housewives are buying more and more PYREX Flame- 
ware. This great April promotion will help you make more sales—and profits! 








PRODUCTS DIVISION «+ CORNING, N. 
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Were spreading 
the word... ‘ 
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COLOR TAPE 


It's o fact! This new tape will do more things better than anything 
















you've ever sold. For decoration, for every imaginable fix-it job, 
even for electrical wiring (U. L. listed), Dutch Brand Viny! Color Tape 
is just noturally faster, easier, more reliable to use. And every job 


is done in color that matches or complements existing decorations. 


Do your customers a favor. Introduce Dutch Brand to them now. 
The wonderful things they will do with Color Tape will mean repeat 


New tape dow ih , that d . Wwe tning hetlin orders for you and ‘word -of- mouth" advertising that will beat 


onything you ve ever seen 


There are nine colors, three widths. Packed in two beautiful display 
cartons and in refill boxes. Get the details from your jobber. Take 
odvontage of the big advertising push we're starting in Saturday 
Evening Post, Better Homes & Gardens and Good Housekeeping. 


Johns-Manville 
DUTCH BRAND 
P R Oo D U Cc T 


VAN CLEEFP BROS... INC. Division 
TeOO WOOOLAWN AVENUE CHICAGO 1 FEE 
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@ Here's an easy way to answer the many questions you're 
asked about floor care without taking time out to do it. 


This new chart, prepared by the world’s largest maker of 
hardwood floors, covers all of the most common floor care 
problems. It provides quick, authoritative answers in con 
venient self-service form. Where it’s already in use, many 
dealers report both quicker sales and better volume 

If you haven't yet received yours, just drop a line to E. I 
Bruce Company, Memphis, Tenn. We'll be glad to send 
either or both of two sizes, 7 by 11 and 14 by 22 inches 

Naturally, the best way to make this service pay off ts 
with a complete line of Bruce Floor Products. Housewives 
know and respect the Bruce name. Bruce quality builds 
steady repeat business at a good markup. 










But even if you don’t carry Bruce, write for 
the chart without obligation. If it’s a big help 
to you and your customers, that’s all we ~ 


BRUCE 2: 


floor products 


Cleaning Wax « Floor Cleaner « Self-Polishing Wax 
Paste Wax « Tuf-Lustre (liquid) Wax « Asphalt Tile Cleaner 
Asphalt Tile Wax « the Doozil 
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April 15 thru 23 
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Tradition 
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DEAL NO. I 










BRUSH 





with RUBBER COVERED HANDLE 





The 1955 E-Zee Foun- 
tain Brush’s handle is 
rubber covered, insvu- 
lated for comfortable 
handling in cold tem- 
peratures, and detach- 








able, of course, for 
lengthening when 
washing siding ond 
high windows. 


SWIVEL ACTION 





SHUT-OFF VALVE 
Swivel action water 
control valve on han- 
die permits free ac- 








tion in washing with- 
out kinking hose. 








JETS 
BRUSH HEAD 
Horse hair brush for fine 
finish cor wash and win- 
dows, has 5 woter holes 
in head for perfect wash, 
rinse and clean action. 


OWNER 
/ RUBBER BRUSH CAP and 

powa EVERY 
Pliable rubber cap for HOME 


easy change of brushes. 


ee Fhe 
Sruack 





SPECIFICATIONS 






































Cot. No List Price Dealer Cost Ship. Wet 
5336 E-Zee unit, 36" rubber $4 95 ind. Boxed 
covered extendible type hon- . 6 te Coase 
die heorsehorr brush swivel each Wa! 11 tbs 
valve | i 
+ 
5314 E-Zee unit, 14" rubber | ind. Boxed 
covered extendible type hon ' $3.98 6 te Case 
die, heorsehoir brush, swivel | eoch Wot Bibs 
valve ' 
5527 Cheremoster Unit, 27 Stee 
aluminum extendible type shipping 
handle mixed hersehoir $2.98 | corton disploy 
brush, combinetion coupling | each i dispenser 
ond voaive i L Wet 9 lbs 
| | ind. Boxed 
53-2 Plestic Scerub-Brush zy 90 an _ 
eoc gt. 3 los 
<r 6 te Cose 
53. 3 33° Extension Handle $1. 50 ec Wet. 7 Ibs 
53 4 Sudsee € Coruidees | T) Phg. (4 Cort.) Wot \ Ib 
48 Pig. Counter Display 20¢ 














(cissmase) 
DEAL NO. 2 


DIRT DEMON SWEEPS 
Sof them! Page “a 






DEMON SWEEP 
Jor any sweep job 


AB . JRFACES 


Double . uty sweep for removing heavy to 
light dirt, either wet or dry. Ovtside rows 
ore stiff, red, oiled Palmyra fibers; center 
row of Tampico fibers 


| €33 Mv V RFACES 
For removing medium and light soil from 
semi-rough, unpolished surfaces. Made of 
100e, black Tampico fibers 







> 


YELLOW 
BOX 


For use on highly polished floor for re- 
moving light soil and dust. Made of 1000, 
Horsehair reinforced with vinyl synthetic 
to prevent matting 


BLUE 
BOX 


EACH BRUSH 
ATTRACTIVE 


INDIVIDUALLY PACKAGED IN 
2-COLOR DISPLAY CARTON 


This Dirt Demon Combination pock ot extremely low cost 
possible for you to supply every need of your 
dertul walve in the right brush, in the most populor size for farm, 
factory, 


will moke if 


cystomers with a won- 




















home, store, school, gorage, institutions, etc 
| DEALER |SUGGESTED| SHIPPING 
STYLE | ITEM PRICE RETAIL | INFORMATION 
+ — — ——+ + - 
16 DiRT 2 pcs 16 A Dirt Demon 4 —wy ? be: aod “+ 
DEMON |2 pcs 16° 8 Dirt Demon om sites 0 hom 
PACK 2 pcs 16 C Dirt Demon Tete! weight 270 tbs 
— —~ > > ee + — 
16° DIRT | 
DEMON Me Pieces Por — $2.9 same as above 
A or Rough Surfaces each 
— : > + - 
DEMON 6 Pieces Per Pack $2.85 some as above 
ON For Medium Floors each Ship Wt r 
= = o - + . —- . 
- A. | 6 Pi eces Per Pack $47 some as above 
Cc For Polished Floors eoch op wr 6 ibs 


Order from your Jobber or write 


TUCO BRUSH CO. 


Manufacturers of 


2000 


Quality Brushes 
BROOKLYN AVE. 


Stace 18533 


DETROIT 26, MICHIGAN 
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These NEW items 


make the 55 << tine 


THE HOTTEST EVER! | 


wh ~~ — , re ‘ 
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NeW "5 in ]” 
FLUE ADAPTER 


New muiti-use unit with re- 
movable segments fits 3, 4, 
5-in. pipe. Outer ring serves 
as 6-in. flue collar. Assembled, 
makes smart flue stop. Pack- 
aged in individuval display- 
sell carton. 
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<B> ECONOMY. Pak 
Stove Pipe and Elbows 

The new way to buy stove pipe and elbows! Famed 
“St. Louis Blue Tempered Steel” improved Snap Lock or 
Easy Lock pipe with new easy-turn universal elbows 
nested inside pipe. Eliminates extra elbow cartons 


Saves 37'2% storage space, reduces handling cost, 
enables you to buy elbows at one-third less. 
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Dept. | 


JACKES-EVANS MFG. CO 


14% ss. ‘ 
‘G4 ; ate e® AY 


YES, I'd like more information on the 
NEW items on this page. No obligation. 
Firm 
My Name 
Address 
City 

: My Wholesaler 

JACKES-EVANS MFG. CO. ’ 


Since 1888 Address 
to NR ARNIS RR RAN IN ARN I tee 


i am an an ap an a ee a a 
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| combination 


CAN OPENER“ KN 





KG < x 
THIS SHE BUYS SS THIS SHE GETS FREE! \~ > 





Get it on the counter! Get it in your ads! Sell the award winning, new 


$441 HARDWARE WEEK SPECIAL 
Combination Can Opener and Knife Sharpener for the regular price of 


4 — #907 Combination Can Openers and Knife Sharpeners $3.98 
$3.98, and give your customers a $1.00 Magnetic Lid-Lifter absolutely 4 — #612 Magnetic Lid-Lifters (regular $1.00 value) FREE 
FREE! YOO MAKE FULL PROFIT. Don't miss out on this sales - making, Order the #441 Promotion - Pak at $15.92 less your regular discount 
traffic - making special 


THIS 1S A LIMITED TIME OFFER! 


SH HESS BROTHERS 4th Annual Award Winner in Field of Kitchen Gadgets 
Swinc-A-Way FIRST IN SALES BECAUSE IT'S FIRST IN VALUE! 


4100 BECK AVENUE, SAINT LOUIS 16. 











MISSOURI! 
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35th Anniversary Specials from 


EVEREDY 
OUTDOOR COCK WARE 
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@® GLEAMING NON-TARNISHING CHROME 
® RUSTIC HARDWOOD HANDLES 


® STRONG GENUINE LEATH 
HANGING THONG 


NEW Gores 


BARBECUE TOOLS 
Set No. 1933 
Five stunning, rugged tools that'll build your sales of outdoor 
a goods—Serving Spoon, Two-tine Fork, Basting Brush, Slotted 
Turner, Hot Dog Fork—all of sparkling chrome with rustic handles and 
leather thongs. Packaged in Gift-Display box at bargain prices. Also available 1 
Four-piece (#1932) and Three-piece (#1930) Sets, or order them bulk packed 


AC Ae CN OR te aw 
ee ee amen hee 


phew 


BARBECUE 


HAND- 
Ours 


The Newest Idea in 
Outdoor Cookware 








Exclusive by Everedy—four shallow pans in glistening chrome 


BARBECUE SKEWERS with long keep-cool handles. Ideal for serving main dishes or 


Set No. 1934 snacks. Fine for frying, too. Beautiful for decorating kitchen 
. Ideal gift for the Backyard Chef: “fills out” walls. Packaged in colorful,- traffic-stopping Gift-Box—Set 
> ( 
your line and increases sales of outdoor goods. No. 1940. 















Four perfectly balanced Skewers(for Shishkabobs, 
etc.), of non-tarnishing chrome on sturdy, square 
steel stock. Attractively Gift-Boxed for quick 
sales at a popular price. Also available in bulk. 


NATIONALLY 
ADVERTISED 








Prepare now for big Spring profits on these popular 
outdoor pieces. Order a supply from your jobber, 
now, or write direct for Catalog Sheets and Price List. THE EVEREDY COMPANY 


FREDERICK « MARYLAND 


ee. 


WORLD'S LARGEST MAKERS OF CHROME KITCHEN UTENSILS 
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“BLACK LEAF” | 


PRODUCTS 


FOR GARDENS AND LAWNS 


Black Leaf 40° 

Black Leaf 25% Phygon Fungicide 
Black Leaf Garden Dust 
Black Leaf 10% Lindane Spray 
Black Leaf 5% Chlordane Dust 
Black Leaf 1% Rotenone Dust 
Black Leaf White Oil Spray 
Black Leaf Slug & Snail Pellets 
Black Leaf Arsenate of Lead 
Black Leaf 50% Malathion Spray 
Black Leaf Lime Sulphur Spray 
Black Leaf 50% DDT Wettable Powder 
Black Leaf 5% Dieldrin Granular 
Black Leaf PC Crabgrass Killer 


FOR WEEDS AND BRUSH 
Black Leaf 2,4-D Weed Killer 
Black Leaf 2,4,5-T Brush Killer 
Black Leaf Arsenical Weed Killer 


FOR HOUSEHOLD USE 

Black Leaf Fly Spray 

Black Leaf 11-36 Insect Killer Aerosol 
Black Leaf Pyrenone Insect Killer Aerosol 
Black Leaf C-P-R Plant Spray Aerosol 
Black Leaf 45% Chlordane Spray 


FOR RODENT CONTROL 


Black Leaf Mouse Killer Bait 
Black Leaf Rat Killer Bait 
Black Leaf Warfarin Concentrate 


Powerful new 1955 
+ now turns ‘sleepers’ 

















ADVERTISING 


THAN EVER BEFORE...IS 
BUILDING SALES FOR YOU 


Twenty to forty insertions in 22 major metropolitan- 
suburban area newspapers this year bring dependable 
Black Leaf products to the attention of gardeners and 
home-owners everywhere. Every eye-catching news- 
paper advertisement this year is keyed to customer use 
and advantages of one or two special products. You 
get a special push behind each Black Leaf product in 
its peak season of use, plus the impact and reminder 
value of many different reasons for buying Black Leaf. 

Big-space Black Leaf magazine advertising again ap- 
pears this year through March, April, May and June 
in Better Homes and Gardens, Sunset, Flower Grower 
and Popular Gardening. 

Make your Black Leaf display easy for your cus- 
tomers to find. Get the floor display rack shown at the 
right —it’s free with the special Spring Deal of seven 
top-notch Black Leaf products. Get ready for faster 
sales of the famous Black Leaf products your customers 
are being told about now . . . dependable products that 
garden experts everywhere recommend. Once your cus- 
tomers try them, they'll come back for more of these 
reliable products backed by Black Leaf research and 
long experience. See your distributor now! 








Tia! 2. hie ine “ig Poe ‘ Bois 8 “Tere PA Rt AS . Pe Se a a RAs pd ‘ ¢ 
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‘Black Leaf’ advertising 
y/ 


Get ready for 


with this profitable 


DEAL 


of Seven Fast-Moving 
“BLACK LEAF” PRODUCTS 


RETAIL PRICE 

. Black Leaf 40 : $14.28 

. Black Leaf Malathion .... ca. Toe 
. Lime Sulphur with Spreader .... 9.36 

. 2,4-D Weed Killer cons 7.08 sa , ~ Vow 
. 50% DDT Wettable Powder sooo) ae é' i | ral was J 
._ 5% Dieldrin Granular PETS 10.68 


. C-P-R Plant Spray Aerosol 17.88 INSECTIONDES 6 HERBICIDE 
TOTAL VALUE 585.32 Gs ear 2 icanvieers 


your cost 549.95 


Money makers all—and attention getters with the famou 
Black Leaf label on every package—these leaders in cus 
tomer demand move fast off the shelf—move even faste! 
from the special free floor rack you get in this Spring 
Deal. Make sure you get enough Black Leaf Products 
Satisfied customers persist in coming back for mor 


YOUR PROFIT § 3 5 37 


Free extras with Spring Deal: Self-service Fioor Dis = GWE Gand Of Pest Contra) Probe 
play Rack. Complete Pest Control Chart that fits on cts 
rack, guides customers to buy right product. Five Color 

ful Streamers for eve-catching displays Prepaid Freight 

direct from Bla k Leaf to deale 


. ot 
CeO 
eau R 


"Net price, no discounts 


See your distributor now 
VIRGINIA-CAROLINA CHEMICAL CORPORATION [i'l ails, Early 


BLACK LEAF PRODUCTS DIVISION 
Richmond 8, Va. (Sales Offices in 21 Cities) This offer expires 


MAY 1, 1955 
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PLASTIC PIPE! 





























HERE IS 
TRIANGLE Ss 2 Disposable Reels 


Triangle now packages its 75 Ib. Flexible 
Pipe on a disposable reel. Among the ad- 
vantages: |) longer lengths eliminate “tag- 
end” pieces, 2) pipe easily pulled off reel, 
3) reels stack compactly, 4) reels protect 
pipe against sun, dirt, mechanical injury, 
5) they allow for simple, inexpensive re- 
shipping by the distributor. Reshipping in 
such a container, rather than loose reels, 





new 3 POINT 
PROGRAM! 


























7 Uniform Pressure Piping 


Triangle offers a line of non-toxic fittings actually saves the distributor 15% on his 
and pipe, sizes 2" to 4", designed for 75 freight costs. 

lb. pressure applications. The pipe, Flexible 3 

Non-Toxic 75 Ib., is made from virgin poly- Permanent Identification 


ethylene and is particularly suited for 
application in wells, water lines between 
well and buildings (on farms, for instance), 
live stock watering lines, home sprinkler 


Triangle permanently identifies all of its 
pipe with Triangle name and trade mark, 
the pressure classification, the size and con- 
venient one foot marks. Flexible types cre 
systems ond other such uses. In addition, embossed for permanence and the em- 
heavier wall virgin polyethylene pipe for bossing is color-coded—white for 75 Ib., 
. 100 Ib. pressure is available as well as yellow for 100 Ib. 
other types of plastic pipe and fittings for 
even higher pressure demands: Semi-Rigid 


and Rigid High Impact, the latter basically ¢ Engineering Service 


of ¢ 











NOW! a POSITIVE 5 POINT 
PROGRAM FOR PLASTIC PIPE 


Triangle Plastic Pipe, made only of 
virgin materials, is guaranteed to per- 
form perfectly if installation instruc- 
tions are followed. Not only is the pipe 
guaranteed but, because Triangle holds 
to rigid tolerances, the joints made 
with Triangle pipe and fittings are 
also guaranteed. 





5 Sales and Warehouse Facilities 


Delivery to the distributor is fast and 
accurate thanks to Triangle’s nation-wide 
net-work of 35 branch offices and 7 stra- 
tegically located warehouses. 














Duplex Pipe, 75 |b., Non-Toxic for jet wells also 
cvailable. Triangle’s method of joining the two 
pipes, using a clear and flexible plastic web, 


designed for industrial uses. In short, Triangle Triangle offers the services of its Engineer- helps materially when pipe is to be cut apart. 
offers a complete line, each type guaranteed ing Department in planning and installing Sizes: I“ x 1%", 1%" x 1%", 1%" x lr". 
perfect for its particular applications and Triangle Plastic Pipe. Joining instructions 
pressure ratings. come with each package. 
t + Kode 
Mee PLASTIC PIPE DIVISION 


(yo TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, N. J. 
Manufacturers of Arteries for Electricity, Liquids and Gases 
WIRE + CABLE + CONDUIT + PLASTIC PIPE + BRASS AND COPPER TUBE 
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n-BOW with exclusive WINDROWER 


means neatest, cleanest lawns anywhere! 
a a ee 




























A 





Saas De ait WINDROWER ATTACH MENT Here's an 
4 amazing new improvement for lawn 
P care, exclusive with Lawn-Boy. This 
revolutionary yet simple attachment 
keeps lawns meticulously groomed 
without a grass sweeper or grass 
. catcher. The Lawn-Boy WIND 
\’ \ ROWER puts an end to superflu 

ous raking and fussing, gives 
the neatest cleanest lawns you 
ever dreamed of. No nuts or 
bolts, either! The WINDROWER at 
taches easily to any 1955 Lawn-Boy 
in 2 seconds flat! Try it! Stock it 


Sell it! Here’s another opportunity, 








' 


for year-round profit with Lawn-Boy\ 












1. wINpRow while you cut. Work clock- Re Trimmings accumulate in one long row 
vise from outside of lawn to center. In center of lawn. Just cart them off! 
VINDROWER rides smoothly, catches Leaves the lawn looking just like a: 
grass “spray” from discharge chute 


LAwn-BOoOY attachments help year-round sales 


LEAF-MULCHER 





THE WINDROWER 






rrr } , | . > es ; | : " > ‘ . 
Thousands of home-owners are using the Lawn-Boy leaf Be the first t ntroduce the WINDROWER principle i: i] 
mulcher. Millions more need it. The Lawn-Boy leaf-muicher community It’s another step forward in Lawn-B 

. ¥ ‘ , 3 = : " ; " 
crets rig ’ if@ aves, ends id-Tasl ioned TAKING a’ ! Durning progress it = thre newest 1ie@a in iawn CATe Practical 








WINDROWER he! 





i) 
season. Spring. summer and fall, \ 1 can sell Lawn-B y Vear-round pront from the Lawn-Boy lin Viade only b 
power mowers and leaf-m ilcher attachments RPM Manufacturing Company, Lamar, Mo 












+ 
RPM Manufacturing Company, Lamar, Missouri. A subsidiary of Outboard, Marine & Mig. Co. Makers of Johnson and Fvinrude outboard motors 
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Here’s BIG NEWS! 
GOOD NEWS! 
















is on the move 


tor ESS! 





Evans-Colson’s out to make big news, 
capture sales leadership, with America’s 
complete line of new bikes and veloci- 
pedes! All-new lightweights! New park 
cycles! New small-fry trikes! All with 
new features, brilliant new colors, sensa- 
tional new eye-appeal! 


And ... there’s an aggressive new 
program of advertising, promotion and 
publicity to back them up! Above all, 
Mr. Dealer, Evans has a big, new mer- 
chandising plan for you, plus year-around 
traffic-and-sales-building promotion aids 
and brand-new local advertising ideas! 





y Evans §* the greatest news ia bikes and trikes, write Evans Products Co., Dept. AT-3. Plymouth, Michigan, today! 
60 
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GRAND SLAM CLUBS 


> 









Model 23R Wood 


Large, deep-faced head of genuine persimmon. 
True Temper METEOR step-down chrome-plated 
shaft. “Rib Lock” grip $18.00 each 





ee | . Og : 


—— 










en. 
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Model 230R Iron 


Compact head with slightly offset blade of new 
“Pennant Back” design. True Temper METEOR 
step-down chrome-plated shaft. “Rib Lock” 
grip $12.50 each 





HILLERICH & BRADSBY CO. 


LOUISVILLE 2 KENTUCKY 








Model 25 Wood 


Large genuine persimmon head, with 
deep face. True Temper METEOR step- 
’ down chrome-plated shaft. Red leather, 
spiral-grooved grip. 
Length, 42° only $18.00 each 













RIB LOCK GOLF PRIDE 














Model 250 Iron 


Chrome-plated heads of new, compact design with slightly off- 


%9 


set, powerful blades and flange back. True Temper METEOR NOTE: Model 25 Wood and Model 250 tro 
step-down chrome-plated shaft. Red leather, spiral-grooved grip. were designed for men and women wt 
Lengths based on 38° No. 2 iron $12.50 each quire clubs of specifications between ti é 


of standard men’s and tadies ctlul 


Ladies’ AUT EARLS 


r 





Model 
260 


lron 


| 









Model 26 Wood 


Genuine persimmon head, medium-large size, 
deep face. True Temper METEOR step-down 
ladies’ chrome-plated shaft. Fine leather grip 
with spiral grooving $18.00 each 


Model 26R with ladies’ “‘Rib Lock’’ 
grip $18.00 each 








































Slightly offset head — chrome-plated — of 
new compact “Pennant Back" design. True 
Temper METEOR step-down ladies’ chrome- 
plated shaft. Red, spiral-grooved, leather 


grip $12.50 each 
Model 









260R with ladies 





Rib Lock’ grip 
$12.50 each 























Model 270 Iron 


LADIES 


Chrome-plated head with doubie- 
flange back. Chrome-plated CENTURY 
shaft by True Temper. Perforated, 
red leather grip $8.75 each 


Chipe’ 


Special “Chipper” 


Flange sole head, chrome-plated. 
Upright lie, slightly lofted face. True 
Temper METEOR step-down chrome- 
plated shaft. Same length as putter. 
Red leather, spiral-grooved grip $12.50 
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COOPERATE WITH THE U.S. COAST GUARD 
sell only U.S. Coast Guard approved life saving equipment 


Helping save the life of one of your customers is obviously to your 


advantage. Cooperating with the Coast Guard is just as important. . 


You can do your part by selling only U.S. Coast Guard approved life 
saving equipment. 

To be among the first to sell the new Coast Guard approved Kapok 
filled life preserver vest, specify RED HEAD. To give you a short but 
Se a le Ml tu Ml le ee ee ee 
leatherette and unbacked plastic. Ali of the RED HEAD Marine Line 
items are U.S.C.G. approved. 


Write for full color catalog of RED HEAD vests and cushions 


4300 BELMONT AVENUE, CHICAGO 41, ILLINOIS 


—_ 








#5500 AIR BOUND 


#5505 SUNFLITE 








Economy 
Car Crib 
Priced to 
retail for 
about $5.00 


CB #i55 


OR #55 
CHILD'S 
DRESSING 
ORGANIZER 
~~ Educational — 
Fun Promotion- 
ally priced. 


Compact and 
Compatible Auto 
Seat Value ticketed 
to sell for about 
$2.00 





#5513 SILVER STAR 


#5552 SONNETEER 


SONG BIRD 


By the Makers of the Sen- 


setional "NEW 
LOOK" in Ve- 
| locipedes and 
Action Toys. 
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New 


RAY-0-VAC 
FLASHLIGHT 


all-time 


BIGGEST SELLER! 


This is the flashlight that has broken 
Ray-O-Vac sales records of all time. And 
that’s not all—dealers everywhere 
report it is shattering their sales 
records, too. Smooth, streamlined... 
Push-Pull Ring Switch. . . the handiest, 
dandiest flashlight switch ever designed 
. .. PUSH it’s on, PULL it’s off... 
they’re sold as fast as they’re delivered! 
Place your repeat order today. 


The HANDYMAN is carded in powerful displays 
like this—with one, two, or four flashlights. 
Put one up at the cash register, another 

at your regular flashlight display space, and 

a third one in your window. 


RAY-O-VAC 
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RAYVY-O-VAC COMPANY, MADISON 10, WISC. 
RAY-O-VAC CANADA, LTD., WINNIPEG, MANITOGA 
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By Americ as, Most become 


}ioms o| BIG YEAR ROUND SALE 


FOR BIG YEAR-END PROFITS 
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‘‘A Power a 
for Every Lawn” 


XP-160 
20” Self-Propelled 
Trimmer 


Gas 





18” Gas 


A Leaf Mulcher is Available 
for Every HOMKO Rotary Mower 
as an Accessory 











20” Gas 


LP-430 
24” Gas 





NS-90 — 
5” Hand | 
Trimmer B i 
Electric RC-120 , — 
18° Trimmer 20” Remote Control “C— 
Electric Electric 
LS$-200 20” Accessory: Sweeper Hitch (Hitch only— to be used 
Lawn Sweeper oe — . —— with Lawn lens Model LS-240) 
LS-240 24” umecee | 
Lawn Sweeper i, . — — 2 1 SST O 
Accessory: 





Seeder and Accessory: 


Spreoder Cort 





Accessory: 
Dual Wheels 


— 

- \ 
; ~ ¥ 
Ss 


Accessory: 
Roller 





RR-140 30” Riding Mower 
Gas 


Get Complete Information on HOMKO LAWN EQUIPMENT from your Jobber Today or Write for Catalog 


Manufactured by WESTERN TOOL & STAMPING co. 


2725 SECOND AVENUE « DEPT.17 © DES MOINES 13, IOWA 
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5 
ps GRAS 
STO ERE! 


Sells spring, summer and fall! 
Repeats and repeats . . . because the average 
customer buys 8 packages 

Edges lawns permanently. Eliminates grass trim- 
ming. Cuts lawn work in half. Stops all kinds of 
grasses from spreading into cultivated areas. Used 
around trees, shrubs, flower beds; along fences, 
hedges and driveways. Gives lawns that well-cared- 
for look. 

No-See Grass Barrier is made of corrugated, gal- 
vanized steel that lasts a lifetime. Easy-to-handle 
sections two feet long by four inches deep lock to- 
gether to make any length. Bends easily around 
corners or at right angle. 


Advertised retail—40-ff. package $4.98 











advertisements all 


Stocked by [i 

ond garden 
3-color mailable 
pockoge contains 40 
feet. 5 packages to o master 
corton. 


KEELOR STEEL, 


HARDWARE 


INC. 


MARCH 





AGE. 3, 1955 





profit from the fast-growing mark 


tor the WO-S£E line! 


NATIONALLY ADVERTISED 
Leading national home and garden con- 
sumer publications will carry lerge 2-color 
season, gvcranteeing 
consumer demand for NO-SEE products. 


Libe ral 











Bars shrub, hedge and vine roots from robbing 
flower beds of moisture and plant food. Impene- 
trable steel barrier 12 inches deep allows flowers to 
flourish close to shrub backgrounds. Makes the dif- 
ference between straggly, puny flowers and well- 
nourished, prize-winning blooms! 

NO-SEE Root Fence is made of special hot- 
dipped, galvanized steel, corrugated to permit ex- 
pansion and contraction as the soil freezes and 
thaws. Lasts a lifetime. Easy-to-handle sections 
two feet long by 12 inches deep lock together with 
special twist clips to make length needed 


Fliminat: 


to millions of home owners! 


a problem common 


box of 25 twe-foot 


Advertised retail “Se. sections (50 ff.) $19.95 


(individual section 89) 









2bbe SELF-SERVE DISPLAY 


Remove top wood member from box and it 
mokes self-serve display. Brilliant 4-color 
pone! tells sales story. 
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Standard and Special Washers 
of Every Description to Meet 
the Demands of Your Trade 






A GOOD NAME TO REMEMBER 
WHEN YOU NEED WASHERS 


You need never be at a loss for a dependable source 
of supply when it comes to Washers because Mil 
waukee Wrot Washers are literally stocked at our 
plant in thousands of different sizes, including all 
standard and semi-standard sizes. In addition to 
this large and comprehensive inventory, special 
orders to meet specific requirements can be made 
up from our more than 25,000 sets of dies with- 
out doubt the most extensive assortment in the en- 
tire washer industry. 

Let us help you keep up your shelf and warehouse 
stocks of fast-moving U.S. Standard, S.A.E., Rivet, 
Lock Washers and various other types of “in de- 
mand” washers. Prompt deliveries: 


HARDWARE DEALERS: Please order from your jobber. 


Oe MACHINERY 


i 
NO. 200 ASSORTMENT 4 BUSHINGS 





MACHINERY BUSHINGS 
This popular seortment [i —_> CONVENIENTLY PACKAGED 








‘ 
row rum Machinery Kush ~~ Lom 

ing im | litferent sizes EWERGENCY REPAIRS , 

ranging trom to Z , ~~ Se 

ives with 2 of gauges rf ; 1\ 

each tA — re he, ’ el All standard Sizes are available in |] lb and 

meet a wide variety OT calls - . . : 
\ handy display board, as »-lb. boxes, as illustrated, and in 200-lb. con- i 
illustrated. vs included with ee SS a ee ee 


moches I provided wit! 
| hye ok to mos t effectively 
display (hese narrow Pritt *; weoucnt wasmes mre. oO 
bushings aera 


DISPLAY BOARD FREE DEALERS: Order from your jobber. 


WROUGHT WASHER MFG. CO. 


THE WORLD’S LARGEST PRODUCER OF WASHERS 
2218 SOUTH BAY STREET MILWAUKEE 7, WISCONSIN 


the purchase of each No Mla tainers for bulk supply. To facilitate ease of 

Jk) Assortment This handy ot de am, ; ° . ; 

aoint-al-enls aussdhamdian - ; ff ) shipment it is recommended that jobbers 

TWA SLITes. 1 mM Tres hy | ) " : . 

_ pole , ‘NS Se ey / order paper box units in standard 200-Ib. 
.) 


packages. 










i. 





oo Sig 
sla 


> 
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in window channels... 


practically friction-free 
non-warping 
non-swelling 

. resistant to weather 


extremely tough 





corrosion-proof 
highly insulative 


unbothered by normal temperature 
change 


unusually abrasion resistant 














~. 


... refrigerator roll-out shelf channels 


Door slides and refrigerator slide rails of Kralastic would fic co end banging or rattling from vibration 
never stick or bind once properly installed. There d be Tough, versatile Kralastic rubber-resin recommends 
no rust Or corrosion, never any need for painting, no itself not only to these applications burt to hundreds 
warping out of shape. Doors would run smoothly, easily, more. With a combination of advantages no other 
| quietly, indefinitely. material can match, it's already proved itself in pipe for 
i . What's more, these Kralastic runners would be easy to brine, natural gas, and many chemicals—in lawn mower 
install—readily sawed to length, drilled, nailed or screwed wheels, safety helmets, a host of really tough applications 
| in place Color would be permanent, [00. burlt im SO It See what K ralastic rubber resin can do rOr yOu W rite 
i couldn't flake, peel, or wear off us today 
And with Kralastic’s great dimensional stability and eet _ | 7 
selt-lubrication properties, it allows a permanently snug eee lat age | 





Division of United States Rubber Company 
Naugatuck. Connecticut 





BRANCHES: Akron * Boston * Charlotte ¢ Chicago * Los Angeles * Memp?! * New York * Philadelphia * IN CANADA: Naugatuck Chemicals. Elmira. Ontario 
Rubber Chemicals * Synthetic Rubber * Plastics * Agricultural Chemicals * Reclaimed Rubber * Latices * Cable Address Rubexport, N.Y 
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DISPLAY 


SéZLS 


.. . of these related screen door needs. In less than one square foot 
of counter space, you can display two of your most popular Spring- 
time items — the new Corbin single bore screen door catch and the 
popular Corbin No. 17 screen door closer. Both are fast-selling 
items, individually packaged (with screws) for easy-to-make sales. 
Ask your Corbin distributor for prices and full details. 


New single-bore, no-mortising 
SCREEN DOOR CATCH 


This new, rugged swing-type catch fits doors from %4" to 1Y%4” 
thick — needs no adjustment — has no protruding latch. Solid 
bronze or brass strike which can be screwed right on door jamb 

no mortising needed. Corbin quality inner construction assures 
long-life, foolproof operation. Truly the catch that sells on sight! 
Available in polished brass, dull brass, dull bronze, dull chrome. 
Backset 7%” from stop. Packed 1 in a box with screws. 2/2 doz. 
and attractive cardboard counter display in shipping carton. 


New low-priced, easy-to-install 


SCREEN DOOR CLOSER 


This is it. . . the new screen door closer with sales appeal 
packaged to sell! It has all the features that make a hit with 
customers who want popularly-priced, dependable products 
bearing a name they know — CORBIN. Packed 1} in a box with 
screws. Y2 doz. and attractive cardboard counter display in 
shipping carton. 


Other Corbin Closers and Catches for profitable Springtime sales 


as 





No. 2! Air contro! closer. with No. 0 Liquid 
adjustable tension spring control closer 
for screen doors 
» 
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asy to instal] — 
no mortising 


just a single bore 


When unlocked 
natural morior 
, re ng the rncve Sie opens 


easy operation is clwoys 


E« sy-te follow d 
on each box « 


screws ore enc 


Rim type catches 


No. 2460 in broess., 
3460 


bronze, or No 
m cast iron with 
brass finish 
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Door can be 
planed for 
refitting with 
out disturbing 
catch 


No. 2465 


The CORBIN MUSKETEER — No. 17 


Mortise type catches 
No. 02457 in bross, 
bronze, or No. 03457 
in wrought steel 
brass-pleted 


These features can’t fail to sell the MUSKETEER 


Beautifully finished in sprayed bron 
Reversible for use on doors open: 
out mechanical change-over 
Convenient hold-open device kee 
position when so desired 

Nylon valve adjustable c! 

‘ lent, certain closing 

Strong , Aer pr ng rans 
oluminum cylinder reacuc 
caomoge to door and hin 

Ouxkii ory 4° x absort 
Recommended tor vse on 


tion doors 


P&F CORBIN 


Division 


The American Hardware 
Corporation, 


New Gritein, Connecticut 
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Soon—the robins will be here 
and folks will be getting ready to 
put up their screen doors again 


WILL YOU BE READY 
TO FILL THE DEMAND ? 


STOCK ue NOW 


WITH 


mE 


SCREEN DOOR SETS AND 
DOOR CLOSERS 


The screen door sets shown here are 
re Semone! Cosges = made of Solid Brass with Bronze Bolts. 
__.- . . The Door Closers are made of 
~ Seamless Steel, Dull Brass Finish. 






























See Catalog for 











Contact your jobber or write to 


KEIL LOCK CO. INC new wampsnire 
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#59 
...In one convenient package 


A one-package set, the Coburn 45916 Door Set 





is easy to stock and handle... eliminates 
possibility of missing parts... relieves you of 
troublesome boxing problems. The complete* 
package contains two hangers with bolts, three 


brackets. two end inserts, three lag screw 


Coburn #5916 Door Set handles doors up to 500 
pounds and up to 1%4” thick. With standard 
track lengths in stock, you're in a position to meet 


all demands for lighter sliding door hardware. 











For additional information write to 
Coburn Sales and Engineering, 56 Sterling 


Street, Clinton, Mass. 


*] eas Track 


2768 
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Heres the line that sells itself because everybody is looking for ways to save 
water, eliminate minor plumbing repair jobs and avoid the annoyance of noisy 
dripping plumbing fixtures. ‘Alert’ Water-Saving Products are easy-to-install 











ond fully guoranteed .. . they're real profit-makers with homeowners every- 


STOPS 


LEAKY FAUCETS 
FOR GOOD! 










where. So stock ‘em and watch ‘em move! 








seman 





se ea COE OO CL OLE 














WATER MISER. 
Ball-Bearing FAUCET WASHER 


Patented 













The “Alert’”’ Water-Miser is the one washer that's a permanent cure for leaky 
faucets .. . it ends washer replacement jobs for good. Stainless steel ball- 
bearings eliminate the grinding that wears out ordinary washers. Handles 
shut off with just a touch of the finger. Durable Nylon cap fits over new 
self-tapping washer screw and into base of housing. 3 year guarantee. 


THE WASHER FOR EVERY FAUCET 


. in homes, hotels, motels, hospitals and 
other commercial and industrial applications. 


Eye-Catching Display Carton 

Colorful product display box contains 2 dozen 
assorted Water-Misers. Each washer individ- 
vally packaged in transparent Polycel bags. 
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STOPS 


TOILET HANDLE 
JIGGLING 


THE NEW AND IMPROVED 


“ALERT” 


FRICTION-FREE 


TANK BALL and GUIDE 


Patented 











New and better than ever, the “Alert” 
Tank Ball and Guide is the modern way to 
stop running toilets that waste water. No 
more handle jiggling or jangled nerves. 
Rubber ball, Monel “kink-proof” chain and 





polystyrene cylinder assure perfect flush 


every time. Corrosion-proof, easy to in- _ 
ea. 


stall. Replacement balls now available. 
Over 5,000,000 satisfied users. 3 year 


guarantee. 

















Self-Selling Display Box 

In 3 colors, contains 3 “Alerts.” 
Also available— working counter 
display that’s guaranteed to 
triple sales. 





As reported in READER'S DIGEST 
Nationally advertised in 


IRHA Hardware Week 
BETTER HOMES & GARDENS " 


bos 
Ap 
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STOPS _! 


TOILET HISSING 


‘ALERT’ Float-Rite 
TOILET FLOAT ADJUSTER 


Potent Pe 






Stops water waste by adjusting tank float to 


prevent overflushing and overflowing. Saves 








7.7 ~* 
at least 15,000 gal. of water a “ 
yeor Made of orrosion-resistant Cc 
brass. Easily installed in all toilets 59 

. ea 
3 year quorantee Packaged indi Lice § 
vidua ¥ ny Ornor fyi display box 








EASY T0 INSTALL 
‘ALERT’ Adjustable GUIDE ARM 


No more skinned knuckles with the Alert 


\ Guide Arm top -sefting screw permits screw 
driver adjustment trom the top! Made of red 
™ ‘ brass with plastic odapter to fit | 
pipes. Centers firmly over valve seat. Ind 






vidually packaged in display box 


























ARDMORE PRODUCTS CO., Conshohocken, Pa. 


In Canada: Fox Agencies, Ltd., Port Credit, Ont. 


NEW PROMOTIONS AVAILABLE 
—FREE / 


A complete package of powerful sales helpers in- 
cluding display pieces, window streamers, catalog 


pages, newspaper ad mats and mailing pieces. Get 


i rate ona 
MAROWARTE 


in touch with your jobber today 


or write us! 




















Biggest garden hose news since Koroseal! 











You get 58.6 percent markup 


B. F. Goodrich 

special offer 
gives you 
58% markup 


i ~~ ) aa 

















Profit package assortment No. 0586 


Profit package assortment No. 0557 


Contains: 14 lengths of 75, 50 and 25-foot Koroseal; 
both red and green. 5 lengths (same sizes) yellow 
Garden Club plastic. 7 lengths Crystal Clear plastic 
and 6 lengths of brown Featherweight plastic. Total 


32 lengths 


You get 55.7 percent markup 
Contains: 38 lengths of Koroseal, Garden Club, Crys- 
tal Clear and Featherweight plastic plus 16 lengths of 
75. 50 and 25-foot B. F. Goodrich rubber gar lien hose. 





er > | ) ) 9240.15 You buy 54 lengths, retail $400.65 
1 Duy 42 lengths, ret: la iu 10. — , 
8 er 6 a | . PRIZE (50-ft., Koroseal) retail . 9.80 
PRIZE (50-ft., Koroseal) retail . 9.80 congememmmenne 
Total 1 wal $2 : 95 Total retail value $410.45 
ta *tZ ; “ . . * yr 4 
2 . wes — You PAY only 257.24 
You PAY only =o otha 


151.39 


YOUR PROFIT $98.56 


YOUR PROFIT $153.21 











Highest markup and profit ever oftered 
on garden hose! You get your choice 
of assortments to best suit your needs 
(see panel above). Both profit package 
assortments contain Koroseal hose and 
plastic hose of several types in a wide 
price range. One assortment also con- 
tains the high quality B. F. Goodrich 
rubber hose that some customers demand. 
The new plastic line is an ideal 
supplement for Koroseal. It includes 
Garden Club, best value next to Koro- 
seal, Crystal Clear for customers who 
want a clear plastic and Featherweight, 
your price plastic. 


78 


People ask for Koroseal and other 
B. F. Goodrich hose because of the way 
it's advertised. Big, attention-getting 
ads run in Life, Better Homes & Gar- 
dens and The Saturday Evening Post. 
In fact, the 1955 Koroseal campaign in 
full color is the biggest yet; will reach 
millions including your customers and 
prospects! 

You tie-in with advertising. We give 
you free displays and streamers for 
counter, wall and window. These read 
 Koroseal” in bright, Day-Glo script 
To get them just fill in and mail the 
business reply card packed in each profit 


pac kage. We send displays direct toyou. 
The B. F. Goodrich Company, Indu trial j 
Products Division, Akron. Ohio. ' 


Kh erosea T. M. Ree. U. 8. Pat. O@ 





B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 
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JOIN SPRINGFIELD'S 
POWER DRIVE FOR 55— 
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NEW ROTARY TILLER 


Amazing flexibility and stability 
Tines have lifetime guarantee 

No untilled center gap 
Adjustable width—742” to 2144” 
4-cycle engine with throttle and 
clutch control 


¢ Attachments: roller, aerator, 


edger, furrower, extra tines 








Springfield 


FAMOUS 3000 SERIES 


For service on farms, estates 

2, 214 or 3 h.p. engine 

New positive reverse (optional) 
13 easy-to-hitch attachments plow, 
disc, cultivate, mow grass or 
weeds, clean snow, saw, grade, 
do other tough jobs 

Power take-off 














Vj 


Champ 


LOW-COST SPRINGFIELD 


Small, but powerful and rugged 
Useful on lawn, drive, garden 
... three areas with one tractor 
Attachments: tiller, cultivator, 
rotary mower, snow or grader 
blade 

Sturdy 2 h.p. engine. Clutch, 
throttle control 






























































POWERFUL PROMOTION i Potent national advertising 
, Colorful window and wall banners 
Impressive 2-color counter cards 
Tell-all counter and stuffer folders 
Brand-new ad mats, photos, electros, 


Window decals. 


NO CHARGE FOR SALES HELPS § Ask your wholesaler or write to 
QUICK MANUFACTURING, INC., 3300 East Main St., Springfield, Ohio 


Springfield 
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The most amazing lawn food 


ever made... 


and the easiest fo sell! 





WON’T BURN 


when used in recommended 
amounts 


ee — 





lasts all season 








Unmatched Advertising Support 


National Magazines—full color pages in LIFE, POST, 
BETTER HOMES, AMERICAN HOME, HOUSE BEAUTI- 
FUL, SUNSET, HOUSE AND GARDEN, HOUSEHOLD, 
starting in February to catch spring sales. 

Gardening Magazines—the full story told time and 
again to amateur gardeners in FLOWER GROWER, 
POPULAR GARDENING, HORTICULTURE. 

Newspapers —a series of 800-line ads in larger cities the 
country over. 

Outdoor Billboards —in heavy traffic locations bringing 
the story to millions. 


ALL NUTRIENTS 


needed from the soil to 
nourish fine grass 


Vigoro is a registered trade-mark of Swift & Company 
Copyright 1955, Swilt & Company 


IT THESE three points you have the 
greatest selling story in the history 
of lawn foods...and a product that 
took years of research to develop. 

Youcanrecommend new Golden Vigoro 
complete lawn food unconditionally. It’s 
a miracle of plant food research—made 
a new way (Pat. No. 2618546, No. 2618547, 
others pending). So amazing is its per- 
formance you can count on it for repeat 
sales ... and the good profit you deserve 
year after year. Get the full story from 
your Swift man now .. 
spring season! 


SWIFT & COMPANY 


. stock up for the 


Your best sellers in gardening supplies 


The WIGORO Family of Gardening Aids 
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Coitlend BRONZE. ... 


WAC = VOR 
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Seeecegaauees 
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MAGNIFIED VIEW of Multi-Wire Edge. New 
edge adds strength, rigidity. Screening lies 


flat, is easier to handle, cut, install. 


- a 


seaeteaanass 
++ 


Critland OWNK SS 


. WR VA ~~ 


wc’ Meh OO we vee FT 
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Insect | ana 
WIRE SCREENING IT a 


CORTLAND BRONZE 
IT’S EASIER THAN EVER to sel! Cortland Brand Wire Sp. 


Screening! Because now all 3 Cortland Screenings 
. galvanized, bronze and aluminum .. . feature CORTLAND GRAY-WICK 
the new Multi-Wire Edge. Durable, all-purpose zis 


MULTI-WIRE EDGE mokes Cortland Screening lie EARS Ae 
flat when unrolled . . . adds extra strength to the i tel latte tae 
vital tacking edge .. . makes it easier to cut, handle ee 

and install. 


Poultry Netting and 
STOCK @ DISPLAY @ SELL Cortland Brand Insect Merd 
Wire Screening. Your jobber has it in 100 linear ft. ardware Cloth 
rolls, 18 x 14 mesh, 24” to 48” widths. Meets U.S. Cortland WIRE NETTING Strong, unil 
Department of Commerce National Bureau of woven, easy to handle 


' or . p tin al 4 
Standards’ specifications. letting 
20 gau ge wite 


rn 
standora widths 
4 ‘ 
_or nuous > w ¢? or 
. 


ted before or alte: 


Cortland HARDWARE 
WICKWIRE BROTHERS, INC. and heavy grades 


square mesh, heavy 


standard widths, 2, 3, 4 an 
Cortland, N, Ve weided wire cloths also ove 


cial alioy s reening that s rust 


miexagon 
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IN YOUR STORE! 


© DON'T MISS OUT on the year ‘round demand for 
Cortland Brand Wire Nails and Brads. Stock these 
popular, profitable Wickwire Brothers’ products... 
display them on the counter where customers are 
certain to see them. 


© CONVENIENTLY PACKAGED Cortland Brand Nails 
and Brads are supplied in colorful,  self-selling 
packages, clearly marked for weight, length and gauge. 
A complete stock of sizes... Ys Ib., '/s Ib. and | |b. 
packages... occupies a minimum of space. 


© TOUGH, RUST-RESISTANT Cortland Nails and 
Brads meet highest quality standards. They're ac- 
curately manufactured, uniformly finished . . . have 
true-formed heads and sharp points you and your 
customers demand. Specify Cortland Brand from your 
jobber . . . America's best-selling nails and brads! 





America’s best selling 
NAILS & BRADS 


WICKWIRE BROTHERS, INC. Cortland, N.Y. 












4 


BRAND 





BRAWNOD 


STONE WIRE 


Fine, all-purpose wire for farm and . 
home use. Suitable for stove pipes 

hay baling, all types of tying. Made 
from corrosion-resistant stee!. Avo 

able galvanized or black annealed 
Packed in !2 Ib. coils, 5 coils to 
carton. Gauges: 16 through 28 





FREE MERCHANDISING KIT . . . Contains streamers, folders 
newspaper mats everything you need to make your store 
headquarters for Cortland Brand products. Write for it now 








$5 ets) ae 





NcCULLOCH 
SAFETY MOWER 


Start your spring lawn mower sales in a big way by featuring 
the newest, most exciting, lawn mower of all...the McCulloch 
Twin-action Safety Mower! Here’s an entirely new way to cut 
grass, a way that combines the best features of both reel and 
rotary cutting action. 


..-this is twin-action cutting 


An exclusive new design that’s 
different from any other mower 
on the market has a high-speed 
twin cutters, @ four tiny blades 
which pivot for safety, CG wide 
supporting wheels inside each 
cutter. These are but a few of the 
outstanding mechanical features. 





Theresa mecuuocnw distributor near you 


McCulloch distributor Cated near you 


see mac provide conven ent stocks 


NC ete Pry co ana repa y 
facilities. Use Coupon for quick answer 
on prices and discounts, dating pian 

, ; 
models available. McCulloch offer 


you acvertising Dacuing, saies 
promotion and dispiay materiais 


McCULLOCH 
MeCulloch Motors ("or poration 
5-4205 LAWN MOWER DIVISION * LOS ANGELES 45, CALIFORNIA 
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this is what twin-action cutting means 
fo your customers... 


SmooTH CurT High-speed blades cut grass 
ahead of supporting wheels so lawn marks and 
browning are eliminated! 


saretry Tiny blades pivot harmlessly out of 
the way when they hit a solid object! 


TRIMS OVER £€0GES Support wheels inside 
cutters let blades overhang 14" on either side 
for perfect trimming! 


won't scarce Smaller diameter cutters, 
with support wheels inside, ride up and over 
irregularities in the lawn! 


PICKS UP OR MULCHES VacuUming- 
action of cutters throws clippings into catcher. 
To mulch, remove catcher and push mower 
backwards! 


CUTS AS CLOSE AS ONE-HALF INCH 
Finger-tip dials adjust cut from '%4 to 2 inches. 
No tools required! 





MCULIOCH/ McCULLOCH MOTORS CORPORATION 
eeheee iis Law ; Mowe in eI L270P 
LOS ANGELES 45, CALIFORNIA 


Send complete dealership information and 4-page ustrated 
fer 


Have my nearest distributor give me a Gemonstration with 


ke to ee the short demor strat on color film starr ng 
rt ywood's lovely Corbett twins 


NAME 


ADDRESS 


_eneeeeee eeeeeeeerenexaee ©eeeeeereneneeeeeeeeeeeeeee#ee#ee#ees. 






















FOUR TIMES AS 
MANY PEOPLE BUY 
SUPPLEX AS ANY OTHER 
FLEXIBLE SPRINKLER 








TRIPLE-TUBE * 
FLEXIBLE SPRINKLER 


Maximum Rectangular Coverage — 50 ft. length covers over 
1000 sq. ft.; 25 ft. length covers over 625 sa. ft. 


Uniform Distribution — gentle all-over coverage from scien- 
tifically placed, self-regulating openings. Patented construction, 
triple tubes lie flat. 











Packed on Storage Reel —no other sprinkler has this feature. 


No. 1000 50 ft. $5.98 


No. 600 25 ft. $3.98 


(All Prices Foir Traded) 









, oe 
SPRAY - SOAKER 





















FLEXIBLE SPRAY SOAKER 


Deep Watering without Washovts — for flower beds, shrubbery, etc 





~—con be left permanently in place. Stabilizing fins keep spray upward 





~ for most beneficial aerated spray from perforated plastic tube 


Multitudes of uses for this new product—lots of soles for you. 





No. 500 50 ft. $3.29 


No. 800 100 ft. $5.98 


{All Prices Fair Traded) 











Start your Spring Sales right with a 


“U.S. Pat. #2,621,075. Other Pots. Pending 








full line of SUPPLEX 





THEY WANT RN 


Best Quality—Best Value 


You can't beat the best ...and here it is ...A full 
line to fill every hose, sprinkler, soaker need. a : 








SC 


SPECIAL 








aeamit 


“SPECIAL” 


























VISIBLE TIRE CORD 
REINFORCED GARDEN HOSE 


Your customers can see the reinforcement. Strong tire cord woven 





over plastic inner tube, then covered with heavy transparent jacket. 
Clearly shows the burst-proof strength. Can be left in hot sun under 
full water pressure. 


Reattachable Couplings — for easy repair in case of accidental 
damage. 


3-PLY No.sress 50 ft. $6.49 


5-YEAR GUARANTEE 2° * $3-95 cay prices Fair Traded) 
75 ft. $9.50 


“STANDARD” 





A A ed 
me eee 











TIRE CORD REINFORCED HOSE 
WITH STORAGE REEL 


Reattachable couplings for easy repair. Tough hose with extra 
resistance to abrasion. 


4-PLY No. STD-545 50 ft. $8.95 with storage reel 


25 %. $5.15 (no reel) [All Prices 


10-YEAR GUARANT 
steeeiene - 75 ft. $13.25 (with reel) Fair Traded) 





WHY THEY BUY Kad 


Powerful Promotion 
Drives Them To Your Store | 


These full page ads will sell Suppiex like never before. | ~~ 
Be sure you are ready with your stock. 




































Appearing in 
these important 
magazines 


GARDENING 


“AMERICAN 


HOME 


owes 


Flower 
Grower 











The Saturday Fvening 



































PPL 





Free Ad Mats 


and Envelope Stuffers 
to tell your neighbors 
you sell SUPPLEX 








Counter Cards 






—tie in your display 


with the national! ads 





Write for them 











CORPORATION 


Garwood, N. J. 
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\ They’re Buying 
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“The B&D Saw has a lot of power and “With shoe on both sides, I can cut from either lhery good motor-——gives lots of power. Neu 
it’s not heavy to use. TI like the lower side without saw falling off. An all-round, lever was needed will save more fingers than 
euard lever good satety factor tp handy saw.” anything ever pul on a saw.” 


BLACK & DECKER SAW MERCHANDISER 
to help you sell even more saws 


| his is the L -1124 Merchandiser. designed to stop the eve 
of even the most casual prospect. Attractively lighted, it 
does the important job of putting the tool in your cus- 
tomer’s hand, encourages him to get the “feel” of it. And 
it helps develop the continuing sale of B&D accessories 
after the sale. Holds 3 Heavy-Duty Saws, Jig Saw, 2 Orbital 
Sanders and accessories. Send coupon at right for addi- 


tional information. 


6-inch Heavy-Duty 
Adjustable Saw 


7-inch Heavy-Duty Sew 


Cuts 2'i¢ inches 
deep at O ; to 
1% inches at 45°. . 
Hos extra knob 
handle. $84.50 


Cuts from 0 to 
2 inches deep 
at O°; to 1% 

inches deep at 


45°. $64.50 





“Light and well-balanced. New B&D features 
are wonderful Ln prove rents. In all mv vears as 


a carpenter, Ive never seen features like these.” 


of the BAD Saws.” 


Y KS, B&D Heavy-Duty Saws have proved 
More people bought Black & 


Decker Saws last year than ever before. They 


themselves' 


bought them because their power durability and 
quality features are unsurpassed. Are you getting 
your share of this growing demand for Black & 
Decker 


ine faster, easier. safer? 


the Heavy-Duty Saws that make saw- 


lf not, here’s your chance to profit from the 


best accepted tool to hit the building trade in 


B-inch Heavy-Duty Saw 


Cuts 2°%%¢ inches f 
deep at O°; to 
2 ‘vc inches of 45 


Mos extra knob 
handle. $96.50 


9-inch Heavy-Duty Saw 


Cuts 3'A inches 
deep at O ; to 
2% inches at 45. 
Hos extra knob 
handle. $114.50 


Pack ple ntv of power. 


throw sawdust in your face! 1 like the features 


{nd these saws dont The R&D Saws are sure 


j hose neu features 


powerful 
like the frateliawy fop 


guard, make a snap out of any job 


years. Because these saws are selling! Ask your 
B&D wholesaler about the saw that’s doing a 
Black & Decker 


job for the man on the job 


Heavy-Duty Saws. 


Leading Wholesalers Everywhere Sell 


PORTABLE 
ELECTRIC TOOLS 


MAIL COUPON FOR ADDITIONAL INFORMATION —— 


THE BLACK & DECKER MFG. CO., Dept. H503, Towsen 4, Md 


Gentlemen Please send me additional information on BAD Heavy Duty 


Sows and the U-1124 Merchandiser 
Nome. 

Firm .. 

Address 


City 





SINGLE CUT 


REGULAR 
PRICE 


FOR IRHA WEEK 


The 


FAMOUS ADVERTISED 


AS AN IRHA 
HANDY HARDWARE WEEK SPECIAL 


in The Saturday Evening Post, Popular Mechanics, Popular Science, 
FILE and leading farm magazines. Total circulation, 12,575,000. 


To the average file user, the Handy File is a bargain at its regular price of 76¢. 
It is two files in one—single cut on one side, double cut on the other, and capable 
of doing multiple duty around home, farm, shop or garage. 


The Handy File will be a special bargain, because Nicholson has priced it to 
sell at 60¢ each as a special inducement for IRHA HARDWARE WEEK only. You 


make your full margin of profit. FOr IRHA Week 


Here is a chance to build volume sales for your “file department.” Order 
from your wholesaler now and give the Handy File a preferred display spot during 


IRHA Week. +4 80 ~ 


Nicholson File Company, Providence 1, Rhode Island Baie sonia: 
*7.20 


$2.40 
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RETAILER 















MOTOR and ARM 
TILT TOGETHER 
45° TO 


EITHER KS“ 


SIDE 


CUTS WOOD UP 
TO 2” THICK—also 
Thin Metal, Plastics 








TABLE DOES 


NOT TILT 


—YOU WORK ON 
A FLAT SURFACE! 


$59.95 


The New History-Making 


SYNCR 
2500 


TILT ARBOR JIG SAW 





Less Tool Bench 










New pg saw makes angle cuts easy. Table never tilts—work no bolting down required. Patented easy blade changer 

lies fat on always-level working surface. Motor, blade and arbor end blades, light or heavy duty. Industrially rated by 

tilt together as a unit, any angle up to 45 either side. Quickly) Famous SUPER-POWERFUL patented Syncro reciprocati 
adjusted calibrated dial. Adjustable Hold Down. 20° throat motor built-in. 115 volts, 4 amps., 60 cycle, Af 
clearance. Blade easily turns 90 either directior for rip cuts plug. 6° cord. 6 blades included. Packed 1 to shippin uf 
Ft xclusive built-in sawdust blow for yagi ve area clear. Sem: 75 Ibs Mot guaranteed against burn-out during 

steel 15 3/8 ground table top 13” hase. Vibration-free mmer’s cc 


INTRODUCTORY OFFER TO DEALERS: .«.. <.: 


ey This $17.95 TOOL BENCH FREE With Order For 1 FULL FREIGHT PREPAID Deal: 


List Price Your Cost 
; 2 No. 2500 Tilting Arbor 
OFFER LIMITED TO 1 PER STORE! Pe Rn ni eten caces $ 59.95 $ 83.92 
[his Introductory Offer gives you | Ne. 1594 Work Light .. 6.95 4.87 
$56.01 PROFIT on a $88.79 cost. 1 No. 1595 Metal Tool 
MORE IMPORTANT it promptly dis Dict séebedeescest 17.95 FREE REE 


plays im your store the new iiv saw 


that is REVOLUTIONIZING the in- YOUR PROFIT: $56.01—Your Total Investment ent. $88.79 


dustry! ‘2500 will be your biggest 


selling jig saw to do-it-yourselfers be See Your Jobber Salesman or 


fore, during and after NATIONAI ' 
HARDWARE WEEK because it is USE CONVENIENT COUPON! 
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priced low the rst ana omniy filtine . SYNCRO CORPORATION. Dept. 19-35, Oxford. Michigen, USA 
Steci Tool arbor iz saw -and nationally adver ¢ Send us FREIGHT-FREE {and have our jobber bill us only 
(with work lamp tised. Order deal now through jobber - $88.79) 2 No. 2500 Tilt Arbor Jig Saws, | No. 1494 Work 
7 - > ; ; ° , nTrod ; 
Adinetento hel ght or jobber salesman—or direct from 4, ay Sh 595 Stee! Too! Bench, as per your intrody 
ory 
273 A Syncro and we will bill through your 6 
Sheck - mounted ad. ‘ Store Name 
justable cross raiis lobber 
' S* & No 
: City Zone State 
SYNCRO CORPORATION : cc: » Date 
: My Jobber 's 
Dept. 19-35—Oxford, Michigan, U.S.A. € (Jobber Solesman's Nome 
g City State 
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offered n a BUTT HINGES 


wide selection... by NATIONAL LOCK 


NATIONAL LOCK Regular Butts, Round Cornered 
Butts and Template Butts are available in all standard 
finishes, including Aluminum .. . button tip. . . loose 
pins. NATIONAL LOCK Butts are uniform in size, 
conveniently, attractively packaged. 



























REGULAR BUTTS 
This popular regular Butt 


Hinge is also available in half 
surface type. A quality item 
proved in the field. Packed 
one pair with screws in a 
rugged, easily handled box. 

















NO. 5179 
TEMPLATE BUTTS 


For use with steel frames and steel 
or wood doors. Machine screws 
furnished for steel frame — steel 
door installations; machine and 
wood screws for steel frame — 
wood door combinations. 
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Sen | NO. 5241R 

a ROUND CORNERED BUTTS 

write for ’ 
Same high quality as the regular 
BUILDERS AND SHELF butt hinge. Has added feature of 
HARDWARE CATALOG 14" radius round corners. Elimi- 
No. 954 nates hand mortising. Saves time 


and cost on the job. Neatly and 
conveniently packaged. 


NATIONAL LOCK COMPAN 


Rockford, Illinois © Merchant Sales Division 
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CABINET NATIONAL BUULDERS SASH CABINET FURNITURE SCREWS 
HARDWARE LOCKSETS MHAROWARE HARDWARE LOCKS CASTERS AND BOLTS 
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Paint identifies your store as the logical place in your 


community to buy hardware. That’s why... 


Paint is basic to hardware profits 


by E. L. Barringer 


marketing editor 


A GOOD paint department is vour best pro- 
tection against the growing competition for 
hardware business from supermarkets, variety 
chains and other outlets. 

To most homeowners, paint means /iardware. 
A good paint department not only identifies 
your store as a logical place to buy hardware, 
but it also builds good, substantial traffic of the 
type that is interested in a broad range of hard- 
ware merchandise. 

Paint is still basically a service item. Efforts 
to sell paint on a self-service basis have been 
only moderately successful and at best have 
been limited to certain sizes, colors and types. 

Because of this service requirement in selling 
paint, very few of the mass marketing outlets 
have been successful in developing a good paint 
business. For this same reason, the indepen- 
dent hardware dealer, who can offer service, 
is in an especially good position to build paint 
sales. 

When you make a paint customer, you must 


remember these two important things about 
him: First, when he buys paint, he is immedi- 
ately a customer for dozens of other items you 
sell, such as drop cloths, brushes, sandpaper, 
tape, etc., etc. Secondly, your paint buyer rep- 
resents an economically sound customer, who 
has an interest in keeping his home or apart- 
ment in good condition; he knows how to work 
with his hands. This automatically makes him 
a potential customer for tools, for garden goods, 
etc., etc. 

Thus, by winning a customer’s confidence 
through a good paint sale, you make for your- 
self a potential customer for many hundreds 
of dollars sales in other hardware items. 

Another important fact about your paint cus- 
tomer is that it will often be a woman, a woman 
interested in keeping her house attractive. 
She’ll be an idea! customer for your housewares 
department for the same reason. 

Most paint was purchased in the past for 
protection, or for covering up dirty walls. To- 
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OTrner STOre npere fT y norKet y ry ro Nar 
day, a great deal of paint is sold Simpiy to Keep to become expert paint and paint sundry sales 
up With style trends. Women today do not walt men through reading business magazines such 


until a wall is so dirty it needs painting. They as HARDWARE AGE, technical and saies litera 
paint whenever the color style changes. 





ture from wholesalers and manufacturers, 


When you put all these facts together, you reading the labels on prod icts, and attending 
can understand why a good paint department meetings on paints and sundries 
is basic to good hardware profits. The maintenance of your position as the ma 
Let’s consider some of the trends in the paint jor store for hardware is the big benefit to be 
market and how they have expanded the paint gained in stepping up your paint department 


market, yet at the same time have made it The extra profits are certainly welcome, but 


easier for you t 


service this market. the underlying problem facing all types of deal 


ers today is the new forms of competition tnat 


It's easy to be a paint expert 


preak up markets and increase the number ol! 


Color systems now enable you to compete outlets where customers can buy any line ol 


with professiona] paint mixers in helping cus- merchandise 
tomers select interior colors and combinations. The pressures that break up markets are 
iy 


and in having a wide range of colors available tremendous. Retailers in al! lines ars King 
with a minimum amount of stock. for new merchandise to increase volume with 
New types of paint that are practically odor- out adding to overhead More manufacture! 


less have extended interior painting to an all- are suppiving products, and are looking fot 
* 
year market. Home decorators are paint cus- more retall sales outlets 
tomers every vear. 
New types of paint also make application so Shopping around confuses markets 
J . easy and results so certain that do-it-yourself - Customers also contribute to tl BaaSS 
heme decoratere can do an acceptable Job on markets The Pa itomobile has made them mo 
their first painting project. The do-it-yourself bile. They can travel distances to buy met 
market that began vears ago has expanded to nandise This encourages shopping around 
mh sale aad: Sk ciaaeie ™ the maior outlet for (customers come to expect aimost an‘ line of 


non-industria! types of paint, applicators and merchandise in anv store. This disrupts trad 


sunaries. tional channels of marketing. New centers of 

ly ‘ ini 4 " . | ¢hoae » Fe , . +} " " ic ¢ 1" ¢ | tr -} : ’ % " ric ¢ a’ “7 ' ’ \\ 

| aaa! i nese TaActo;rs, ere iS avVali- population create new snoppling areas alit ne 

j , , , “ : . . ’ > : : : . : «| Ley ‘ . ’ | 

avie now a grea. av indance of merchandising, Stores are alert to stocking anything that selis. 

’ ? .* . | *< : : ‘ > 1} : “¢ .* © _ -£ ‘ | : Z 

sales, display, personnel training and technica! Diversification has scrambled marketing 
: o. . , . > . - 4 , . P : . : " 
materia irom suppilers store owners, mana- cnanneis in manyv fields 
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when they added tires, batteries and accesso- 
ries to gasoline and lubrications. Now they 
sel] milk and other dairy products, sandwiches, 
foodstuff, ice cubes, and power lawn mowers. 

Jewelry stores sell power tools. 

Restaurants sel] take-home food, candy and 
nuts. 

Supermarket food stores sell hosiery, hand- 
kerchiefs and other soft goods, also housewares. 
hardware, seeds and lawn supplies and flowers 


and potted plants. They have tinkered around 


with many lines that are impulse items which 
customers snatch up, put in their shopping 


carts, and that ring ip a tew more pennies on 


* hw o | li ‘ *« 
Lne Saies Silp average. 


Paint builds up your prestige 


These are but a few examples that il] 
tne point. If you shop The main street of \ i 


town, or any neighborhood shopping area, 


will turn up Many other examples of stores 


selling merchandise far from thell 


removed 


traditional] lines. 


,% : : 
All this may be confusing to the customers. 


To store owners who watch other merchants 
the neighborhood invade 


aaa . 


their lines, it is pi 


voking and sometimes leads to unwise retalia 
tion. 

Yet, in spite of a he seeming confusion, 
customers still tend to anchor their buying 
habits to this fact: in every line of merchan- 


dise there is a type of store that in the mind 


of the public is the primary source for that 


merchandise. Other stores represent fringe 


outlets. The main attraction of such outlets is 


convenience, and possibly low price to those 


customers who think that as far as that line 


of merchandise goes the cheaper the price the 


better the buy. 


You face this problem. To meet this problem 


you must remember that there are lines in your 
store that maintain vour hardware identifica- 
tion in the public’s mind 


is paint 


One of these lines 
Changes in the home decorating mar- 
ket add to the importance of an all year, year 
after year promotion 

Color styling, for instance, sells paint. The 
trend to different colors and shades keeps cus- 
tomers coming back for more paint and sun- 
dries to do over their homes. This builds repeat 
business, year after vear. 

Color styling has been joined by new devel- 
opments in the manufacture of paint that make 
paint promotions more effective. The trend to 
flowing back forth between 


decorator colors and pastel shades, has trans- 


color, and dark 


formed the successful hardware store paint de- 
partment salesman into a color expert. 

That sounds like a large assignment, yet the 
color systems devised by manufacturers make 
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it possible for a salesman to be an expert in 


) 
color selections and in mixing paint to almost 


any desired shade. 


Your store is in a posit compete with 


+ ) ‘ 
professional painters who mix on th 


n le JOD and 


. - — « . 1] . : L. . oI han 
demonstrate on the wall until the right shade 


reached. If vou miscalculate on the original 
mix or on the quantity needed for the job, it is 
a simple matter to mix another quart or tw 
and match the shade. 

Your Store can offer a wide range yf COLO! 
selections on a Minimum amount of stock. You 
have a smaller investment in paint and tur! 


vour stock fast. 

The color trend really is the fou 
fast repeat business in paint. If one color and 
shade, dark green for 
color for 


instance, was the wanted 


living rooms vear after vear, the in- 
centive to repaint would be only on replacement 
of light-faded walls or the desire for cleaning 
up the walls and trim. When color styling comes 
along and decrees that 

pastel shades are in, the 


dark colors are out, 


Ooms ofr tne 


living r 
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nation are repainted no matter how good the 
ob may be. 
-~ atrt ur it 


best palnt sales bulld- 


i ‘lo 7 . . > . m . al 
Vdorless paints have stretched vou market 


. 


ior interior paints right across the calendar. 
Interio paints now sell throughout the vear to 
ao-it-yourself home decorators. Painting. also 
Can be done in closets and other Dias es where 
there is littie ventilation without discomfort 
to the painter. Odorless paints have opened a 
narkel nter painting of stores and othe) 
pu places where an odor might be obiec- 
t nable 
lhe deordorizing of paint is the job of the 
chemist, and the term has to be used with some 
moadincatlo! After a What is an objection- 
a t Cd] | rié pers ’ ry } ? rye x ; i} 
the} Also while the paint is d nv the 
dors, sucn as those from cooking, mav get into 
th, ind 2 et Ip i? a 4 | | the pa rif 
ce ViamMed 
eT s eave rine Lecny} CA Tles OT the tern 
¢ 
rie 
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e a a ae 
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The post-war years have witnessed some 
startiing and rapid changes in paint manufac- 
turing. New terms such as rubber base and 
alkyd have made news. These terms, as in the 
case of “odorless,” are the concern of the chem- 
turing level. 

At the retail level, the new paints mean two 


, 


] : ‘ : } . 
is applied taster and easier, CoV, 


eray is better and the amateur home decora 
tor can turn out a pretty creditable job the first 


ime he undertakes a brush and rolle project 


Second, better salesmanship is required. Your 
staff! must be fully informed on the qualities 
f all the paints stocked in the store, the good 
points of each and their applications. Don't 


cal types rooms you may recommend ons 
> , + ys, @ . 7 : ; 
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Hobby projects boost your sales 
Many home owners v ry? avice nea hein 
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painting the living room and that means a good 
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How much paint can | sell ? 


The paint market is a big market. Are you getting your 
proper share of this profitable business? This article tells 
how you can make a quick survey of your local market. 
[It also tells you who buys what, and how much. 


You R paint market is a big market—much 


ger than the average dealer realizes. 
, +9 Toll loot 
How big is it? Well, dri 


’ , 
: \ ae 
residential 


ve to some typical 


street neal OUT store and look 
around at the houses. These owner-oc 


ipied 
homes are your prime paint market. 


Mach of these homes will spend, on an aver- 

. P<) ~< , £ . a nies a ! » CF , . 
age, d<5 per year tor paint, plus anotner >» 101 
brushes and sundries 


lhe owners of these houses that you ve been 
1} 


looking at will buy some 155,000,000 gallons of 
paint and They'll 


about $775,000,000 for this paint. That is a big 


finishes this vear. spend 


market for hardware dealers to shoot at 

Are you getting a full share of this business? 
Have you kept pace with the changes in buy- 
ing habits and painting ideas over the past five 
vears. The home owner now does most of his 
own painting. In fact, he does 75 pct of the 
painting done to his home. The other 25 pct is 
done by professiona! painters. 
Too, the woman has become an important 


buyer of paint. When it comes to interior paint, 
she applies more paint than the man of the 
house. 


Perhaps it’s time vou made a careful surve\ 


of your paint department, and asked these ques- 
tions: 


Has your paint department 
with the 


volume Kept up 


increase ot nomes in your tradin 


*) , ’ , 4 
area: Are you empnasiZing tne coior selections 


> i 
that are so Important to women palnt buvers 
Are you encouraging the do-it-yourself painte. 
to come to your store: Are ishing in oO} 


the impulse sale potentials of the new aer 
paint market? 

After you ask these questions, mal 
own paint market survey by 
Fig. 1. This will give vou a rou 
of the kind of a job vou are doing. 

The figures you get from the survey form in 


Fig. 1 will be rough estimates, 


tional averages. You can make the higures 
more accurate by adjusting them in the light 
J } , . _ , | . — : j ‘ } : 

of the verv useful information developed in a 


recent investigation conducted by the National 
Paint, Varnish & Lacquer Assn. 


-*hm ow ‘ “~ . * ‘ ‘t Tw) © + 
here are manv apartmen 


For example, if 
houses and flats around your store, your do-it- 
vourself paint potential is lower than average. 
If these apartments and flats have paintable 
exteriors, then your opportunities for selling 
contract painters are 
houses, 


only about 10 pct of the nation’s families. That 


greater. 
Apartment 


however. accommodate 


| as 


leaves 90 pct of the families living in single, 
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double or row houses. Two out of every three 
of these have paintable exteriors. 

The generally accepted cycle for exterior 
painting is every three to four years. The cycle, 
however, has been altered by do-it-yourself 
home decorators who may paint part of their 
house one year, another part another vear, and 
keep up an almost endless painting routine 

The number of coats applied at each painting 
is another factor. The paint association’s sur- 
vey shows a trend toward a one-coat 10b. k'ami- 
lies that participated in the survey reported 


that 37 pct of the last paint jobs were one-coat, 





b when asked how many coats on the next 
$2 pct replied one-coat 
The survey shows that over the recent four The survey shows that two out of three homes 
ear pe from 15 lS the mes were re pa 1 by me ers | ! e la 
ed ¢ n year rd r hired hand 
The logical cycle period would seem to be The average amount of paint purchased for 
three vears, unless your experience indicates a an exterior job is 8.3 gallons, and the average 
shorter or longer cycle Continued on page 120) 


Fig. 1. How to survey your local paint market 


Use the form below for a quick check of whether or not you are getting as 
much of the local paint business (excluding sundries) as you should. This 
survey form is based on national average figures and can be modified to 
suit specific conditions in your area. 


Fill in the blank spaces: 


(A) Number of homes in my trading area* 





(B) Average expenditure per home per year ca 





(C) Total paint sales in my trading area (multiply A by B) 
(D) My paint sales in 1954 were $ 
(E) My share of this area's paint sales in 1954 was (divide C into D} 




















(F) | believe we should have °/, of the paint business in this area. 


[Fill in your own estimate.} 


(G) This means we should sell this much paint (multiply C by F} $ 








(H) My quota for 1955 will be m 

copyright 1955, HARDWARE AGE 3 p 
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Successful paint dealers know what colors are being used. 
Here is an authoritative outlook on the colors your customers 
will be wanting. 


Color sells paint 


( OLOR trends make your customers Want tl rate to keep 


their homes modern. Keeping up with these trends 


for you 
Selections made Dy interior decorators set thé pace and do-it- 
ourself home painters want the same colors a! 

Interior decorators now are using colors that you will want 
The dark de orator coiors popu- 


going out. Medium 


to 


- 
eee 


suggest to your paint customers. 


ar after the war for living quarters are going 
pastel shades are coming in. Lighter, more ext e pastels are 
still high-style but foreshadow wanted colors in the future 

What colors will your customers want this vea Here are thi 
authentic answers direct from the people who set style trends, 
the editors of leading home magazines. Here is what these 


editors see for the immediate future 


. Better Homes & Gardens “Vibrant colors are foremost in most everyone's thinking 
today. The colder colors are temporarily in the dog nouse 
ee ee eee “Living today is becoming more intimate. The fun rooms and ° 
family rooms are coming out in a burst of paste 
“The private rooms of our homes are still being painted in the 
more sedate and colder colors. 
“The reason for this trend to vibrant colors nobody knows. 


that there is a trend towards 


Possibly it goes back to the fact 1 


outdoor living indoors and to get the greatest sunlight 


in a house. 
“After all, in older houses there are a number and 


sizes of windows and we cannot poke large holes our home 
In order to make up for the lack of sunshine we are bringing the 


sunlight in with paint. 


‘pD..L : a \c al ‘ } } . | 
Back of all this also may be the fact that de ators now 
1] } -_ , 
call what colors they want In other words, we are now in a 
poker game ol coiors and the decorators are dealing the cards.” 


Hugh Curtis, edit 
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Good Housekeeping “I believe that the con- 


sumer purchasing paint 


, 
, 
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1 the do - it - vourself 
basis without professional 
advice is rather timid and 
will probably stay in the 
range of middle values in 
gray, green, rose and 
vellow. 

‘A minority might 
choose such colors as 
pink, white, gold and 
blue which are more in 





the high-stvle range. 

“One must bear in mind that colors chosen for a fresh paint 
scheme are usually selected to blend with furnishings which may 
not be new. Therefore, a daring color scheme would be inappro- 
priate since the home owner is unable to afford doing a complete 
decorating job. 

“There is an increasing use of color on electric appliances 
reflected in the winter market in Chicago. These seem to follow 
the pattern of gray, green, yellow and pink. I believe that these 
colors will be prevalent in bathroom fixtures. 

“As to exteriors of houses, color is certainly being used mo! 
on new homes, especially in large developments where it serves 
the purpose of distinguishing one house from another 

“The colors which seem to be the most popular are green, 
vellow, coral and gray. 

“For older houses in non-urban areas | believe white will be 


) the number one color, followed by gray, yellow and green.” 


Mary Kraft, director, decorat 


American Home “It follows as the day the night that when colors are suff 
ciently established in all types of home furnishings—drapery and 
pies , - beicgieaies Dee Te ipholstery fabrics, floor coverings and lamps and accessories to 
become a trend, the background colors are then established 
“And this year pink, which has been ‘high style’ for the past 
two years, will reach its peak in all types of consumer home fu: 
nishings merchandise. 
“A strong contender will be blue currently most popular in 
turquoise blue-green tones but also showing a strong tenden y 
towards deep, rich blue-purple tones 
: “In monochromatic color schemes, exactly matching or blend 
ing tones of these colors will be in demand. Where contrast | 
desired, the pinks take kindly to white, putty (or any of the vray- 
brown tones), grayed vellow-greens and grayed blue-greens 
“The t iPquolse -blues are especially effective against the mocha 
and mustard-yellows, but here, again, white and putty back 
grounds are excellent foils.” 
Gertrude Brooks Dixson, home furnishings editor 
American Home “While white with black or green trim is probably still the 
most popular color scheme for the exterior of homes, the genera! 


public in the past few years has become much more color con 


scious and much bolder in using colors to pick up a house 


“Barn red, like white, has been popular for many years but 
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now you will find considerably more homes than ever painted 
with brown, greens and blues in deep colors or pastels. 

“White is still the most popular color to use on the trim where 
the walls are other than white. 

“There are several reasons for this swing on the part of the 
home owner to new and more exciting colors for th 

“One is the fact that many development builders employed color 
consultants to map out good but different color schemes for the 
houses in a particular development to keep the houses from ali 
looking the same. The public saw these colors used on homes, 
liked them, and have taken them up. 

“Another factor is that today it is possible to get good ready- 


ho ise, 





g 
mixed paints in colors and tones heretofore only available from 
certain paint houses or by careful mixing. 

“Probably the most important single factor of all has been that 
the public has become more color conscious because color has been 


stressed not only in fashions but also in the field of 
and other allied subjects.” 


lan o> +3 
lecorating 


Hubbard H. Cobb, bui/ding editor 


4 “There is a marked tendency in Washington, Oregon, Idah 
Pacific Gardens & Homes we : , 
and northern California to use natural woods and to use tones and 
SEPP LELO LLLP LOLOL OL OL OL OLE LOLOL IOLA LOLOL OLD Le Me , 
half-tones rather than true hues on the exterior of new homes 
“Rough surfaces are subdued by the darker tones and accents 
are achieved by bright tones. 
“The use of natural materials is being carried indoors, also. 
There is a great deal of gray used in the tones of coral, chartreuse 
and aqua. 
“For repainting the exterior of older homes pink appears to 
be the color next to the ever-popular white.” 


E. Stanley Boozel, editor sultent 


ladies’ Home Journal “Many people have found color inside and outside their homes 


a fine way to express individuality. Perhaps the number of 
PHPPRPPLEPLOLOCE? 
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people who have found the results of wielding a paint brush to 
their liking has increased interest in color. 

“Those who do their own painting seem to feel free in making 
distinctive choices from color charts for they know the colors can 
be changed when they are weary of the effect. 

“Inside a home pink, turquoise, aqua, sea green, blue, sand tone 
and white seem high in demand now. 

“Kitchen colors for the year will be influenced strongly by 
appliances in color. Yellow, soft green, pink, turquoise, cadet 
blue, wood tone brown and copper-like finishes are announced as 
standard colors by range, refrigerator and laundry equipment 
manufacturers. 

“Where white or neutral colors are used in large amounts 
stronger accents of red, yellow, green and blue will be sought. 

“For exteriors, there is a clue as the once popular green roofing 
gives way to gray and white. The pink and red paints and wood 
stains seem to have been an influence here.” 


Margaret Davidson, household e 
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These are the colors your customers want... 


Color preferences as indicated by colors in current use for 
rooms and exteriors. Length of bar under color shows 


relative preference for other colors. 


> Living rooms, dining rooms, halls > Bathrooms 


Green-chartreuse White-off white 


Green-chartreuse 


Gray 


Pink-rose-coral-red aE 


Pink-rose-coral-red 
Blue-blue gray 


Y ellow-canary-maize 


ra 


Green-chartreuse > Exterior 
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Pink-rose-coral-red 
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hite 
Gray 
Yellow-canary-maize —— 
Cream 
seme ecm et, 


Brown-tan 
P Kitchen a 


; Green 
Yellow-canary-maize smn 


White-off white 
Green-chartreuse 


Blue-blue gray 
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For better service to home decorators and bigger sales 


always ee 


Sell sundries to paint customers 


Ask your customers about the sundries they 
need on their paint jobs and this related mer- 
chandise approach in displays and personal sell- 
ing will add dollars to your paint department’s 
profits. 

Each home owner in your store’s market area 
buys $5 worth of sundries a year, on the average, 
for do-it-yourself decorators need one or more 
sundries per project. 

To find out if you are getting your share of 
the sundries potential you can use these ques- 
tions for a quick check of your merchandising 
and selling program: 

Are my stocks complete? Am I carrying all 
the lines that I can logically sell? Are sundries 
well displayed in and near my paint department? 
Do I change my displays often enough so they 
have fresh visual appeal? Am I including sun- 
dries in promotional displays in the store and 
in the windows? Are we taking advantage of 
the time customers wait while their paint is 
being shaken to suggest sundries? Are we do- 
ing a good job of finding out what sundries our 
customers really need and making correct sug- 
gestions? 
maximum sales? 

Hardware dealers find that the way they 
phrase the opening question makes or breaks the 
sundries sale. 

Take the approach on suggesting a brush or 
roller. 

“Do you have a paint brush?” sounds like a 
good question, but it has a aegative approach. 


Are we phrasing our sales talks for 


Almost everyone owns a brush so the customer 
invariably answers, “Yes.” The brush may be 
battered and the bristles stiff as a board but 
he owns a brush and that is just what he was 
asked. The “Yes” answer shuts off further sell- 
ing. 

“Do you have a good paint brush”” phrases 
the same basic opening question on a positive 
approach. 

If the customer 
“good” he answers “No.” 


but it is 
you 


brush not 

Now can move 
right in with suggestions on the best brush or 
roller for the job for the customer has told you 
that he does not have an applicator for the paint 
he has just bought. 


has a 


The sale of brushes and rollers about equals 
the number of paint customers in some stores 
and sales people walk customers right over to 
the applicator displays and start selling without 
any preliminary questions about the ownership 
of a brush. 

In selling brushes, rollers, sandpaper, spackle, 
plaster patch, tape, drop cloths, thinners, clean- 
ers, and all the other sundries here 
basic facts to remember: 


are some 

Customers do not know what makes quality in 
a product. Point out the differences in materials 
and manufacturing. Show them how to judge 
values. 

Customers want to know how to use sundries. 
Explain the proper way to undercut plaster, for 
instance, in filling cracks. Explain how to sand 
chipped paint. Show them how to clean up for 
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the night, and after a project is all completed. 
Customers do not realize that there are no all- 
purpose, iniversal or bests so recommend the 
right product for the job. If a customer Is go- 
ing to use a brush on walls and woodwork you 
would recommend one size brush for the big wall 
areas, another size for cutting in windows. Find 
out all the facts about the customer's problem So 
you can suggest the right grades of abrasive 
papers, scrapers, and surface preparation mate- 
rials. 
When it comes to quantities on some sundries 
: lines remember to suggest more than the cus- 
tomer apparently will need and offer to take back 
all unused materials. The customer with a gener- 
ous amount of material will not skimp on the job 
and will use more than he expected to. Also, if 
the job is tougher than the customer thought it 
was he'll have enough materials to complete the 
job without stopping te make another trip to 
your store for more materials. 

Displays are excellent reminders on sundry 
needs. Displays remind customers to buy sun- 
dries and remind sales people to suggest related 
merchandise. Displays induce customers to han- 
dle sundry items, read product information on 
packages, and to get interested in buying them. 

Displays are given space in or adjoining the 
paint department with special floor display units, 
islands, or a section of the wall shelving. These 
regular displays can be supplemented during the 
months of peak paint sales with promotions on 
nearby islands and in the windows to give vour 


sundries that extra sales push 
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it takes... 


Service and Salesmanship 


‘ 

S ALESMANSHIP in your paint department is 
probably as good as in any other department in 
your store, but is the service that you offer on 
paints as good as the salesmanship? 

Service on paints, more than salesmanship 
clinches the sale and brings the customer back 
for more advice—and more paint. 

Your customers want service; service that 
means help on color selection, surface prepara- 
tion, finding the right paint for the job and even 
advice on special problems. To give advice, 
salespeople must have practical experience. 

To boost your paint sales, attack the problem 
from three directions: select a manager for your 
paint department who has a real interest and 
who knows the products; train your staff to know 
the products they are selling, and train your staff 
to be good salesmen; use the same fundamentals 
of good selling that apply to any department. 

The manager of your paint department must 
know his products and have a real interest in 
them. Don’t let your paint profits sag if you 
can't sell paint yourself. Appoint an employee 
to do the job. You will want to control the lines 
sold, the buying and the sales expenses, but after 
your manager understands what you want him 





> sales tip... 
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. . to build paint volume 


to do, turn him loose on the job and watch your 
paint volume climb. As an additional stimulant, 
consider the value of a commission or bonus 
plan. A financial incentive is one of the best 
ways to boost sales and move a lot of paint. 
The importance of getting the right man to 
manage your paint department cannot be over- 
emphasized. Success or failure of the depart- 
ment can hinge on your choice of managers. 
Make sure he’s a salesman who knows his prod- 
ucts! The difference in paint sales and their 
ratio to the sales in other departments in stores 
of similar potentials can be traced to the interest 
and product knowledge of the paint manager. 


Liberal paint education in labels 


One hardware dealer with two stores found a 
remarkable difference in their paint volumes. One 
of his managers was mainly a hardware man: 
the paint department was an orphan. Naturally, 
his paint volume and ratio were low. The second 
manager took a real interest in paints and his 
high volume and ratio reflected his interest. 

In addition to his main sales job, your paint 
manager can help you train your sales staff in 
product knowledge and practical experience. 
Training need not be a forbidding task. Let 
your manager use his knowledge and take ad- 
vantage of the many training aids that are avail- 
able to you, especially the one at your elbow 
your own store. 

For product information, suppliers’ sales pro- 
motion material and product bulletins are good, 
but don’t overlook the most obvious source of in- 
formation, the labels of products on your shelves. 
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This is the main source of product information 


for your customers and it is the logical place 
to start sales training for your staff. 

Product labeling has become a highly spe- 
cialized sales tool. It is one of the most effec- 
tive ways of getting product information to re- 
tailers and the consumer. Most of your cus- 
tomers will read what’s on the label but you as 
a dealer must read if you expect to sell service 
and any amount of paint. What you tell your 
customers should reinforce the manufacturer's 
Iniormation on the label of his product. 


Salesmen are paint encyclopedias 
Supplement label reading with the technica! 
and sales material that your suppliers send you. 
For a start on a training program use the mate- 
rial that you have before you look for more. 
Suppliers’ salesmen are an excellent source of 
additional product information. Some suppliers 
lake a point of sending their salesmen to deal- 
ers’ staff meetings; they are always willing to 
talk about their products. They supply informa- 
tion on how paints and sundries are made, what 
they are designed to do and how they should be 
used. Nearly all of the suppliers’ men are ex- 
perienced salesmen and can give hints in this 
direction too. 
If staff sessions have been put off because of 
the pressure of business, use a well-placed bul- 


letin board to keep your staff up-to-date. Posted 
information can then be the base for a later 
meeting. Such sessions are musts for many 
managers because of their direct effect on sales 
volume. Remember that suppliers are also in- 
terested in your sales training problems and are 
anxious to help you to better sales. 


Product knowledge is your salesman’s basic 
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stock-in-trade. Without it, he cannot sell ser- 
vice. New uses for products are uncovered daily 
and there is a steady stream of new products. 
The wise dealer calls these changes and additions 
to the attention of his staff. 

Each man and woman in your paint depart- 
ment should know the products they sell from 
personal experience. The best sales-help that 
any man can have is knowledge of the product 
gained through personal experience. He can 
then sell with confidence. When a customer asks 
what product he suggests for a job he can say, 
“IT recommend this brand because I used it in my 
own home.” 


Let them try everything you sell 

To gain this experience, everyone who regu- 
larly sells paint and sundries should try every 
product in the department. Why not give the 
salespeople enough paint to do small jobs in their 
own homes so that they can learn the difference 
In products and their uses? Let them try sam- 
ples of exterior oil, cement and stucco paints. 
Let them paint a room with oi! base paint, an- 
other with rubber base paint and a third with 
alkyd. Give them a chance to apply these with 
a brush and a roller and let them try different 
kinds of abrasives, spackle and cement patch as 
well as all the other sundries that they sell. 

If you prefer, you could have your staff get 
their practice at the store during business hours. 
The cost of a little paint, a brush, roller and 
sundries is not great and can be charged to sales 
training. The return on the small investment 
will pay for itself in a short time through in- 
creased paint sales. A “New Product Workshop” 
held at regular intervals will keep your staff up 
to date on changes and additions. 

One dealer who regularly tried new products 


had a new sealer added to his paint line that was 


ipposed to dry in one hour. When the ship- 
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Service and Salesmanship ... 


ment arrived, the dealer and his paint manager 
tried it on a wall above display shelves. The 
dealer and the department manager started in 
opposite corners and applied sealer for just one 
hour. Then they went back to their original 
corners and began to paint. They found that 
the product was what it was claimed to be and 
they could recommend it to customers with con- 
fidence. 

The general principles of selling apply to paint 
as to any other item in your store. Teach your 
staff to tailor its sales approach to the customer. 
A woman’s approach to paint for her kitchen 
when she has never painted before is much dif- 
ferent from the approach of the experienced man 
who wants to paint an open porch floor. 

Color is important toa woman. Find out what 
color predominates in her kitchen linoleum and 
what colors are used in adjoining rooms. Ask 
what her preference is before you suggest a 


color. 


Different trectment for amateurs 

For a kitchen you probably would suggest a 
product that dries quickly to a hard surface 
without an offensive odor and that can be easily 
cleaned. 

A good salesman makes sure that she under- 
stands that the old surface has to be lightly, 
sandpapered, dry, free of grease and dirt and 
badly worn spots prepared with undercoat. He 
also tries to sell the right amount of paint for 
the job with the necessary sundries and he 
chooses a paint for the beginner that is easy to 
apply. 

The experienced painter, on the other hand, 
who wants paint for his porch floor, is more in- 
terested in paint durability and weather resist- 
ance rather than color and odor. This customer 
probably knew the brand and color he wanted 
before he came in your door. 

A good salesman is friendly and tries to get 
certain information from a paint customer to 
make intelligent suggestions and see that the 
buyer gets the right product for his job. What 
is the paint project? Are color suggestions 
needed? Has the customer painted before? Will 
a roller do the job? This information helps to 
sell service and paint and prevents customers 
from wasting time and money. 

Think for your customer. Try to anticipate 
his needs and problems. Ask if he has all the 
tools and materials that he needs for his job. 
Don’t let your customer make a second trip be- 
cause he forgot something that you should have 
suggested. 

Sales approaches are different, but every paint 
sale is an opportunity for suggestion selling of 


related items. Such questions as, “Have you a 
clean brush?” and “How is your supply of sand- 
paper?” are naturals with every paint sale. Re- 
member that it is always the privilege of the 
salesman to suggest. There is no trick to sug- 
gestion selling: related items suggest themselves. 
Paint needs a brush or a roller, customers need 
sandpaper to prepare the surface, a ladder to 
reach the job or a drop cloth to protect the furnt- 
ture. Review the customer’s job in your mind 


and suggested selling will be no problem 


How to make paint customers happy 

Lack of salesmanship among employees in the 
paint department who do good selling jobs in 
other departments can be traced directly to lack 
of product knowledge. Paint is not difficult t 
sell, but you must know your product. 

You will get complaints. Why not be ready 
for them? Decide how to handle them, then 
brief your staff for this part of selling that can 
be a headache if it is not handled properly. 

,eginner do-it-yourself decorators are prob- 
ably your biggest source of complaints. Most 
of the time they are unhappy about the results 
of their work rather than with the product it- 
self. Each complaint is a wonderful opportunity 
to sell service, paint and every other item in your 
store if you will take the time to listen to the 
complaint and then make a genuine effort to 
solve the customer’s problem. 

Handling complaints tactfully builds good will 
and sales. Listen to the complaint before you 
make up your mind. Ask questions to get the 
whole picture. Even if you are sure that the 
customer made mistakes—never tel! him so. It 
is far better to talk in terms of product and how 
to use it. This is a positive approach of “this 
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what the manufacturer suggests” rather than 
“this is what you did wrong.” 
A paint that 


be offensive to a customer and she returns to 


is supposed to be odorless may 


complain. Find out if an offensive odor from 
another room might be present during the dry- 
Were there cooking or yas odors 


ing period. 


fron the kitchen? Could the odor come from 


previous paint or some preparation on the walls? 

(olor is one the greatest sources of complaints 
Your customer liked the color chip in your store, 
but returned to complain that it looked different 
What about the light? A 


» value under a strong artificial light, 


on fi walis and trim 


strong davilight and still anothe) 


anotner tone 1n 


Odd purchases stir the imagination 


()ne dealer sold a customer some light wera 
exterior house paint. When the job was com- 


looked 


ater, with an overcast 


white Several 


sky. the 


nieted the ho ise days 


house looked 
ight gray The dealer then 
elected on a drab da\ 
with this 


earned something about color 


Vas satisfied explanation and both 


nus lal pur hases should always raise que 


tions. Once in a while you may uncover a new 


ise for a product but more frequently they i: 


dicate a customer problem where you can be of 
eT (*t 
One manager sold a tube of dark green pig- 
ent te woman who Was a stranger in his store 


time later the woman returned to b 


A short 
a second tube of the same pigment. 
yvoman appeared to buv a third tube. the depart 
ment manager tactfully asked what she wa ag 
ng with the pigment. 
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recalled that the 


The customer 


When the 





The customer said that she had bought a gal- 
lon of white paint at a non-hardware store and 
the clerk that a tube of 


pigment from the hardware store, when added 


was advised by green 


to the paint, would give her the color she wanted. 
The 


out to the customer that a little white paint plus 


manager, who knew his product, pointed 
the pigment produced a green lighter than that 
in the tube so that three, four or even a dozen 
tubes of colorant would not produce u wreen as 
dark as the 


selected a yreen from a color card and 


The woman. convinced, 
\ alked 


Se} Vice pro 


pigment. 


out with a gallon of green paint. 
duced a sale and a satisfied customer. 

Most complaints can be handled in your store, 
but on larger jobs go to the project if vou can 
You then get first-hand knowledge of the prob 
lem. When vou do not know the answer, don’t 
hesitate to say so and tell him that ° will get 
the answer 
this. 

If you have to, take the distributor's salesma:) 
to the job If the problem is one of appli atiol 
don't hesitate to take up the brush or roller t: 
find the answer 


Your customer will respect vou fo 


Show the customer now to ust 
the paint. A demonstration is much better than 
a lame guess or a blizzard of words 

The manufacturer put good products on vou 


shelves. Be sure you can tell customers how to 


use them, then sell service—and paint 
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Get the JOB FACTS— 


and sell MORE PAINT 


Why sell just a can of paint when you can sell a complete paint 
redecorating job? 

It depends on you; on how much you know about the job the 
customer wants to do and what you know about paint and how 
to recommend the proper materials to do a complete and satis- 
factory job. 

Here’s your guide for developing painting information that 
helps you sell up. After you have mastered as much information 
as the questions call for, use the guide to develop sales informa- 
tion about your customers’ painting needs. 


The customer is painting a living room— 


What is the exposure............ Your recommendations (color, 
. . type 
Color of rugs.... 

; ceiling 

Upholstery, drapery colors... 

; _ Walls 
Colors in adjoining rooms... 

trim 

Customer likes dark or light 

a pan : Suggest related items as: 

Wall old or new....... pit ) rollers 





Wall composition..... 








brushes 


Previous wall covering , 
thinners 
Customer experienced or ama- 

cleaners 


ea a Soe a a 
Size of room ....... . | abrasives 
Quantity needed..... ae others 
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The customer is painting a kitchen— 


What is the exposure. 


Colors: stove....refrigerator 


wall cabinets.. furniture 


Color preference: dark light 


Wall old or new.. 


Wall composition 

Customer experienced or ama- 
teur 

Size of 


room... 


Quantity needed 


color, 


Your 


type 


recommendations 


ceiling 

walls 

trim 

Suggest related items as: 

rollers 

brushes 

thinners 

cleaners 

abrasives 


others 


The customer is painting a bedroom— 


What is the exposure 
Color of rugs or floor 
draperies 


Bed spread color. . 


Color preference: dark...light... 


Wall old or new. 
Wall composition 
wall 


Previous covering 


Customer experienced or ama- 
teur 
Size of room 


Quantity needed 


The customer is painting 


What is the exposure 
What is wall tile color 
Color of floor covering 
Customer preference: dark 
light 
Wall old or new. 
Wall composition 
Paint to cover (material 


(ustomer experienced or ama- 


teur 
Size of room 
Quantity needed 
needed, in youl 


Special qualities 


opinion for bathroom paint 


recommendations color, 
type 

celling 
walls 
trim 

S iggest related items as 

rollers 

brushes 

thinners 

cleaners 

abrasives 


others 


a bathroom— 


recommendations color, 
i 


type 


é elling 


Suggest related items as 
rollers 

brushes 

thinners 

cleaners 


abrasives 


others 
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Reach your customers when they are considering painting 
needs. Plan your programs to take advantage of special! 


events and seasonal peaks. 


Merchandise paint and inerease sales 


I LANNING your merchandising on paint will 
increase sales by bringing your programs to the 
attention of customers when they are thinking 
about painting needs. Your efforts will be more 
effective than with hit-or-miss programs and 
you will get the maximum return on your mer- 
chandising budget 

‘Timing is a basic factor in planning your mer- 
chandising programs. Your advertising, promo- 
tions and store and window displays should come 
just before the peak periods of paint sales in 
your trade area. 

The correct merchandising pattern for your 
store is decided by your monthly sales volume. 
The pattern can be set up on a chart which will 
show the relative importance of each month to 
the total activity of your paint department. 

The chart accompanying this article shows 
such a pattern. Hypothetical figures are used 
for the paint department of a mythical hardware 
store. The same chart can be used to chart your 
paint department pattern. 


Planned merchandising pays off 


Take the total dollar sales of your department 
for last year. Divide the total into sales made 
in January, in February, and so on for the other 
months. Mark the percentage figures for each 
month on the chart and then draw a line con- 
necting all these points. 

The pattern you set up for your store based 
on your own sales figures can be checked against 
the trend for your general sales territory. The 


National Paint, Varnish & Lacquer Association 
in a survey of consumer painting habits finds 
that outside home painting begins in February 


and there is a steady rise to the peak months of 


July and August, 
into November. 


followed by a steady decline 
These are national figures and 
the peak months for regions are: 


New England, July and August. 

Middle Atlantic, July and September 
South Atlantic, June. 

North Central, August. 

South Central, May and July. 

Mountain and Pacific, July and August. 


Paint budget depends on sales 


Advertising is a steady, all year expenditure 
which can be based on sales volume. The re Oom- 
mended figure for the paint department is 3 per 
cent of paint sales in the Hardware Dealers’ Ad- 
vertising Manual series currently 
lished in HARDWARE AGE. In some instances ex- 
penditures down to 2 per cent or as high as 4 per 
cent can be justified. A full explanation of an 
advertising budget and factors that can decide 
exact figures is given in the Feb. 3 issue of 
HARDWARE AGE on page 120. 

Another consideration of your planning after 
you have set up the pattern based on your store’s 
sales, checked this against the regional trend, 
and established an advertising budget is the 
factor of local events and situations. 


being p ib- 


Are your paint and sundries suppliers planning 
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special promotions this year? Are local civic 
or business groups planning any “clean up, paint 
up” programs’? Are you, or other hardware 
dealers planning a do-it-yourself show involving 
paint? 

You will want to go along with such special 
events and to fit your merchandising programs 
to take full advantage of these extra opportuni- 
ties to sell paint. 

Self service is another aspect of your merchan- 
dising program. Paint is one department that 
requires considerable personal selling but it also 
can be set up for self service along with sales- 
man service. 

Experienced home decorators may know what 
they want and like to wait on themselves. Such 
a decorator, for instance might be painting his 
porch floor. He knows that the job will take on 
quart of floor enamel, and he wants a medium 
gray shade. The customer is familiar with your 
ore and can take the can right off the shelf 
and pay you at the wrap or the check out counter. 


st 


Customer influence on displays 


Stores doing under $75,000 volume per year 
will have one paint section, the location deter- 
mined by the type of customers patronizing the 
store. 

Lower income customers tend to do more of 

their own home decorating and are more likely 
to be experienced painters. The paint section 
can be on the left, in the second or third location, 
ior this type of trade. 
Stores with higher income customers may 
Want to tie in paint with housewares and have 
these departments adjoining. The paint section 
might be on the right or left, beyond the first 
wall section, for this type of store. 

A store in this volume bracket probably would 
have three or four floor employees, so the paint 
section near the middle of the store would be 
accessibie to customers wanting advice. 

Stores that have a volume above $75,000 a vear 
would have a larger paint section. The overal! 
layout and traffic pattern would decide the exact 
floor locations. Basic items will be along a wall, 
with floor gondolas serving as a color center and 
for sundries. 

Hardware dealers find that paint sales are in- 
creased by changing department location. Loca- 
tion of the department up front exposes more 
store traffic to paint. This location is especialls 
desirable in building up a department. Dealers 
with big paint volume often put the department 


at the rear of the store to pull traffic down the 


Dealers also highlight their paint department 
Dy sing different colors for painting their 


stores Wall areas and fixtures are repainted 
fre entiv. (,enerous use of a color enables CUS- 
tomers to get a better idea of how that color 
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might work out in their homes, so the stores in 
terior paint job functions as a king size pain! 
chip. 

Other merchandising programs of hardware 


dealers to increase paint sales are: 


Display 60 feet long 


An unbroken 60-ft display of paint has helped 
step up sales for a hardware store in an Ohio 
city. 

In back of the color bar are two 2x4-ft shadow 
boxes, each having eight cubicles. Part of a 
paint can in one of eight shades is shown in each 
cubicle as a dramatized form of color card 

Kg lipped with four comfortable stool . the bal 
has a slanted top for easy handling of color 
charts and books. A 3-ft diameter wheel in the 
center of the back wall is painted in primar; 
colors. Salespeople point out to prospect thos 
color combinations which harmonize with each 
other and those which do not 


Caters to women 


Extra attention to women interested in home 
decoration projects has been the chief reason fo 
a good upswing in paint sales at a Texas store 

The woman in charge of the color bar inquire 
as to what the customer wishes to paint 

The next question 1s, “Is this for your own 
home or a rental property?” 


For a homeowner. it is assumed that interest 
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is in high-quality paint. Should the prospect live 
in rented premises then interest would be in less 
expensive paint. 

After the type of finish on the walls at the 
present time is learned, the paint department 
manager provides full details on application tech- 
nique. Then brushes, brush cleaners, sandpaper, 
other extra items are suggested for a satis- 
factory application job. 


Window racks sell color 


Kach time window trims are changed at a 
Georgia hardware store the removable racks are 
painted a different color. Racks finished in a deep 
blue in one window produced more than 50 in- 


‘ ’ 


juiries in the paint department. 
. 


Fresh stocks promote paint 


Fresh stocks are on display at a Louisiana 
hardware store through use of open back shelv- 
ing. 

The 50-ft L shaped paint display at the rear 
of the store is set away from the wall. Employees 
stock the shelving from the rear. This keeps 
older merchandise moving forward and off the 
shelves. 

Shelving is marked on the stock room side for 
color identification. 


More selections, more sales 


The offering of more color selections has 
boosted a California hardware dealer’s paint sales 
50 per cent. 

The dealer now offers a selection of 112 in- 
terior and 100 exterior colors. 


Color demonstrations 


The entire paint department in a Georgia hard- 
ware store is a mass demonstration of color. 
Fixtures and the walls are repainted frequently. 
some decorations are in solid colors, some with 
color combinations. Customers can view sweeping 
areas painted in a color and get a better idea of 
how that color would work out in their homes. 


King size color cards 


An Iowa dealer has eight king sized color cards 
in his store. These are the areas above the wall 
shelving in a high-ceiling storeroom. The area vs . 
has been divided into eight sections, each painted 
with one of the most popular colors. 


Few out-of-stock numbers 

Complete stocks are the basis of the merchan- 
dising program of an Arizona hardware dealer. 

The standard quantity for display shelves is 
six quarts and three gallons of each color. Re- 
orders are put through when reserve stock on 
white goes below 20 gallons, on other colors be- 
low 8 gallons. 

Paint is ordered and stocked by factory num- 
ber. Inventory is checked twice a week to make 
up orders. 


Show-how interests women 

A Missouri dealer merchandises his paint de- 
partment by accenting the show-how approach in 
selling materials for refinishing old furniture. 
Women customers especially are interested in 
furniture refinishing. This interest lea: 


~ 


$ to paint 
sales for redoing the rooms. 


Commercial paint sales 

A California hardware dealer has a number of 
metal and wood product manufacturing plants 
in his trade territory and solicits this paint busi- 
ness. Sales are made on 30-day ledger accounts. 
The dealer offers fast delivery service to his com- 
mercial customers. 


It's ‘‘Mrs."” Manager 


A California dealer bids for women customers 





with a woman manager of the paint department. 
The show-how works splendidly 
Women customers are interested in how to pre- 


: 


approach 


pare surfaces for painting, selection of paint 
types, application of paint, and how to clean 


brushes and rollers for storage 
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Personalized service 

Personalized service, including visiting the 
customer’s home to make color sketches of rooms 
is offered by a California dealer. Women are en- 
couraged to bring samples of drapery material 
or upholstery to the store in making in-store 
paint selections. 


How to merchandise brushes 


When paint brushes were moved to open dis- 
plays opposite the paint department from behind 
the counter at a California dealer’s store volume 
jumped appreciably. A 4-ft display unit shows 
various grades of brushes and rollers. 


Mass merchandising displays 

Mass displays are used by a Wisconsin dealer 
to set up his hardware store as paint head- 
quarters in a shopping center. The paint depart- 
ment has 60 feet of wall space in a store 90 feet 
deep. Shelving is 8 feet high. Then there are six 
ix8-ft islands for mass displays of paints and 


~. indries. 


Continuous window display 
A minimum of eight feet of the 40-ft windows 


in a California hardware store are used for con- 


tinuous displays of paint. Each spring the entire 
window spread features paint. The center of at- 
traction in one such spring display was a spread 
of 1,000 color chips. 


aaa 
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14 ideas on how to attract customers to your store and 


these are... 





Budget Selling 


Paint is sold on budget payment terms by a 
Connecticut hardware dealer. 

A sale totaling $50 is desired as minimum. 
Budget arrangements will be worked out on 
smaller amounts, or paint and sundries will be 
grouped with hardware purchases into one pay- 
ment plan. 

The carrying charge is $5 on paint sales be- 
tween $50 to $100, and 10 per cent on sales above 
$100. The amount of the down payment is left 
to the customer who usually puts down a bigger 
amount than the 10 to 20 per cent desired by the 
dealer. 


t apPLiCATION 


SALE’S CONTRACT 


CRED! 





The dealer carries most of his own time pay- 
ment paper. 

Paint and sundries sales under $50 are worked 
out, if possible, on extended open account pay- 


114 


Promotions that will sell paint 


ments. The customer makes an immediate down 
payment and the balance is divided over 30-60-90 
days. The unpaid balances show up on the 
monthly charge account statement. 

Some dealers work out financial payment plans 
when customers first show an interest in buying 
paint. An estimate is made of the probable 
total amount, and over how long a period the 
customer will be needing supplies. The cus- 
tomer then takes paint and sundries from the 
store as needed, and when the project is com- 
pleted the bill is totaled and final payment plans 
made. 

> - 


Store, Home Demonstrations 


In-store demonstrations and the use ef his own 
home help an Arkansas hardware dealer to 
steadily increase his volume in paint, brushes 
and accessories. 

The dealer says of his plan: “Many of my cus- 
tomers want a preview of a paint job. They are 
the people who need extra help with their paint- 
ing problems. Color cards are not always enough 
to help these people in choosing colors for walls, 
woodwork or exteriors. They want to see large 
areas that approximate the walls in their own 
homes as examples of what they can expect in 
refinishing parts of their own residences.”’ 


At the store and in his own home this dealer 
shows customers how he has utilized many 


shades and types of colors from his stocks. 
Rooms in his home are used to demonstrate 
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wall paint in the new colors promoted by women’s Sales Room Privacy 
magazines. 


_ : . , de ree of yrivacy. afforded bv a special room 
The dealer points out that his floor has a pro- \ deg 


; off the rear of the store, brought a SU per cent 
tective coat of clear varnish or shellac with wax 


finish. He tells his prospect that floors finished 


| 
' 


increase in paint department sales for a Cah- 
: . fornia hardware dealer. 

this way are easily kept cleaned. en 

rhe department formerly had been in the main 

sales area of the store. Paint customers were In- 

ee terrupted by aisle traffic, and it was difhcult for 

sales people to give undivided attention to paint 

customers. 


Paint Contractors Dinner The 





separate room is 13x15 feet. Exterior 


An annual dinner for professional painters paints are featured on one side, interior paints 
and paint contractors 1s the promotion of a New on the opposite side of the room. Cente! tables 
York state hardware dealer. display sundries 

The dinner is arranged by the dealer with 
the cooperation of supplier salesmen. Attend- ioe r. on 

——— 








Samples Promotion 


es 


JUE S HARDWARE | A Texas hardware dealer uses samples to at- 
PAINTERS tract paint customers. 


The territory is sampled periodically, and no 














sales effort is made when customers drop in te 











pick up their sample. 





(Customers have come in Six mont! later to 
buy paint, mentioning the sample 
This dealer points out that in addition to the 


long range sales benefit on paint, the tores 1 j 





ance us ally is 40 to 50 persons. 


A paint comp: sales executive, paint chemist . =< . . 
or ae paint ips en a ge” oa Paint Clinic with TV Tie-in 


expert is invited to give an address 


ip-dating the audience on painting problems and An in-store paint clinic with a te’e\ nm pro 
techniques New products also are introduce: gram tie-in is used by a Minnesot hardware 
at these dinners. dealer. 

The dealer reports these dinners have a lone The dealer puts on a home decoration demon 
range influence in building up commercial paint stration as part of a regular afternoon television 
sales. program for women two days betore the stor 

clinic. 


Other pre-clinic merchandising aids are ne 


papel advertisements. radio Sport an! neemen?t 
Scrapbook Spotlights Colors 
A serap book of color arrangements clipped F 8 
from women’s and home magazines is used by a = 7 


u (alifornia hardware dealer to interest home yr 7—~ 


owners in interior paints. Two women on the \ 
stores staff scan advertisements and feature / a 





arti Sx ror material tr put in the scrap Hook —_ ~, —— \ 
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Paint School in the Spring (a + r\ Vt 
- ' ; } ; 
} \b—} a | \ ae 
3 acnh SPrinyg an Ohio hardware dealer sets ip 
; an auditorium on an upper floor for a paint =F hool. 
! Vo-it-yourselfers are invited to learn how to window and store displays, and footsteps paint 
i paint { lasses are for two hours. held morning on the sidewalk as eve cat hers 
‘ : ] i se a. ‘ . ’ » oe " : oo 
and afternoons, Mondays through Fridays, fo: The clinic has attracted as mat 1.500 per 
i iw weeke Paint a; < are tribyy +) 
: xX Wee@K Paint ample Ss are distributed at the sons in a suburban hardware atore During the 
(xe of ach ~-S & } ; , . 
‘ it ©€acni ‘ Ion clinic a p byl ic address syetem is piped t 9 lond 
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Promotions that will sell paint... 
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speaker outside the store and has attracted traf- 
fic off the street. 


> —— -¢ 


Paint Carnival 


A two-day carnival sold 1,200 gallons of paint 
for a North Carolina hardware dealer. 

The carnival was publicized with newspaper 
advertisements and 70 spot radio announcements. 

The store was decorated to represent a carni- 


























val tent. The main entrance was the store’s 
front doors. Windows were trimmed in a carni- 
val theme. 

During the two days there was entertainment, 
souvenirs, refreshments, and demonstrations of 
paint and sundries. 


°° ? 


College Fraternity Promotion 


kor hardware dealers in college towns, here is 
a promotion that can be worked through the 
fraternities. 

The scourge of all pledges is the “hell week”’ 
that comes before formal initiation. Pledges are 
required to go through stunts some of which are 
far from constructive. 

The hazing of “hell week” has been turned 
into a constructive “help week” at some colleges 
where fraternities have eliminated the stunt idea 
and taken on some project that helps the com- 
munity. These projects involve all the pledges 
working on some paint job such as a city band- 
stand, or an institution. 

The “help week” idea has been endorsed by the 
National Inter-Fraternity Conference and the 
Inter-Fraternity Research & Advisory Council 

If there are fraternities in your community, 
call on the presidents and suggest their groups 
take on some civic painting job and buy the paint 
at your store. A booklet and poster explainine 
the idea can be obtained from the National 
Clean-Up, Paint-Up, Fix-Up Bureau, 1500 Rhode 
Island Ave., N. W., Washington 5, D. C. 


Women's Clubs Demonstrations 


Evening in-store demonstrations for Women’s 
Clubs are the promotion of a Rhode Island hard- 
ware dealer. 

Each evening for two weeks in the spring such 
demonstrations are conducted on the second floor 
of the store. Attendance averages 40 to 50 wo- 
men per session. 

Feature of the evening is an address explain- 
ing the various types of paints and application 
techniques. Paint samples are distributed at 
the close of the meeting. 


ae ap 
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Specials'’ on Paint, Sundries 

Specials are used by a Missouri dealer as pro- 
motions. One was a $3.95 paint brush offered a’ 
$1.95 with the purchase of a gallon of paint. 


SE 


Accentuating Color 

A Wisconsin dealer merchandises color by call- 
ing his mixing center the “Color Corner” and 
identifying it with colorful signs. 

Customers often visit the “Color Corner’ for 
information on decorating of one room. Careful 
attention to inquiries frequently sets up the sell- 
ing of paint for additional home projects. 


> ? 


Window Demonstrators 

Factory men demonstrating in a large display 
window is a promotion used by an Ohio hard- 
ware dealer. 

The demonstrator frequently interrupts his 
routine by inviting prospects to come in off the 
street and try some painting. 
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Here is a double-barreled sales tool that builds traffie and 


boosts paint business 


FARM PAINTS 
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| ENTING tools and equipment to do-it-your- 
self painters is a double-barreled method of 
building paint profits. 

Rentals can be made a source of profit in them- 
selves, in addition to their value as _ traffic 
builders 

Rentals also make it possible for customers to 
tackle decorating jobs they would not attempt if 
they had to buy outright the required equipment 

Many dealers have discovered, to their ad- 
vantage, that a tie-in of rentals and the paint 
department gives them more customer contacts, 
higher paint sales and greater opportunities for 
selling related merchandise and supplies. 

Rentals can be promoted along with the mer- 
chandising of paint and sundries in two ways. 
One method is to display in the paint department 
as many tools as possible that can be used on 
painting jobs. Spray guns, caulking guns, wire 
brushes and similar items can be on display along 
with a sign calling attention to these rentals. 

A floor sander, edger and polisher can be given 
a spot in or near the paint department. Some 
dealers combine displays with storage of rental 
tools and check out these rentals at the paint 
counter. 

You can kee } 
with tie-ins on paint advertisements. You can 


feature rentals in advertisements. and tie-in 


ow 


) a barrage of rental promotion 


1] :  , e* +> : e904 . » -< 
In all paint advertising you can include one or 


. 2 —_ } » , } - ao ¥ _ : : 
more rerere es to tool rentais Even one line 
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stating “We rent extension ladders,” or “Caulk- 
ing guns for rent” will remind customers of this 
part of your business. 

Then you can reverse the order and feature 
rentals. Under a headline such as “Do you know 


now easy it 1s to redecorate your living room?” 
vou can build your copy around specific steps of 
removing paper, preparing surfaces and the ac- 
tual painting, with emphasis on the rental of 
tools to make the job an easy one. Paints would 
be mentioned along with the rental tools 

Another way to feature rentals in advertising 
is to play up one item. For instance, take a caulk- 
ing gun and explain the importance of recaulking 
joints around window frames, doors and chim 
neys. 

The front windows can be signed, also the 
pillars in front of or inside the store. Another 


favored location is in stair wells to the basement. 


or to mezzanine and second floors. 

Signs can be used at the paint counter, and 
suspended from the ceiling in the paint and 
rental departments 


floor sanders and 


For interior decorating jobs 
edgers are the most frequently rented tools. That 
is what is shown in a survey among hardware 
dealers throughout the country made last veat 
by HARDWARE AGE. Sanders, edgers and polishers 
are at the top of the 10 basic rental tools. 

The refinishing of floors is a home maintenance 


job by itself. Floors can be refinished without 
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Use rentals to sell more paint... 


painting the walls and trim, but in many in- 
stances the floors are considered along with the 
rest of the room in the redecorating project. 

Finishes for floors are stocked in the paint de- 
partment and this is another strong tie-in be- 
tween floor refinishing tools and painting needs. 

Linoleum rollers, likewise, may logically be 
displayed and promoted in your floor covering 
department and there is a tie-in with the paint 
department on kitchen decorating. If you do not 
want to display a rental roller in the paint de- 
partment a sign can remind customers of this 
equipment in case they are going to re-lay 
linoleum when they redecorate the kitchen. 

Wallpaper streamers along with paint peelers 
are other rentables to include with your interior 
painting promotions. Promotions on these can be 
combined with spackle and plaster patching com- 
pounds, and grouped together with a surface 
preparation theme. 


Build your rentals on paint tools 

Drop cloths are highly desirable, especially if 
the floor is not to be refinished or if furniture is 
to be left in the room during painting. 

Step ladders and ladder planks can be sug- 
gested for ceiling projects. Dealers generally do 
not push hard on step ladder rentals since many 
home owners have one, but a promotion might 
lead to rentals, especially in apartment house 
areas where customers do not own many tools. 

For exterior work you have tools for rent 
usable during surface preparation work, and 
during painting. 

The trend towards one-story houses in some 
sections of the country has cut into the extension 
ladder rental business. Most areas of low houses 
can be reached from the ground or a step ladder. 
Extension ladders, planks and jacks, are still good 
rentables in areas where there are full two-story 
houses and where there are gabled ends and 
dormers on one and one-half story homes. 

Caulking guns, wire brushes, paint peelers and 
blow torches can be merchandised as rentals with 
merchandise such as putty, caulking compound, 
abrasives, putty knives, and shellac. 

Surface preparatory rental tools and merchan- 
dise give you another opportunity to build dis- 
plays and advertising leading to the sale of paint 
for an exterior job. 

The renting of tools for painting jobs may be 
a good starting point for dealers now considering 
branching out into a rental business. 

A HARDWARE AGE rental survey shows that 
floor sanders and edgers are the most popular of 
rentals. In fact, a number of hardware dealers 
confine their rental inventory to these todls only. 
Others have started with sanders and edgers and 


enlarged their inventory adding other tools. 











What you can rent to do-it- 
yourself painters... 


Here is a list of basic rental items that 
most do-it-yourself painters will need when 
they tackle a major paint job. Ask each 
customer if he has need for these items. 
The suggested rental fees are from the 
HARDWARE AGE Rental Manual pub- 
lished in the July 22, 1954, issue. These 
fees should be adjusted to local situations. 


Exterior painting 


lf the customer is preparing surfaces... 


Suggested 
Rental Fee, 
suggest the per day 
rental of caulking ¢ 50¢ 
If the customer is going to paint. . . 
suggest the 
rental of $ $2.50 
‘ $ 
$7 c 


Interior painting 


If the customer is preparing surfaces . . . 


suggest the 
rental of WOoOloonose +20 ™mer $3 ‘ = 


If the customer is going to paint... 


suggest the 
rental of roc r! / 
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How much paint can | sell? 


continued from page 97 


cost is $40.80, according to the consumer survey. 

A regional breakdown shows some variations 
as to the number of gallons purchased and the 
total paint cost per job. These figures are 
shown in table 1. 

Homes constitute the bulk of the buildings 
in the exterior paint do-it-yourself market, but 
there are other buildings that can be painted 
also, such as barns, garages, poultry houses, 
etc. The survey shows there is a potential in 
these other buildings that is currently un- 
tapped. 

Rooms are painted on an average of once 
every three years. Kitchens are done over more 
frequently, on the average of every two and a 
half years. The guest bedroom goes over a bit 
longer than other rooms, and is redone every 
three and a half years. 

The survey did not ask about the number of 
rooms painted per year. Hardware dealers’ ex- 
perience shows that many do-it-yourself home 
decorators are on what amounts to a continu- 
ous home painting project. In this way only 
one room is torn up at a time, and the general 
appearance of the home is one of being fairly 
recently redone. 


Painting is a woman's job also 


Most interior painting is done from March 
through September. On the nationa! scale, 
there are two peak months, May and September. 
The regional breakdown indicates several peaks 
during the year, coming in the spring and fall. 

When it comes to who does the painting, the 
do-it-yourself market is bigger for interior 
than it is for exterior paints. 

The survey shows that 82 pct of interior 
painting is done by members of the family, 
landlord, and hired help and part-time laborers. 

The male side of families does slightly more 
than the feminine side: husband, son, 38 pct 
of the total, against wife, daughter at 353 pct. 
This is shown in table 2. 

In income groups under $5,000 per year, do- 
it-yourself painting percentagewise is higher 
than the national average. Above the $5,000 
annual income level, the percentage of home 
decorator paint jobs drops off. 

The potential for interior paint can be pro- 
jected on the basis of rooms likely to be re- 
decorated each year per 100 houses. 








Table 1—amount of exterior paint 
purchased for average house job 


Region No. of gallons Cost of paint 
New England 9.2 $44.14 
Middle Atlantic 8.3 43.67 
South Atlantic 8.3 42.23 
North Central 8. | 39.94 
South Central 79 39.24 
Mountain & Pacific 8.7 38.46 
Average 8.3 40.80 


Source: National Paint, Varnish € Lacquer Ass 


With an average of seven rooms per house, 
counting halls and playrooms, that comes to 
700 rooms. 

The survey shows that the present trend will 
result in 65 pct of these rooms being painted, 
or a total of 455 paintable rooms. 

Since 82 pct of the interior painting, on the 
average, is done by do-it-yourselfers, this comes 
to 373 rooms per 100 houses for the home dec- 
orators’ market against 82 for decorating by 
contract painters. 

On a three-year decorating cycle, these 373 
rooms break down to a potential of 124 rooms 
paintable each year per 100 houses. 

The interior paint potential also includes 
paint, enamel or varnish for refinishing wood- 
work. The survey shows that for all rooms, 
varnish is used in 22 pct, paint-ename! in 78 pct. 

Another part of the interior paint potential 
is wood and masonry paints for basements. The 
trend towards rumpus and playrooms in base- 
ments has boosted the market in recent years 


Table 2—who applies the paint? 
Interior paint is applied by— 


husband, son in 38.1% of jot 
wife, daughter in 32.9% of jot 
contract painter in 18.1°/, of jobs 


landlord, hired hand in !|0.9° 


Exterior paint is applied by— 
husband, son in 37.3°%, of jobs 
wife, daughter in 8.4°% of jot 


contract painter in 33.4°% of job 
! } | —— Af, Oo/ 
ionciore h reg no 4 n Z£U.7 ~ 


Source: National Paint, Varnish € Lacquer Ass 
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for finishes for wood and building board, and 
also for basement walls and floors. 

The demands for various products used in 
finishing furniture and hobby projects has been 
stimulated by the do-it-yourself market. 

No one knows how big this market is. Power 
and hand tool sales have increased during the 
past few years and the government, after 
studying available figures, estimates that there 
are 11 million homes with workshops. 

The use of these home workshops is encour- 
aged through the availability of materials in 
sizes and shapes for home craftsmen, and of 
patterns for all kinds of projects. Consumer 
magazines have regular departments and spe- 
cial articles on the use of tools and materials 
with ideas for specific objects. 

The end result is a steady flow of furniture 
pieces, picture frames and hobby items, and 
that means a market for stains, shellacs, var- 
nishes, olls and waxes. 

A paint department can stock many items 
that have special applications. The potentials 
of these cannot be projected on a national basis 
because they could be major lines in some areas 
and not in big demand in others. 

Implement and tractor paint, for instance, is 
a good item in rural areas. Farmers buy these 
during the off season in cleaning, repairing, 
and getting their equipment ready for the com- 
ing season. Many implements and tractors are 
left outdoors most of the time, and frequent 
painting extends their life span. 

Paints in aerosol bombs are in good demand 
also for spraying of hot water and steam radi- 
ators, wicker furniture, and also bicycles. An 

attractive, well located display leads to many 
sales. This 


aerosol paint market is a rapidly 
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expanding fleld and should be represented in 
every paint department. Many dealers are also 
finding it profitable to establish a smaller dis- 
play of aerosol] paints in the housewares de- 
partment where many impulse sales are made 
to women. 

Right now the aerosol paint market is largely 
a hardware store market. A recent du Pont 
survey indicated that 52 pct of the purchases 
of this paint are made in a hardware store. 
The second largest outlet is department stores 
with 12 pet. 


Contract painters 25°% of market 

The figures presented with this article are 
concerned only with the do-it-yourself home 
decorator market. Some home decorating al- 
ways has been done by home owners and rent- 
ers, but the post-war increase has blown this 
into a big market. 

The contract painter market accounts for 
about 25 pet of the non-industrial paint market, 
but many hardware dealers are not pushing for 
this type of sale. The major problems here 
revolve around price and payment methods. 

The larger contract painters usually buy at 
a substantial discount, approximating a smal! 
hardware dealer’s cost. The smaller contract 
painters sometimes take a bit long to settle 
their bills. The end results in these cases is 
that the retail] store functions as a supply depot 
and carrying the account, and also stocking 
some of the higher priced sundries sold only to 
contractors. 

Some hardware dealers, however, do a sub- 
stantial volume with contract painters and this 
is an avenue for increasing volume that others 


might want to investigate. 
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How's your paint IQ 


Test your product knowledge 


Good salesmanship depends on product information. 
Here's a Hardware Age quiz that will tell you 
how much of a whiz you are at selling paint. 
There are no tricks, hidden traps, nor do you need 
to keep score. Just see how many questions you 
can answer completely and correctly. 


@ > Would you recommend the same type of paint to a customer who is going tc 
int a bedroom and a bathroom? Why? 


\ A , " o , , J - ” : o~ r™ : , : vn r 7 , Z ~ : a L) = 
QD » VYVoula you recommenda chalking or non-chalking paint 1 customer painting 
ct 


nd-story clapboard over tirst tloor masonry ? 


9? Would you recommend the same type brush tor both 
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Q > Would you ask a customer ''Do you have a brush (or roller)?" or ‘Do you have 


\ 


2 clean brush [or roller)? Which will sell more? 

0 > Would you recommend the same thinner tor rubber and for oil base paint? 

Q > Would you recommend a roller for gloss paint? 

QP Would you show color chips under more than one kind of light? 

@ >) Would you recommend painting over wallpaper: to a home owner? to a renter? 


© ») Would you recommend painting basement walls? With what? 


@ >» Would you recommend a sealer coat betore painting an old living room wa 


ainted previously with oil base, with rubber base, with alkyd paint? 


9 P How would you tigure the quantity of paint needed for an exterior job: 
9 > What are the principal steps of preparation for an exterior paint job? 
Q > What would you recommend for a metal roof, eaves, and down spouts’ 
e >» What would you recommend on a complaint that an outside paint job blistered 
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... makes insecticides, weed killers, 


fungicides work better 





Du Pont Spreader-Sticker, known for years for its value 
in increasing effectiveness of sprays for commercial fruit 
and vegetable growers. now comes to you in convenient 
packages for home garden use. 

A few drops ol Spreader Sticker make 
Sprays wet better and stay on foliage 
longer. It aids sprays by helping them 
adhere tO Waxy foliage, spreads them, 






Display it 


sticks them tight. ‘They stay on longer 
prov ide extra days or weeks of effective 
ness. 


Opportunity for EXTRA Sales 


Spreader-Sticker can be sold with every spray product 








. makes an excellent tie-in for store promotion. Better 
plan Lo get several display cartons (12 one-ounce cans per 
carton, 4 cartons per Case 














New! Du Pont 
 SPREADER-STICKER 


... Packed for convenient home garden use 


...For use with all pesticide sprays 


with ALL your garden, 
spray products 

















DROP-SHIP DEAL 
$15.00 Free Goods 
Receive one full cose — 


1 Ib. Floral Dust, or 1 Ib. 
Fruit Tree Spray, or 1 Ib. 
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Veg. Garden Dust, or 2 








Ibs. Tomato Dust 











FREE with every 20- 


case drop shipment 
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BETTER THINGS FOR BETTER LIVING... 



















NEW DISPLAY DEAL ~—movable steel rack 


—yours for $19.50—plus case of LAWN WEED 
KILLER FREE, when you buy the ‘‘Drop-Ship Deal.’ 


‘This sturdy rack will hold up to 300 Ibs 

and it’s movable! Goes indoors. out 
doors at a moment's notice ‘The free cast 
of LAWN WEED KILLER retails for 
$24.00. When sold, you'll have the rack 
free, too, and $4.50 in the cash drawer 


To get your rack plus free case of LAWN 
WEED KILLER, buy the “Drop-Ship 
Deal.’’ Send your order to your jobber or 
distributor. 

For further information about the prof 
itable Du Pont Garden Line, write to 
Du Pont, Grasselli Chemicals Department 
Garden Products, Wilmington, Delaware. 


GU PONT 


. THROUGH CHEMISTRY 













by William A. McKay 


Advertising scheduling and budget contro] are so 
closely related that they can be considered together. 

Three charts for a scheduling and control system 
are included with this article. They are: departmental 
advertising control sheet, ad scheduling calendar, and 
advertising media control sheet. 

The use of these charts will eliminate any further 
concern about planning your campaigns for maximum 
results. They are not complicated nor difficult to use. 

After discussing the control system which requires 
all three of these charts we will also suggest two 
alternate systems which are somewhat simpler al- 
though less accurate. All these control systems are 
workable and each can do a job if applied correctly. 

Let us establish a mythical hardware store to see 
how the charts of this contro] system can be applied to 
your store. Figures for such a mythical store are used 
on these charts. 

This mythical store handles general hardware, 
housewares, appliances, paint and sporting goods. 
Estimated sales volume is $137,297 based on princi- 
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How to schedule your advertisements 





MANUAL 


ples discussed in Art. 1, Jan. 20 issue page 97. The 
advertising year begins Oct. 1. 

The gross advertising appropriation comes to 
$3,341, applying percentages given in Art. 2, Feb. 3 
issue page 120. The total of the 20 pct reserve is 
$669. The net budget is $2,672. 

The size of this amount indicates immediately that 
we will not be able to thin out our program to any 
great extent so we will confine our effort to a few 
basic media. 

The “Daily Enterprise” (our mythical newspaper) 
serves Our area without too much waste circulation 
beyond our sales borders. The rates are reasonable. 
The Audit Bureau of Circulation reports a good cir- 
culation. 

tadio KOYZ (also mythical) seems to be the best 
of two stations available. Its coverage pattern is 
good. Rates are reasonable. There are lots of local 
programs and civic interest broadcasts. 

Since our area is well-defined it will be ideal for 
direct mail activity and circulars. 

We will want a little money to invest in media othe 
than our major selections. 
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This is the allocation of our funds: 


Media Per Cent Budget 
Newspaper 60 $1,603 
Radio 15 400 
Direct mail 15 400 
Miscellaneous 10 267 


As a buffer, we still have the $669 reserve fund to 
cover extra ads placed in the above media not includ- 
ing the ads which will be charged to our miscellaneous 
account and for window and store display material. 

By checking our sales graph or estimated monthly 
percentage record, outlined in Art. 2, we see that our 
minimum month may drop as low as 6 per cent of 
our year’s estimated sales which means that we will 
not want to invest much more than 6 per cent of our 
newspaper allocation during that month. Taking this 
percentage of our total newspaper allotment for the 
year we find that we will have $96 to work with 
during that minimum month. 

Scanning our newspaper rate card, we find a local 
contract agreement which requires 20 inches once 
each week and this contract will earn us a local rate 
of $1 per column inch. The next higher contract 
ealls for a minimum of 40 inches per week which 
would run us over our budget for the minimum 
month. So we contract for the 20 inches weekly 








minimum, designating Friday as the day on which 
our ad will run. 

Let’s check our radio rate card. Rates are lower 
if we buy in units of 13, 26, 52, or 104 spots. The 
rate for the higher number is $3 each, and since we 
want a quantity that will enable us to get a satura- 
tion effect we sign for 104 announcements. The bal- 
ance of our radio money will be reserved for addi- 
tional spots or for occasional tie-in announcements 
with programs run by our manufacturers. 

We will consider our direct mail and miscellaneous 
categories as the occasions arise during our coming 
year. 

Now we are ready to begin October scheduling and 
we will use the three charts with this article. (Repli- 
cas of these charts for actual use in your store can 
be made by having a local artist draw them on tracing 
paper and a blue-print company make black-line 
prints. ) 

Our monthly percentage record from Art. 2 shows 
anticipated sales for October to be about 9 per cent 
of the year’s total. We enter this figure at the top of 
the departmental advertising contro] sheet. Just be- 
low that we enter the net advertising budget for 
each department taken off the sales estimates. We 
next enter the total $669 reserve. We write in the 
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days of the month on this contro] sheet and also on 
the ad scheduling calendar. 

Our newspaper advertising in the “Enterprise” 
should be controlled closely since we are obligated to 
maintain a minimum weekly contract for a full year. 
We anticipate 9 per cent of our business this month 
and we plan to use 9 per cent of our year’s contract 
with the paper, about $145. 

We will go a bit strong on radio and on a few 
extra ads from our reserve fund since we have in 
October a couple of special promotions to be followed 
by our toy department opening. 

Scheduling becomes the process of working on one 
promotion at a time. It never ceases to be interesting 
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"i 


to see the ultimate goal achieved. As we juggle our 
notations on the calendar we set down tentative fig- 
ures on the departmental advertising control sheet 
under the proper department to which the cost 1s to 
be charged. 

We know we can get a 50 per cent co-operative re- 
fund from the distributor on the paint and heater ads 
so we decide to increase the size. In entering these 
ads on the departmental advertising control sheet, 
we enter only the amount that will come from our 
own funds. 

We refer frequently to our calendar since we use 
this space to jot reminders to ourselves as we order 
merchandise or are advised of promotions by manu- 
facturers, distributors or local civic organizations. 

Eventually the figures come out to our liking. We've 
gone a little strong on our radio contract and on our 
reserve fund but we feel that we have lined up a 
good program for October. We can now put the de- 
partmental advertising control sheet away until we 
are ready to set up our schedule for November. 

We now take our advertising media control sheet 
and prepare one for each media in which we will be 
placing our ads including one for direct mail, mis- 
cellaneous, and the reserve fund. 

From our calendar we pencil in the information 
covering the ads that we have planned, entering the 
amounts lightly under the proper department, and 
showing the amount of co-operative refund in the 


column so titled. (Continued on page 128) 
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Control form that begi ns with listing budget by departments ends with 
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the entire month. 
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DEPARTMENTAL ADVERTISING CONTROL SHEET 
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As the month progresses, we will make additional] 
entries for the items that we were unable to antici- 
pate in the planning stage. 

As each ad appears in the paper we measure it 
to double-check the size and make any minor correc- 
tion that may be necessary in our figures on the 
media control sheet. 






MANUAL 





Beware of changing budget too rapidly 

When we are ready to schedule November we will 
enter the figures from our sales records as shown in 
the sample departmental control sheet and arrive at 
the percentage by which we have exceeded or fallen 
short of our planned sales goal. We must determine 
whether to raise or lower our appropriation for the 
month entirely at our discretion. 

As a guide, however, we can work on the basis 
that we should not reduce our advertising appropria- 
tion as rapidly as our sales fall because this will 
court disaster. If we have enjoyed a slight upswing 
we increase our advertising by a comparable per- 
centage. If the upswing is unusually large it indi- 
cates an unnatural situation in most cases so we can 
allow a smaller percentage of increase in our budget 
adjustment. 

When we are sure that we have entered all figures 
on our media contro] sheets, we total and run a green 
pencil line above and below for easy reference. Our 
cumulative totals can be outlined in red. 


Streamlined advertising budget control 


At any point during the year, and it is recom- 
mended that it be done every three months for the 
first three quarters and monthly during the last 
quarter, we can quickly run a check on our standing. 
We will have kept figures from which we can deter- 
mine the percentage which each department has con- 
tributed to our over-all sales, and we apply this per- 
centage to our total in the institutional column, add- 
ing these figures back to the respective departments. 
This gives us an accurate expenditure for each de- 
partment which we can transfer to a media control 
sheet entitled “recapitulation.” It then becomes a 
simple matter to check the departmental expenditures 
against our department sales to find out how our 
advertising percentages are running. 
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If we are less concerned with maintaining an accu- 
rate application of our advertising investments than 
we are with keeping the media control record, we can 
develop a satisfactory system by dispensing with the 
departmental contro] sheet. Our media control sheet 
will carry the amount of advertising money placed 
for each department and our periodic check will keep 
our percentages in fairly good shape. The only weak- 
ness is that we may tend to occasionally over-promote 
or under-promote individua] departments. 

If this compromise system appeals to us it will 
not be necessary to indicate on our calendar the de- 
partment to which expenditures should be charged. 
This will take care of itself as we transfer the 
amounts by media to our media control sheet. 


Budget is key to whatever system used 

If we are operating a small store which has no 
system of departmental record-keeping and which 
perhaps cannot justify a contract, we can dispense 
with both the departmental control sheet and the 
media control sheet, relying entirely upon the sched- 
uling calendar. This is an un-systematic system but 
it forms the ground-work for an expansion of con- 
trols as the need develops. 

The calendar will be a work sheet, adding a 
columnar pad record to list actual] expenditures. 

If we elect to use this system, even though our store 
is departmentized, remember that we still must es- 
tablish our over-all budget by applying percentages 
to our departmental gross sales. No other method 
will assure us that we have set up an allocation suffi- 
cient to do the job. 

If our store is not departmentized, then we must 
rely upon an over-all budget, and it is generally ac- 
cepted that 2 per cent of our total gross sales will 
give us a figure adequate to achieve our goal. 

Now that our schedule has been completed, the 
next problem is the actual preparation of the ads for 
our program, and this subject will be covered in our 
next article. 





Next: how to prepare ads 


The next article in this series will be on the actual 
preparation of advertisements with a step-by-step 
procedure. 


How to estimate gross sales was explained in 


the first article, Jan. 20 issue page 97. 


How to set up a budget on these estimated sales 


figures was given in the Feb. 3 issue, page 120. 


How to select advertising media was discussed 


in the Feb. |7 issue, page 1|28. 


The sixth, and final, article will explain how to 


get the most out of your advertising budget. 


You can clip these articles for reference to the 


charts and for use as your textbook on advertising. 
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“The RESINITE line 
gives me the 


MOST PROFIT PER 
FOOT of floor space” 


* 
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J. R. Westbrook Co., Riverside, Calif. 


"Post President N.R.H.A 





Dealers from coast to coast report Resinite the 
most profitable hose and sprinkler line for many 
reasons: Fast turnover 


@ Superb Resinite quality 
@ Smart packaging 


Effective advertising 


Low inventory with this one com- 
plete line of hose and sprinklers 
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WY Hesinite 


products of Resin Industries, Ince-* 
SOLD BY RESINITE SALES CORP. SANTA BARBARA, CALIF 
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@ Higher unit profit 
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increased customer goodwill 


You, too will find it poys in many ways to 
feature and merchandise the Resinite line. Ask 
your wholesoler or send for complete details 


today. 


re 
* 


Wed 


fe: 
oe 





Pe 
a, We 


SOAKER $ 





eS ~ 


a4 


“me 


ett. $ 
aw 
ae 








Resinite Sales Corp. Dept 
Box 1257, Sante Barbora, C 
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Send complete information, prices and discounts on 


Resinite hose and sprinklers 
Nome 
Store 


Address 


City 


Ovr wholesaler is 


lone 
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Stanley Announces Hardware Week 


Brace, Plane, Driver and Door 





BLOCK PLANE No. 110 


A handful of plane that’s a wood- 
worker’s delight. Ideal for home 
craftsman work where frequent 
adjustments aren't necessary. 


A regular $2.75 retail value 


IRHA WEEK Special $1.98 


BIT BRACE No. 1246 


A deluxe 10” bit brace with qual- 
ity features —a full ball bearing 
chuck, concealed ratchet and uni- 
versal jaws. 


A regular $8.65 retail value 
IRHA WEEK Special $6.98 
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THE STANLEY WORKS -e- 


oor “HOW TO 

toe WORK WITH 

= vee TOOLS AND 
.. woop” 





*  Here’s a convenient to 

carry, easy to read pocket 
book written especially for the do-it- 
yourselfer. Offered to hardware dealers 
before book stores. Packed twenty in a 
carton with an attractive, eye catching 
display. Retail value is 25¢ each. 


IRHA WEEK Price $4.00 a carton 


STANLEY’S HARDWARE WEEK 


SATURDAY EVENING POST... April 16 
--. IRHA WEEK issue. See the page ad 
on Stanley Tools and Hardware. 


See the same ad in April BETTER 
HOMES & GARDENS and SUNSET, in the 
Spring issue of HOME MODERNIZING, 
in March HOME CRAFTSMAN and 
HOMECRAFT & HOME OWNER. 





SCREEN AND STORM | 
DOOR LATCH | 


No. 1280!/2C 


SCREEN DOOR 


SET No. 1158J ~r 
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A year round door latch that’s as 
good on storm doors as it is on 
screen doors. Solid brass... 
push-pull action...no lock-out 
feature. Can be applied by boring 
a 1” hole in door. 


A regular $3.65 retail value 


IRHA WEEK Special $2.69 








A perfect item for Spring fix-up 
time. Set consists of one pair of 
spring hinges, one door pull and 
one hook and eye. All are steel 
with a japanned finish. 


Set is a 65é¢ retail value 


IRHA WEEK Special 49¢ a set 


NEW BRITAIN, CONNECTICUT 


1955 




















Specials; 
Hardware 


“Yankee-Handyman” 
SPIRAL-RATCHET 
SCREW DRIVER 

No. 433H 


It’s the newest “Yankee” 
driver. Saves time — saves 
labor. Extra duty tool for the 
do-it-yourselfer. Draws or 
drives screws. Can be used 
as a drill, too. Order 
“Yankee-Handyman” 333H 
Drill Point Set for fast sell- 
ing accessories. 








A regular $3.98 retail value 


IRHA WEEK Special $3.69 


MERCHANDISER 
No. 433H-M 


Let these drivers sell themselves in 
this attractive counter display. Shows 
customers where and how to use... 
has space for your price. No charge 
for merchandiser — packed with 
every order for 4 drivers. 


IRHA WEEK SPECIAL $14.76 
(four in the merchandiser) 
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POWER MOWER 
OWNERS ARE 
YOUR CUSTOMERS 


A power mower owner is a guy who 
likes complete mechanization when 
it comes to cutting grass... who 
can’t see any fun in crawling around 
flower beds, walks and driveways 
trimming grass with hand shears. For 
him, the H190 Grasshear ts a natural 
tie-in. 

And it’s new — new finish, new 
design, new low price of $39.95. 





THE DECORATING 
NEWS — ALUMINUM 


Aluminum cabinet hardware gets 
more popular every day. Send for 
Introductory Package No. 525A. 
Contains 144 hardware items 
pulls, knobs, backplates, magnetic 
catches, lipped door hinges with 
a retail value of $76.20. Complete 
with Salesmaker DBS525 (shown 
above) total value is $81.95. Lust 
price of No. 525A Introductory 
Package ... $77.00. 






A “TRU-VIEW” PACK 
WITH 4-WAY SELL 


* hang from hole at top 

* rule can be easily removed 
* back side shows features 

* plastic cover protects rule 


Replaceable, 42” wide, white enam- 
eled blade with Tru-Zero hook for 
accurate measurement. Retail value 
...6°'—98¢, 8’ —$1.19, 10’ 

$1.49. See your wholesaler or write 
Stanley Tools, 383 Elm St., New 
Britain, Conn. 






Router 


AMATEURS AND EXPERTS 
BOTH LIKE THE H1I5 


HiS Router 
because it’s light, compact and easy 


Beginners like the 


to handle. | xperts swear by it for the 
delicate work it can turn out, for the 
intricate joints it can make, for its 
dependability. 


Display the HIS where customers 
can check its construction, balance 
Retail $39.95. 
See your wholesaler or write Stanley 
Electric Lools, 383 Myrtle St... New 
Britain. Conn. 


and feel value . 


HARDWARE «+ TOOLS « ELECTRIC TOOLS «+ STEEL STRAPPING «+ STEEL 
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MORE PROFIT IN 


AMERICA’S NO. 1 ine 
VAN My 


FIRST IN SALES! 


Vit 


“S7 IN QUALITY! 


a 
a 


Self 
Service 
Easy! 


GLASWIK- | 
outlasts ordi- | 
nary kindlers | 
4 to 5 times 







a full line for oil stoves and ranges 
GLASWIK FASTHEAT 

World's finest spun Accordion-fold—for 
glass wireless wick. range burners 
FLAMEMASTER SUPERHEAT 

The asbestos leader— Good quality asbestos 
has more oil-carrying -—-two heavy exposed 
strands. brass wires. 


BESWIK THRIF-T 
Superior asbestos—at Economy grade wire— 
@ competitive price. ‘e'Pforced asbestos. 


TOP NOTCH 
! Perfection replacement 
NE —cotton, in steel shell. 
TRIPLEHEAT The superior 3-wire asbestos 
wick at a new low price. 


Check your stock and reorder NOW! 






Sold Only Through Distributors 
ee 


ATLAS ..35. 


NORTH WALES 7, PA. 


Mir. ef Asbestos Textiles Since 1922 








How to Use High Ledge Displays 





How can a store with high ceil- 
ings effectively use display space 
above the top ledge of its wall dis- 
plays? 

Reineman Hardware Co. in 
Burlington, Wis., has solved this 
problem by creating eight separate 
display niches atop the high-ledged 
wall displays. Each of these eight 
units has a backdrop of corrugated 
paper supported by uprights nailed 
to ceiling and ledge. Bulky items 


are featured in these display 


niches, both mass and sample show- 
ings being highlighted. 
Each ledge display section is 


about 10 ft. wide, different colors of 
corrugated paper being used. Flu- 
orescent lighting spotlights mer- 


chandise in each of the special 
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Highly ornamental utility items take the stage in this display nic 


units in the firm’s hardware divi- 
sion. 

Use of these areas for organized 
displays instead of for storage pur- 
poses, adds to the attractive ap- 
pearance of the entire store. It 
also helps in making the house- 
keeping job an easier one. 

A wide range of bulky items, 
seasonal merchandise in most in- 
is shown in these display 
compartments. 

The _ display 
ticularly well adapted to showing 


stances, 
niches are par- 


bulky spring-time merchandise such 
as wheelbarrows, fertilizer spread- 
, garden hose reels, lawn mowers 
and yard signs. 
Waste containers and sanitary 
garbage cans are often shown in 
these units. 
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HARDWARE 





Every Pail cy i¢ 
Retail Value 
Your Cost : 
YOUR PROFTI 


New B.F. 
includes 
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B.F.Goodrich 


A handy gift 
for you 
a 


$ y28 yolue 


suave suze * Smet & 








Special offer No. 4258 
You get ] : 


’ 
(,00 ricn 


pairs of B. I 


$/0.68 
6.06 
$ 4.02 


er i er : eT srw 
reS Cé 

Mi eT ar 
[pa 


AGE, MARCH 3, 


1955 


«--.. 


? 








Here’s a bargain both for you 


afl 
yourcustomer’:s lanolized rubber ole ves 


with tiie nationally 


advertised B. | 
( leach ¢ na . } nose 
POOCTICN Name, anda +. X41ncn sponge 


; : 
tree with each pair of gloves (;lovesand 
sponges are Dandeéed together in special 


Dargain Wrappe’:s as Shown in the picture 
‘ & 6 (CU _ 


To help YOu sell. B F Goodrich DacKs 


, 
(nis deal in a col 


it i counter SI lay 
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Sell the brand that’s easy to sell 


Goodrich rubber glove deal 
free gift for your customers 


B. F. Goodrich isa name your customers 


Know—both through wide cons 


mer 

rr rv if ’ ,¢ ' ’ r ‘ ’ ’ ’ ’ 
AQGVCTUSIIY ana reir own ¢ DCricrice 
BF 
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C;,oodrich lanolized glove ire ti 


yorite rupper viove on the mar©rket 
yet tney Cost you no more than man’ 
iesset 


known brands. You earn as much 


pront ana get the addge advantage 
otB } (,oodrnch name that § Known 
anda trusted the country ove 


Products nationally advertised by 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
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How the Colorado River Storage project 
will affect the western hardware trade 


A new market area ean be opened .... 


by Charles L. Wheeler 


President 
alt Lake Hdwe. Co. 
alt Lake City 10 
Utah 


5 3 Cc 
ine oO 


Cc 
2 


Hardware dealers, wholesalers they need for culinary purposes 
and manufacturers have a great and industrial expansion. 
deal at stake in the proposed de- Power will reach into new areas, 
velopment of the Upper Colorado pro, iding opport inities for house- 
River Basin. wives to have new appliances and 
The project would create a vast products which they have had to 
new and progressive era, opening do without in the past. 
more markets for hardware prod- The recreational possibilities of 
ducts of all types. It will mean these huge fresh water reservoirs 
greater buying power, greater de- providing fishing, boating, camp- 
mand for many products. Also, ng and related activities, would 
open up these facilities to literally 


millions of American tourists in 


during the 20-year construction 


period, it will provide new mar- an 
ynne of the most beautiful and most 





kets for hundreds of items 5 alia > +} 
. colortul areas ot tne nation. 
Every large development of this 


) :, | The Colorado River Storage 
sort brings an area-wide busines . 
Project, unlike other reclamation 
upturn, just as Grand Coulee Dam : ; 
‘ ; projects snt a one-dam-ana- 
has done in the Northwest. W ater vast new markets for products of yower-plant construction. It is a 
and power would be provided for all sorts. series of dams along the Colorado 
thirsty cities, for industrial expan- The project will cost more than Rina ok tte trthetesion Wiese | 
sion and for farming areas. a billion dollars, although it pays are six of these dams proposed fo) | 
Dealers who are familiar with for itself and nets the government nitial construction. | 
this and similar development know a profit in the long run. Power fea- In addition. there are more tha} 
of the resulting increase in con- tures of the project will pay stand- a dozen smaller participating proj- 
sumer needs and spending. West ard 2'% pct interest, as well as re- ects Five states are involved 
ern hardware dealers who kno\ pay the principal] in ful! Colorado. Utah. Arizona. New 
this area are in support of th Thus, the project puts money Mexico. and Wvoming 
project. into circulation now, with an even- Secretary of Interior Douglas 
They point out that it is a good tual saving to the taxpayer. In the McKay pinpointed what it will 
project from a national defense meantime, new lands will be added mean when he said, “This project 
standpoint and will aid the na- to tax rolls, new industries will will affect the lives of more than 
tional economy as well as open grow, cities will obtain the water 3,750,000 people living in the five- 
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YOU CAN COUNT ON CONTINENTAL 
Y FASTENER NEED! 





FOR EVER 
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Continental Produces Over 1,756,000 


Styles and Sizes of Standard Screws Alone! 


Continental offers you a greater selection 
than any other fastener producer 

The vast inventory of fastenings offered 
by Continental is proof that you can always 
count on Continental for every fastener 
need. Whether your demands are for special 
or regular units, you will be assured of the 
best fastener for your job and of fast serv- 
ice, too. 


You will profit by putting this operation 
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to work for you. The Continental Screw 
Company’s design engineers and produc 
tion specialists offer you the benefits of 
over 50 years experience and know-how. 
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Continental Screw Co. 


Manufacturer 


NEW BEDFORD, MASSACHUSETTS, VU. S&S. A. 


of Holtite Fasteninegs 



















SAVE TIME! 
SAVE MONEY! 
GAIN PROFITS! 


How can you give your customers 
top quality while you save your 
and make 
more money, too? Easy! Just 
ATLAS. 
Get tacks, nails, staples, glazier 
thousands 


own time ond effort... 
order from one source 


points, rivets, glides 
of allied items to choose from 


all with one order, one bill, one 
to one wholesaler. Less 
uniform delivery, 


check 
paper work, 
easier to inventory! 

ATLAS quality is 


world over. Ask your 


ATLAS line 


source of supply. 





“Since 1810 
é At ] TACK 
; aS corp. 
" AIRHAVEN, MASS. © HENDERSON, KY. 
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known the 
whole- 
scaler to show you the complete 
and explain how 
you can increase profits 5% or 
more by concentrating on one 








state region. It is therefore im- 
perative.” 

President Eisenhower also has 
called for development of the 
Upper Colorado River Basin, both 
in his State of the Union message 
and his budget message. Bills to 
provide for this development are 
now before Congress. 

To see how tremendous the 
project is, persons need only to 
examine one of the proposed dams. 
The Glen Canyon dam in northern 
Arizona will store 26,000,000 acre- 
feet of water and will have hydro- 
electric generating capacity of 
800,000 kilowatts, or about two- 
thirds of that of Hoover Dam. This 
dam is one of six proposed for 
initial construction. 

There is no private vs. public 
issue involved in this project. Both 
private and public development 
advocates are supporting the 
project. 


Some opposition to one of the 


proposed dams has arisen—the 
Echo Dam in Dinosaur National 
Monument in northwestern Colo- 
rado. But supporters of the project 
point out that this damsite now 
can be reached only by river- 
runners down dangerous rapids. 
For a 15-year period, only an aver- 
age of 120 people have visited the 
damsite Under pro- 
plans, the project 
enable development of a vast play- 
ground for millions of Americans. 


each year. 


posed would 


Too, there are other rapids nearby 
for those who prefer this sort of 
sport. 

The project benefits all. It aids 
development of uranium and other 
materials needed for national de- 
fense, and it helps an expanding 
area grow ever more. Too, it cre- 
ates vast new markets for hard- 
ware and other products. 

Persons can help make this pro}- 
ect a reality by writing to their 
Congressmen in support of it. 





Eases Storage Problem 


At McVicar Hardware Co. in 
Seattle, Wash., use of 
storage of reserve 
stocks works better for the firm 
than fixed 
Grant MecVicar is shown looking 
over the reserve stock of some 


sliding 
shelves for 


drawers or shelves. 





gourmet items in one of his sliding 
shelves. A low rim prevents stock 
from falling or being knocked from 
the shelf. Mr. Grant says that the 
sliding shelves combine the best 
features of both fixed shelves and 
conventional type drawers. 


make inspection and selection easy 
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(GRIFFIN 


HARDWARE 


Sins q iv les BEST 
il 
Pee using 
ee IS PAK k ARDS 


buy only the hardware you want 
.. . the items you sell most 






The VisiPak line of carded hardware is the easy line to buy. 
You're your own buyer, selecting only those items your custom- 
ers want and in the quantities you expect to sell. The colorful 
Griffin cards are compact .. . the smartest in the trade. 5o 
they ll fit into your counter compartments or hang on hooks 
for easy self-sell display. Each item is protected—-wrapped in 


its own sturdy plastic cocoon — which also holds the screws. 


And sell they will . . . as proven by the rush of reorders 


from dealer to wholesaler to Griffin. Yes. it’s Griffin VisiPak 





for faster turnover and more profits. Ask your wholesaler. 


GRIFFIN 


MANUFACTURING CO. ERIE, PA. 
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PRICE... 
QUALITY. . 


Complete Line! 


al Eliminate 
hazard! 


MUVIT 


Semi - Paste 
Excellent 

heads ang 
Surfaces. (jj 


Over. 
irregular 
NBS any. 
NS Moist 


‘ » . Giss 
after — Coat 


LIKKETY 


surfaces. 


JET-STRIP 


The Push-button paint 
and varnish remover! 
No brush needed 
Safe! Cuts deep . | 
NO waste. Economica 
and easy to use! 


IMPORTANT! Sterling removers 
ore all free from toxic benzol! 


Send for price list and 
catalog sheet today! 


STERLING PAINT 
& VARNISH CO. 


4 Commercial S$t.. Maiden. Mass. 








New Fixtures 


Partial modernization of Sherk’s 
Hardware in Chambersburg, Pa.. 
has brightened the entire store. 
(Customer reaction has been such 
that Harry H. Sherk, owner of the 
64-year old store, plans to refix- 
ture the entire display room. 

Glass shelving was installed 
along the entire wall of one side 
of the store, this shelving running 
from just inside the former closed 
back to the far end of the store. A 
canopy with concealed fluorescent 
lighting helps brighten the entire 
store. 

After store hours the modern- 
ized side of the store is kept 
lighted as an eye-catcher. 

Shelves running to the window 
are utilized for featuring gift- 
wares and a wide variety of fan- 





Attract Trade 


cier housewares items. House- 
Wares and electric housewares 
items are shown on shelving run- 
ning to the rear of the store. 

Dramatized in this manner vol- 
ume in profitable housewares items 
of the better grade were doubled 
soon after completion of this par- 
tial modernization. 

Back-up stock is stored on the 
second floor on two rows of wide 
shelving located as far as possible 
directly above the main floor dis- 
plays of the same items. Thus 
the breaking in of a new full-time 
or a temporary employee Is eased 
with respect to teaching him the 
location of overstocks. This back- 
up stock storage idea was partic- 
ularly advantageous during the 


(Christmas season 
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PARADE OF LEADERS... the publications most readers prefer is the 
most profitable for you. Concentrate in the recognized leaders. The Journal, largest of the women s books Life 
mightiest of the mass weeklies . . . Time, No. 1 in the newsweekly field Farm Journal, first with rural readers 
and TRUE, America’s largest selling man’s magazine! If you have a product for men, it belongs in TRUE. Cuaran- 


tee. 1.750.000 ABC ...A Fawcett Publication, New York, Detroit, Chicago, San Francisco, Los Angeles 








Profit. 
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The ANZ 
Silent Flash® 


America's Most Successful 


RUBBER TIRE SKATE! 


Noiseless! Shock Absorbing!  Outlasts Steel! 
Tell your young customers they’ll stay ahead 
when they roll on rubber. The amazing “Silent 
Flash” skates with magic ease and effortless 
speed. Special rubber tires make no noise... 
and are swell for indoor skating. Soft rubber 
pads protect ankles. 


& 
5 


FREE 
TRAFFIC STOPPING DISPLAY 


>a Jn OD WwW 





Advertising to Help You Sell 


Beside constant use of local and national radio and tele- 
vision shows ... CHICAGO skates are advertised in: 








»2-- You Can Count On! 


« CHICAGO» 
ROLLER SKATES 





It’s a great feeling when you satisfy the gleam 
in a youngster’s eye. When you sell CHICAGO’s 
you can be sure you're selling real value... 
while ringing up neat profits, too. Look at CHI- 
CAGO’s strength and quality. Even youngsters 
can tell CHICAGO’s superiority at a glance. 


The Famous “Flying Scout” with 
Triple Tread Longer Mileage Wheels 


Here’s a rugged beauty 
that adds extra miles of 
skating fun. Built with 
famous triple-tread 
wheels. Faster spinning 
wheels due fo flywheel 
action produced by extra 
weight on rims. 


CAKE Me™ gc OU 
FLYING. on. 


Model No. 101 


A super quality skate 
for rough-riding hockey 
skaters. Solid steel 
wheels are mounted on 
twin row high speed 
bearings. 


Model No. 173 


Best low price skate on 
market. A lighter copy of 
the #101 “Flying Scout.” 
Has all CHICAGO’s ex- 
clusive features. 





® Parents’ 


e Ebony 


@ Child Life 


© Boy’s Life 
@ Seventeen 
e Sport 
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Model No. 130 


“6 CHICAGO 2 


Roller Skate Company yf 
band 
4456 West Lake Street © Chicago 24, illinois JI 
be 


of 
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Too much valuable space taken by 









awkward, dirt-catching storage Too much time and too many steps 
bins. required for each sale. 















4 
Difficult stock maintenance. Some 
items always overstocked, others 
sold out. 














sales help. department. 


Size, product and price informa- Loss of “associated” sales for lack 
tion difficult for inexperienced of a well displayed pipe fitting 








How to eliminate these 


The answer — U-BRAND Pipe Fittings in their new, extra con- 
venient HANDI-PAK Boxes . . . a packaging program especially 
developed for the retail trade. 


These “bite size” boxes make it possible for you to order boxed 
fitfiings in reasonable, small quantities — and at no increase 
in cost. 


Here are the advantages: 


Boxes are all a uniform, small size. They stack neatly on 
shelves, work well on island displays, take much less room 
than bulk storage or regular size boxes. 


Colorful Handi-Pak Boxes make an attractive, business-like 
appearance wherever they are used. 


Each box is clearly marked for quick identification. Labels 
show the number of pieces per box, size and style of fitting, 
and the retail price per unit. 


Handi-Pak Boxes speed sales, reduce inventory time and put 
your entire pipe fitting stock within easy reach. 


Equally important — U-Brand provides you with a recognized, 
top quality line you can sell with confidence. 


Get the complete U-BRAND story from your Wholesale Salesman 
or write direct for complete information. 


THE UNION MALLEABLE MFG. CO. 


ASHLAND + OHIO 
HARDWARE AGE, MARCH 3, 1955 











QUALITY PIPE 
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Self-propelled 20° Rotary 
Truly direct drive — no pushing, no 
yulling. Power take-off built into engine. 
‘loating-type adjustable tubular handle 
Six inch wheels in front, 8” in back 
Four cutting heights. Heat-treated blade 
with curved ends to provide suction lift 
action. Best of all — it's powered by 
the big 2.5 hp Power-Pak engine 
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all sales curves run upward 
when you sell 


Mowa matic 


Eight big models to tempt your 
customer’s eyes and pocketbook. 
Thrifty operation and low initial 
cost are sales arguments that ring 
up profits on anybody’s register. 
And Mowamatic doesn’t stop 
with supplying you with the 
pfoduct. There’s a big sales- 
promotion program to back you 
up, plus a bang-up advertising 
campaign that’s yours for the 
asking. Take a look at the two 
mowers pictured here — ask for 
more information on the six 
others — including 4 rotary 
models and 2 reel-types. Then 






18” De Luxe Reel-type 

A lot of your customers will want this 18” 
mower with positive clutch drive, finger- 
tip controls, and multi-position, adjustable 
store-away handle. Drop-out reel for easy 
servicing. Grass deflector guards keep grass 


from winding on reel shaft and chain. 
oneny gear and over-riding spring drive 
mower from wandering. This mower. 
and its big companion 21” model are 
naturals for spring sales—and plenty of ‘em. 


Mail coupon today for more details. 


" ' ] 

get set for your biggest season ' ae CORPORATION . 
oat me e : : t ubsidiary of Food Machinery and Chemical Corporation § 
ever, by stocking Mowamati« 8 218-3 Park Street, Port Washington, Wisconsin § 
ea America $ finest and most ; Please send me literature and more information - 
complete mower line. : regarding the Mowamatic line. ‘ 
I am a (please check) [) distributor [) dealer. ' 

Mowamatic Corporation § 3 ‘ 
Company Name : 

Subsidiary of Food Machinery . ' 

ond Chemico! Corporation S Address S| 

' ‘ 

218-3 Perk St.. Port Washington, Wis. 5 City a 1 
' — 5 

ames - Name : 
—s ewer re TP ee ee oe 





Sign Is Traffic Stopper 
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Down River Marine Hardware at 


3966 Fort Ave., Lincoln Park, De- 
trolt, is a general hardware store, 
but makes a special bid for ma- 
rine supplies business by using a 
huge anchor-shaped electric sign 
above its visual front store. 
Located near the Detroit River 
and serving people using lakes in 
other sections of the state, the firm 
devotes about one-fourth of its dis- 
play space to marine hardware, 
marine paints and other supplies 
of interest to outboard boat owners. 
Marine hardware including bells, 
numbers, wheels, oars, paddles and 
life preservers are grouped in one 
section of the store. A canoe is 
mounted at an angle on the high 
wall shelf in this department. 
Down River Marine Hardware is 
operated by Donald Fourson, whose 
hardware knowledge is supplement- 
ed with personal interest in boats 
and boating. His ability to speak 
the language of the amateur boat- 
man, plus his knowledge of boat 
maintenance and repair problems 
enable him to do an excellent mer- 
chandising job in these lines. 
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great new riolelub 
SUPER SPRAY 


FLEXIBLE SPRINKLER 























To introduce its sensational new Triple Tube SUPER HARD-HITTING PROMOTION 


SPRAY, Resinite, originator and leading producer of 





Extensive national advertising, local newspaper ads with dealer 
flexible sprinklers, offers a sure-fire, profit-making names, colorful store displays, will pre-sell for you. Large diameter 


opportunity to dealers who act promptly ! package, attractive, colorful design adds terrific eye appeal 


REVOLUTIONARY NEW mageina INTRODUCTORY OFFER! 
Resinite’s completely new, totally differ- Bi a ee a 
ple Tube FREE BONUS TO DEALERS 


ent Triple Tube SUPER SPRAY is scien- 
FOR LIMITED TIME ONLY 


tifically designed with larger center tube J 
and improved perforation pattern. It] 


Sprays more water. much more evenly, And here’s the « lincher' A terrific bonus offer on your initial ordet 


if placed by May 15, 1955: For each carton of ten 25 lengths you 
order, you pay for only eight. You receive two absolutely FREE! 
For each carton of five 50’ lengths, you pay for only four. You 


receive one absolutely FREE! 
SUPERB RESINITE QUALITY et hi 


amounts to a 25% bonus in addition to the regular 40% 


even close to sprinkler, over entire & 
length. Outperforms all others in every § 


. way. 





Rich, brilliant green vinyl! plastic. Thick, tough walls. Weather discount... giving you a profit margin of 108%! It’s a deal you just 
resistant. Nicke! plated brass couplings at both ends.Finest quality cant afford to pass up, so jot it in your want book right now 





available. Built to stay sold for years to come or send the handy coupon today ! __— 
Cc D O V O UM A "On dealer's cost. Resinite Sales Corp. 
PRI E F - L E S LES osseas sai Box 1257, Sante ar = oe lesa 
l oraer W ' 4 e 
. En ter my initia . ite Tripie TY iD 
Despite its superior quality, priced lower for quick turnover. INTRODUCTORY OFFER cree tollowin ‘g Re nite : 





derstand that ~ for only eigh' 
co - ‘ | will pay oO 
discount in full carton quantities 40%. (Packaged 10-25'/ctn ORDERS ONLY ) hs of dered, * n ; 
. a receive ‘Ww ay for only four an 
5-50 ctn , , z lem gths 1 wi Li } 
Je one FREE 
10-25’ /lengths ctn 


; ip F D ten 25 
volume sales. List price: 25 ft. $3.75, 50 ft. $5.75. Regular dealer APPLIES TO INITIAL DEALER 7 meet ER ~- RAY Flexit h carton of ten & 
ler REE. For each carto 
five OV 
OFFER EXPIRES MAY 15, 1955! rengths ctr 


rece a $14.00ctn 
# $13.89 ctn 


1955) 








Cartons 












Cartons 5-50 . 
— Offer expires May *9 















rs + cae a Name 
<b ope : : 


ss la t Store 


Addres 
City 

products of Resin Industries, Inc. cP | 

Send: —) D! splay materia 

SOLD BY RESINITE SALES CORP. SANTA BARBARA, CALIF 


- 






° stat 
Zone state 


Nwsp. mas 








~ Washing fon 
NEWS and VIEWS 


(Continued from page 10) 





See Minimum Wage Hike 
As Buying Power Prop 
Base pay of some 1.3 million 
workers would be increased by 
$230,000 a year—9¥¢ an hour aver- : 
age—if the proposal to raise the 
minimum wage to 90 cents an hour 
is approved by Congress, according 
to the U. S. Labor Department. 
The Department says the aver- 
age yearly income of workers af- 





fected would be increased by $180 
if the proposal is accepted, imply- 
ing that this would be more money 
for the workers to spend for goods 
and services. 

This is expected to be one of the 
principal arguments used by pro- 
ponents of the higher minimum 





wage when debate begins in Con- 
gress. The figures will probably be 
magnified by the labor unions and 
others seeking to raise the mini- 
mum wage as high as $1.25 an 
hour. 
The Department’s figures do not 
include indirect effects such as 
The Rema rkable New increases which would be required 


AQUA LOOP Aq ua j m | for higher-paid employees to pre- 
* riv | | 


serve normal! wage differentials, or 





AQUA-LOOP combines a decorative piece sure! There's nothing mysterious, however, | for higher rates of overtime pay. 
of striking beauty with an amazing concept about the profits dealers make by displaying | Nor does the Department make 
in aquerium design thet never fails to at- the AQUA-LOOP. Beautifully designed in non- arora ' ® the hn insite 
tract oettention. it is more than unusucl—it breckable polystyrene clear plastic, AQUA- any mention of the possible results 
ss the enty creation of its kind in the world! LOOP selis on sight. The ‘‘Jupiter’’ model, | of broadening coverage to include 
Teke «@ close look at the AQUA-LOOP. Whet shown above, holds one gailon of water and some three million retail workers 
keeps the weter in the handle? And why de three to four fish, retails af $3.98. 1¢ Isn't & ig eT | 
the fish swim through it? These mysteries necessory to heve a pet department te & proposed by several congress- 


keep everyone guessing although the answers handie AQUA-LOOP since if is a dry item, men—giving rise to the theory 
ore found in the lows of atmospheric pres- easily stocked with other merchandise. _— ' 
that the Administration may have 

Tropical fish owners, too, wil! like AQUA-LOOP because young tropical fish swim in the handle abandoned attempts to extend COV- 
cvoid being devoured by their porents 7 


erage for this year. 








The “Venus, a glamorous half-bow! 
with etched design on back and wall 
bracket, holds one-half gallon of 
\ water and two to three fish, retails 


Excise Tax Changes Need 
at $2.98. 


“Grass Roots" Support : 
The ‘‘Neptune", a smaller size of 
the ‘‘Jupiter’’, holds one-half gal- 
lon of water and two to three fish. 


This dainty aquarium retails for 
$2.49. 


Two measures now pending in 
Congress are aimed at changing 
the excise tax laws to benefit deal- 





ers, manufacturers and consumers. 


> 2 >179 , ore . 
Write for free literature and price information. One, H. R. 3172, sponsored by 
Rep. Lawrence H. Smith (R., Wis.), 


(\ would extend for 11 months the 
“ant F | S H E 4 | E S now-elapsed period in wl ich deal- 


DEPT. H- 3, MERCERSBURG, PA. ers could make claims for excis 


tax refunds for stock on their 








(Continued on page 146) 
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KILLER KANE 


Jo ly rf 
14 if Le, if} S77 la topp ti - Asa, 
U/C j _ ) fj 


One of the fastest selling garden items in recent years 
because it’s the easiest way to keep lawns weed-free. 
No stooping, no digging. Hollow handle holds 2,4-D 
solution effective against dandelion, plantain and 
other common weeds. Just press down .. . release . . j 

and it drenches weed with deadly solution. Made of e | 
durable plastic and brass. Cannot rust. 














= 98 
— LY 7, SUGGESTED RETAIL... ... $] 








Carton of 12 Kones mokes 
3-color self-service display 


: 4 ¥ Sf fF : ) zy! 
» a e s 


KILLER KANE No tank to pump up...No a to carry! 
Pressure pump is built into lower end with 

2 4-D WEED KILLER piston shaft protruding. Just press down 

’ , . 


release .. . and it sprays. Holds one-half gallon 


spray solution. All the weight rests on the 
KARTRIDGES ground when in use. Right angle nozzle directs 


spray up and down to cover all parts of the plant. 















One pellet makes proper solution for Killer Kane No bending or kneeling neces- 
| “a sary. Sprays up to 10 feet high. : 
ee ee ae — ee Made of durable, heavy plas- SPRAVER KANE 


seconds ond mixing itself! Pellet tic and brass. 


mokes one pint of 2.4-D weed killer 


‘ as 
pisselee solution for dandelions, plantoin etc 


+ 
SUGGESTED RETAIL... (6? 
Use in Killer Kone, sproyer or other 

type of cpplicotor. Packed !|2 pel 


with 2 es Pe lets in glass vial 


(\22! Go succesteo retran 596 


Pocked 12 vials in self-service display carton 


Carton of 4 Kanes mokes 
3-color self-service display. 


DEALERS: See your jobber. 
JOBBERS: Write or wire. 


ONALDSON CO., INC. .: AUL 14, MINN 
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(2) Display DURALL Screens 


ane SIMRO SS 
ne ee 


how to improve your 


SCREEN SALES 


this 
spring 






(1) Stock DURALL Screens 


tension can get specials from the factory im 


All individually cartoned. 
yen product — over 
lations. Builders and 
here are buying 
Superior Pat- 
Extra-Strong, 
-_ Good House- 


nal frameless, 
that sell so easily because 
and come down easily .-- 
asta lifetime—all alu- 


a few days. 
You sell a pre 
6.000,000 instal 


The origi 
screens 
they gO UP 
from inside l 
minum—no paint 


consumers every 


Cost less—28 S4” size list $5.10— Duralls hecause - 


and top quality throughout. Your ented Design --- 
stock is simple—your Dural! distrib- Mult! Strand Edge . ; 
utor has standard sizes handy and keeping Guarantee Seal. 


ing, no streaking. 











circulation media helps you 
make sales. Set up as Durall 
headquarters. Free mats—for 
your newspaper ads. Free 
radio commercials—50-second 
hlm for your TV station. ae 


. | cc 












soe ns / ca envel 
TUME TO GET | elope stuffers to mai 
| ma 
DURALL/ put on your c il or 
ell NOH kp ie tn, your counters. 











@ SELL DURALL TENSION SCREENS 
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Ask your distri 
r distri 
screen busi butor — Or write direct on how y . 
yusiness this Spring. apenas aie ean 







also: 





WHEN YOU SELL INSECT 
' SCREENING. .- SELL THE BEST 
NEW YORK WIRE 
steel 


OPAL ... heavily galvanized 
ALDURA _.. Alclad aluminum alloy 
LIBERTY BRONZE antique or bright finish 


All with the extra-strong, 
exclusive Multi-Strand edge. 


CLOTH COMPANY, INC. 
York, Pa. 











lashington 
NEWS and Views 





— the tax was reduced 
ast Spr > bi 

, pring. The bill would extend 
the period which ended last Aug 
1 to July 1, 1955. | 
measure, H. R. 3889 


— 
ould repeal the excise 
etrinp ac . 
: | ectric, gas, or oll ap- 
pliances of the type used for cook- 
warming, or keeping warn 
food or | , , hit cates 
yeverages -¢C | 
sen | Z ror consumption 
the premises; and electric, g 
) : | i Lric, Pas, 
or oll water heaters.” 
Congressional sources see litt] 
. "y : . mn | 
chance the two bills wi get f 
: . ,ad - lavor- 
treatmen les | 
t iniess 2 pretty 


campaign trom the 


Complaint "Court" to Limit 
Government Competition 

An anti-c ti 

: anti-competitio aw wit! 
Borage petition law with a 

icker” is pending in the Senate. 


The I i|] ‘ 
ill, sponsored by Sen. John 


tar nat : 
terminate or limit Federal 


this year, but 


irective d 
i} a cry : ; 
lesigned to ena compet- 


~ (‘or ittee 
| mmittee on Government Up- 


" ¥ ry? >? 
OmmMIit_ttee approval! 
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} Ban 
OuUS)} a ' 4 7 ¢ 
ne type operations but would 
LA i ait 
court of complaint” 
businessmen ‘O?) bri 
at : men could bring 
heir grievances. 
measure is 
| ire is one oT several! 
anti-c¢ tit ! b] a 
Mpevcivion bills introduce i 
bfit u - 
is generally stronger 
. + . .¥ wre 
the othe rs. The court of con 
plaint Wo! | 5 
aint would be established in t! 
' Ai D445 id Lne 
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mmerce partm 
lerce Department. 
he : 
the proposal call for 
+h , Pay 
he Budget Bureau 
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recently issued a strong 
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ONeractions could rye 
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\ "a. ,11. ry) " } : 
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will consider all 


nm me: 1Yy . . . 
mn measures. SO lit 1s 
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GARDEN PLOT 
/ 


Installs Anywhere in a Jiffy 


Plastex HANDY HYDRANT is new .. . it’s practical . . . it’s 
wanted by all of your customers — farm and city dwellers 
alike. Anyone can install HANDY HYDRANT quickly and 
easily without damage to yard or disturbing present water 
lines . . . it becomes a permanent, underground system for 
supplying water to out-of-way places. Made from the 
finest materials, Plastex HANDY HYDRANT will give years 
of trouble-free service. 


TO HELP YOU SELL—HANDY HYDRANT is packed in an 
individual shipping carton with large, colorful do-it-your- 
_ self card for window or counter display. 


Be the first to enjoy bonus business from Plastex 
HANDY HYDRANT in your area . .. ask your 
jobber or write today. 


THE PLAS TEX co. 


402 Mt. Vernon Ave., Columbus 3, Ohio 
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Hardware and allied 

trade events up-to- 
\ date in each issue of 
Hardware Age 


























































CHOICE for Quality the World Over 


The nationally 
advertised 
profit line with 
ready cus- 
tomer accept- 
ance Leaders 
in design, en- 
gineering and 
performance 





SMITH 
RITESIZE Sprayer 


“The ladies’ choice Light 
weight Operates easily. ¢ 
ft oll proof hose enables 
use! to Ket sprayer on 
ground and cover wide area 
Adjustable nozzk Unsur- 
passed 


SMITH Convention Check List 














































STREAMLINED BLIZZARD Sprayer 
World’s most ; 
ry ¢ . ; f 1 r e Gf : 
epraye ~ i the sbetica " ’ > ‘ ‘ 
Oppel! 1K 
i : ©) iTTei 
’ : 
~ ge (955 June 
Pt. Qt. Highls 710 7 / aioe eo 
popular. Nothing else like it March 
SMITH a. . | ; 
JIM DANDY Cart Sprayer 7.16 Americon Toy Foir pager wllceseniae Ey som ge 
— mms ° , : Hd we cl. ” - Te by 4 aware Or 
King f all —Y Sk Dianne 
sprayers Masy ° “ wn 
_ > wheel. Baap t + Show in Philodelph August 
> operate Large 1 iwea Show 7.17 } - T 
t rubber tire wheels 2 &€ 
nave I er bear- . 
= ings 2 ft. ofl April 
proof hose. 5 ga! 4 See. ee eee 
¢ tank. Pressure ~ i . ‘ September 
oh, ‘> , N | ' * : Ay we oy 407? . " ° ‘ 
SMITH justria! Supply Conventior 
4.97 Builders Hdwe Cant at Phoenix Cctover 
SPEEDEX Garden and Tree Sprayer re 97 ; wag eg 121 Nad To 
Solid brass, ets ; 
double action 
pump > ft 
h ‘ Ss © with 
bucket strain- 
eT Throws 20 
te vv tt. spray 
i r 4 ine t oF ° 
mist. Comea | National Events 
mounted on at- 
tractive dis- American Hardware Manufacturers Industrial Supply Convention, Apri! 
ae cae Assn. in joint convention with the 17-20, at Cleveland, Ohio. Attend- 
SMITH Southern Wholesale Hardware ance restricted to members. Spon- ‘ 
E-Z 5 Gal. Knapsack Sproyer Assn., April 10-14, at the Palm sored by the American Supply & 
Finest knap- Beach Biltmore, Palm Beach, Fla. Machinery Mfrs. Assn., W. B. 
~~ & “Seeae. Secretary, AHMA, is Arthur L. Thomas, Hunter-Thomas  Associ- 
. 3. c ex - . ; y ys 13 . 
S *?lie celled for Faubel, 342 Madison Ave., New ates, Keith Blidg., Cleveland, busi- \ 
pees Sa | York, New York. Managing direc- ness manager; the National Indus- : 
or i —_ , , , . . . , a 
trol Pump | tor SWHA, is T. W. McAllister, trial Distributors’ Assn., 1900 Arch 
yew | 814 Metcalf Bldg., Orlando, Fla. St., Philadelphia, H. R. Rinehast, 
pressure easily. | executive secretary; the Southern 
—-2 gg Gift & Fancy Goods Show (Inter- Industrial Distributors’ Assn., 712 
. . An or , ar - ‘ . 
every epraying | national), Aug. 21-26 at the Hote! Volunteer Bidg., Atlanta, Ga., EF. 
need. (Recom- | sto lew York Citv. S sore ? secretarv-treasure 
mended by Extension Services. ) | Astor, New York a — - d L. Pugh, secretary-treasurer. 
| by Trade Exhibition, 331 Madison Paya 
PRICES ALLOW ATTRACTIVE MARK-UP Ave.. New York, N. Y. Charles National Builders Hardware Exposi- 
Snitow, president. tion, Sept. 18-21 at St. Louis, Mo 
D. B. SMITH & CO. Sponsored by the National Builders 
, : ardware Week (irha), April 16-23. Hardware Assn., managing direc- 
426 Mein $t., Utice 2, N.Y. H ra e = ( , Sch 7 ; i th 
“Originators of Sprayers” Sponsored by the National Retail tor, John R. Schoemer, and the 
Cenedian Rep. G. . Cohoon Hardware Assn., 964 N. Pennsyl- American Society of Architectural 
as Siamy Sh, Hentwest 5, Canad vania St., Indianapolis 4, Ind. Hardware Consultants, executive 
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FS 4: stb a Sin HR << posit garbage and add catalyt 
for first time only. From then on just 
hacteria + uon 


Bard Mat 
harmless 
in the 


like magic, | 
garbage t° liquids 
away deep 
h compost 


reduces il 
S«) : 
w hit h seep 
Lo! 


What § leit 
garden. 


hect TICS rik 


your 
Drop it and forget wt You need 
never adjust OF repall your Bard Matic 
| here are no moving parts to — 
Bard Matic 1s sup t simp compl tel 
effective — 4 must {01 every home ownel 
is a problem. 


whereve! garbage 
: at $39.99 
See your favorite dealer, "¢* $: : 

? 
Complete facts on B {RD 
eliminalt I 


FREE .- - 


Ml ‘TIC sanitary gt 
Write Dept. 13. 


»rbage 














BARD-MATIC BANDWAGON 
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4 a 


There’s 
a creat , . . 
r ‘ unsatis 7 > ‘ 

eliminator es] all hed demand for an efficient lone 
ecially one , low-cost garbage 
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DON'T MISS THIS 
PROFIT OPPORTUNITY 


New, Improved 10-N 


GARDEN GROWER 

















liere's an item that represents an exfra 
sale and extra pront NOW 
is the time to give it prominent floor and 
window display 

lXj-inch revolving reel with saw-tooth car- 
bon steel blades. Double-edge weeding 
kite adjustable for depth S-prong de- 
tachable Shovel attachment 
Lawn mower handle, adjustable for height 
Attractively finished 


OTHER POPULAR NORCROSS PRODUCTS 


Cultivetors (1, 3, 4, 5 prong) * Weeders 
Asparagus Knife * Stoiniess Stee! Forks 


Cc. S. NORCROSS & SONS CO. 


Bushnell, illinois 





substantial 



























cultivator 


Ask your independent 
Jobber 
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Quality Garden Tools 
Since 1891 

















Convention Calendar 





secretary, W. A. Mathewson. Ad- 
ministrative offices of both associa- 
tions are at 515 Madison Ave., New 
York 22, New York. 


National Fishing Tackle Show, Aug. 
7-12, at the Conrad Hilton Hotel, 
Chicago. 


National Hardware Show, Oct. 17-21 
at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, New York. Frank Yeager, di- 


rector. 


National Retail Hardware Association 
annual congress, July 11-14, at 
Hotel Statler, Buffalo, N. Y. Man- 
aging director, Russell R. Mueller, 
964 N. Pennsylvania St., Indianapo- 
lis, Ind. 

Southern Wholesale Hardware Assn. 


in joint convention with the Ameri- 
can Hardware Manufacturers Assn., 


April 10-14, at the Palm Beach 
3iltmore, Palm Beach, Fla. Man- 
aging director, SWHA, is T. W. 


McAllister, 814 Metcalf Bldg., Or- 
lando, Fla. Secretary, AHMA, is 
Arthur W. Faubel, 342 Madison 
Ave.., New York, New York. 


American Toy Fair, March 7-16 at the 
McAlpin and New Yorker Hotels 
and in permanent manufacturers’ 
showrooms at 200 Fifth Ave., 1107 

and other nearby loca- 

Sponsored by Toy Manufac- 


sroadway 


tions. 


turers of U. S. A., Inc., 200 Fifth 
Ave., New York City. 
Regional Events 
Builders Hardware Conference (Pa- 
cific Coast), April 24-27 at the 


Arizona-Biltmore Hotel, Phoenix, 
Ariz. Sponsored by the Southwest 
Chapter of the American Society 
of Architectural Hardware Consul- 
tants with the assistance of the 
Builders Hardware Club of South- 
ern California and Chapter 18 of 
the National Builders Hardware 
Association. 


Sportsmen's Show, April 25-27 at the 
Coliseum, Sioux Falls, S. D. Spon- 
sored by the South Dakota Power 

Boat Association. 





Texas Wholesale Hardware Assn. an- 
nua! joint meetings with the Texas 
Hardware Boosters Club, June 17- 
18 at Fort Worth. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


State Events 


Florida Retail Hardware Assn., joint 
convention with the Georgia Retail 
Hardware Assn., March 6-8 at At- 
lanta, Ga. Exhibit and conven- 


continued 


tion headquarters, Biltmore Hotel. 
Executive manager for both asso- 
clations, W. W. Howell, P. O. Box 
183, Waycross, Ga. 


Illinois Retail Hardware Assn., March 
8-10 at Chicago. Exhibit and con- 
vention headquarters at Morrison 
Hotel. Secretary, W. F. Ewert, 1194 
Merchandise Mart, Chicago 54. 


Missouri Retail Hardware  Assn.., 
March 8-10 at St. Louis. Convention 
and exhibit at Jefferson Hotel. 
Secretary, Harry Scherer, 812 


Olive St., St. Louis. 


South Dakota Retail Hardware Assn., 
March 29-31 at Sioux Falls. Ex- 
hibit, Coliseum. Convention head- 
quarters, Cataract Hotel. Secre- 
tary, O. R. Baily, 1300 So. Jeffer- 
son Ave., Sioux Falls. 


Hardware  Assn., 
Roanoke. Exhibit at 
Legion Auditorium 
vention headquarters, Roanoke Ho- 
tel. Secretary, G. T. Omohundro, 
Jr., Scottsville. 


Virginia Retail 
March 6-8 at 


American Con- 


Three-Level Brush Display 
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the greatest name in MOTHS 
now offers both methods: 













For woolens you wear For woolens you store 


vee DVEW IMPROVED § mew LARVEX PARA 
SUPER-LARVEX 


















Crystals, Nuggets or Vaporizer 


This year ‘double strength—goes twice as far.”’ With A complete line of Para items... gives you—under 
a new, improved trouble-free Finger-Tip Spray. one famous label—all you need for a bang-up moth 
Order early: get your moth goods promotion started. business. Packed in 1-, 2/2- and 5-pound sizes. 


Also Regular LARVEX in pint, pint with sprayer, quart, half-gallon and gallon sizes, as always! 





PARA 
MOTH 
CRYSTALS 


One °o vee 





’ 
Suman <>oe- oben eer* 






Large space color ads in This Week, American Weekly, 


Good Housekeeping. Also newspapers and TV. 
ZLONITE PRODUCTS CORPORATION 


500 Jersey Avenue « New Brunswick, N. J. 
















a pm. © by 
— Heowsekeeping 
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DEAWERS AGREE 


ON THESE POPULAR PRICED - HIGH QUALITY 


EAGLE PADLOCKS 


for hor over-the-comntin roler | 


EAGLE No. 4659 


Compact, special purpose 1 1/16” 
disc tumbler padlocks. Provides high 
security for golf bags, zippers, tool 


boxes, cabinets and other uses. 





EAGLE No. 4650 


A 5 disc tumbler padlock with 
popular streamlined 1 1/2” rustless 
alloy case. Patented rap-proof 
feature gives this general purpose 
padiock extra security. Ideal for 


storage bins, garages, sheds, etc. 





EAGLE No. 4654 


Large 1 5/8” general purpose 
smartly designed padlock with warded 
mechanism. Built with heavy steel 
shackle and rustiess alloy case. For 
sheds, garages, green houses 


and similar purposes. 





the EAGLE LOCK COMPANY 


Subsidiory of Bowser, Inc. 


TERRYVILLE, CONNECTICUT 








Booke 


from a dealer's library 





“How to Double Your Ware- 
house Capacity” is of interest to 
hardware wholesalers interested in 
improving present warehouses or 
planning to build new ones. This 
16-page illustrated brochure shows 
how to utilize warehouse space 
correctly with conventional type 
and special purpose storage equip- 
ment. Copies may be obtained free 
asking for catalog No. 700 of the 
Frick-Gallagher Mfg. Co., Well- 
ston, Ohio. 


“A Handbook of Small Business 
Finance,” by Ralph B. Tower, pro- 
fessor of economics and finance, 
West Virginia University. This 
booklet, published by the Small 
Susiness Administration, aids busi- 
nessmen by showing them the vari- 
ous sources of financial assistance. 
It also shows that financial prob- 
lems are related to inexperience in 
the handling of buying, inventories, 
and in extending credit and esti- 
mating markets. The book contains 
samples of bookkeeping practices. 
It also discusses the advantages and 
disadvantages of borrowing. Avail- 
able from the Superintendent of 
Documents, Washington 25, D. C. 
Price: 30¢. 


“1955 Kitchen Appliance Trade- 
in Blue Book,” and “1955 Home 
Laundry Trade-in Blue Book.” 
These books publish the new trade- 
in values on home appliances for 
use by dealers in determining values 
when trading with customers who 
have old equipment to turn in on 
new models. The kitchen appliance 
book covers’ refrigerators, food 
freezers, electric and gas ranges. 
The home laundry book covers 
washers, dryers, ironers and vacu- 
um cleaners. The books have been 
endorsed by the National Appliance 
Retail Dealers Association. The 
books are published and sold by the 
National Appliance Trade-in Guide 
Co., 2132 Fordem Ave., Madison 1, 
Wis. Price, $5 each, or $7 for the 
pair. 
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Announcing new Arvin 
electrically reversible 20° 
window fan assembly.... 























. ee, 
Ly 
Lf complete with 
4 
Sh) 
Gy, expandable panels 
i) 
YY 
4, Y, 
“4, 
Uf 
Yi; 
“4 
4,4 
Uy 3 
Wj y, Model 7720— Your most demanding 
Y, Y, customers will go for this in a great 
Y big way! Changes from intake to ex- 
Y 
Y } haust at the flick of a switch. Fits 
Y Y, practically any double-hung sash from 
Y 4 30” to 40” wide. 3 aluminum air-scoop 
Y y blades. 3-speed weatherproof induction 
Y motor; no TV or radio interference. 
Yj Gray enamel finish. Fingersafe nickel- 
1], and-chrome wire Safety Grille. GUAR- 
4, ANTEED for one year! 
eo * 
Sizes people want—at prices they want to pay! 
20” Window Fan Package with side panels 20” DeLuxe Portable Fan 
Ly Model 7520— Easy to in- Model 7620 Unbeatable 
4 stall in any double-hung value for use in window 
y sash 30° to 40° wide. 3 or anywhere in the home 
4 
4 aluminum air-scoop blades; Easily portable; weighs 
4 quiet rubber-mounted steel only 27 lbs. Same features 
. U, hubs; 3-speed weather- as Model 7520, plus safety 
UY proof motor with 4-point grilles front and back, 
y; support; gray enamel fin- carrying handle, and su 
y) ish. Fan lifts out to reverse tion rubber feet to hold 
for intake or exhaust; 





fan steady and prevent 
safety grille fits either side. 


14” Portable Window or Floor Fan 


$ 95 Portable “‘Hi-Lo” Pedestal for Model 7620 5 95 
Fan. Chrome finish above; gray enamel 


below. Fan height adjusts from 31" to 
60°. Large rubber wheels. Fan rotates 
in frame through 360°. 


scratching. 





Medel 7414—Big in 1954 
bigger appeal now! 3 
aluminum air-scoop blades; 


Model 601 Panels for Model 7620 Fan. $ 00 
weatherproof induction 


Fits 30° to 40° opening. Easy to install 
motor; 2-speed switch; from inside. Finished to match fan. 
safety grille front and back. 


Used for window exhaust 


Model 6514 Panels for VU odel 7414 Fan. 
or intake; handle makes it Finished to match fan. Installed with 5 00 


easily portable for inside 
ily P ible for id screwdriver. Brackets included. 
use No-scratch rubber 


suction feet. Gray enamel 
finish. 


Electric Housewares Division, Arvin INDUSTRIES, INC., Columbus, Indiana 








WHAT’S NEW 











® For more information on these products and services 


use free post card on page 157. 


(Continued from page 13) 
drawings for each project are 
printed on front and back of a 
84x11 in. page, punched 
for a loose-leaf notebook. Construc- 


separate 


tion details are included on back of 
Plan Set CM1 includes 
living room chair, arm chair, side 
chair, nest of tables and kidney 
shaped coffee table. CM2 contains 
a chest of drawers, dressing table, 


each sheet. 


large chest of drawers, step table 
and Hollywood CM3 


has plans for a corner table, step 


headboard. 


end table, writing desk, student’s 
home desk, 
Kach plan set costs 25¢. 
Tools 


For more data circle No. 19 on postcard, p. 157 


vanity or desk bench. 
Stanley 


Paper Plates Design 
Tattersall is the newest design 
in the 


piates. 


Bondware line of paper 
Brown in color, the design 


covers the full 9 in. diameter of 





the plate. Plates come wrapped 40 


or 100 to a package. Paper Con- 
tainer Div., Continental Can Co. 


For more data circle Neo. 11 on postcard, p. 157 


Power Lawn Mower 


Dixie power mower cuts and 


trims in one operation. Built on a 
steel base, with an all steel frame, 
it is unbreakable. Cuts 1 to 8 in. 
high within % in. of any object. 
Has a Clinton 1/6 hp. two-cycle 
automatic governor control engine; 
reversible handle; semi-pneumatic 
tires; fully guarded blade for ex- 
tra safety, and a side exhaust to 


eliminate windrow. Comes with a 





red engine on metallic green base. 
Southland Mower Co., Ine. 


For more data circle No. 12 on postcard, p. 157 


New Electric Saws 

New Builders’ line of electric 
saws include 6% in., model 552, 
which lists at $59.50; 7% in., model 
553, Which lists for $69.50, and 
814 in. model, 554, which sells for 
$79.50. Saws are lighter than for- 
mer models and have more rugged, 
heavy duty motors. Other features 
include quick-acting depth and 
adjustment, calibrated rip 
fence for both right and left hand 
cuts, and a safety guard retract- 
ing handle for 


bevel 


pocket cuts and 
Skil Corp. 


For mere data circle No. 13 on postcard, p. 157 


abrasive disc use. 


Electric Ice Cream Freezer 

New electric ice cream freezer 
makes 4 qt. of smooth-textured ice 
cream. Motor is a rugged, depend- 








able Westinghouse Series - Type 


which operates on AC or DC. Gear 
frame is made of strong, light- 
weight, die cast aluminum. Tubs 


are of selected woods finished in 
jade green; cans, copper steel char- 
coal tin plate. All parts coming in 
contact with mixture are coated 
with pure tin. 
sasily 


Motorizing unit is 
interchangeable with 
case on hand operated 
White Mountain Freezer Co. Ine. 


For more data circle No. 14 on postcard, p. 157 


year 


freezers. 


Garden Hose Reel 


New Series 4000 garden hose 


reels features two models: Model 
4000-DC without  non-disconnect 
feature, at $7.45, and Model 
4000-RJ with non-disconnect fea- 
ture, at $9.95. feel accommo- 
dates up to 100 ft. of % in. garden 
hose. 
ble to unwind hose without pulling 
it off directly in front of reel; hose 
can be wound or 


Swivel base makes it possi- 


unwound from 





any direction without tangling or 


catching. Adjustable in heigh 
reel mounts out of the way near 
Additional 


mounting stakes are available so it 


any outdoor faucet. 
ean be used in different locations. 
Benjamin Reel Products, Inc 


For more data circle No. 15 on postcard, p. 157 


Knobless Door Latch 
Knobless door latch, known as 
the Lev-R-Latch, is 3' in. 
and 4 in. Face of latch ex- 
tends outward from door only % in. 
A portion of 


the face works as a lever, which 


high 
long. 


Edges are beveled. 


pulls outward, moving the bot 
back. Assembly, including outside 
plates, consists of three parts. Face 
plates are made of a heavy gage, 
rustproof bronze alloy, with a nat- 
ural bronze finish. Bolt and oper- 


ating mechanism are constructed 
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Merchanalising Lips: 


~~ 2 eo 


When you feature Cyclone “Red Tag” 
Lawn Fence you immediately turn a back- 
room item into one of the most powerful 
traffic builders your store can have. For 
every foot of this top quality fencing you 
sell means more business up front. While 
your fence customer is in the store, you'll 
find it easy to sell him fence posts, staples, 
tools, seed, fertilizer and the innumerable 
other yard and garden supplies a proud 
property owner needs this time of year. 


ARRANGE DISPLAY— 
OFFER FREE ERECTION FOLDER, TOO! 


An eye-catching display of such Cyclone 
Hardware Products as Lawn Fence and 
Gates, and Flower Bed Border and Trellis 
—plus erection instructions and a little 






How a Spring promotion on 


CYCLONE LAWN FENCE 


makes extra sales for you 


personal selling—should really produce re- 
sults. If your stock is low, your regular 
Cyclone jobber can quickly take care of 
your needs. He can supply you with Erec- 
tion Instruction Folders, too. Don't delay. 
Call him today. 


QUALITY YOU CAN SEE AND FEEL! 


Straight, parallel wires even picket 
tops ...and a durable galvanized finish 
make Cyclone a better-looking, longer 
lasting fence. It is available in both woven 
and welded stvles single and double 
loop styles ... in heights of 36, 42 and 48 
inches. And there's a complete line of 
matching Gates, as well as Flower Bed 
Border (16”, 22” and 28”) and Trellis (18”, 
24” and 30” wide) 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS © SALES OFFICES COAST-TO-COAST + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


See “THE UNITED STATES STEEL HOUR’ —Televised alternate weeks— Consult your local newspaper for time and station. 





welded tég 


— 






REENING 


nsec 4 Bronze 


Gelwomie 


FLExisLt 


‘\eor Bette" 
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USS CYCLONE «ged 09 
HARDWARE PRODUCTS 


q SasKeTs 


catTch-At welds 


196 Seperate 


~ 


dial and white hands and numerals 
complete design. Six inches tall, 


ta 6 in. wide and 27% in. deep, clock 
lists for $9.98 plus tax. General 
Electric Co. 


For more data circle No. 19 on postcard, p. 157 


Aluminum Griddle 


Aluminum griddle may be used 








age-Ryte cooler, and the Cool-Ryte 
picnic cooler. All items come in ; 
colorful plaid. Illustrated is the since a Grepiace, or by removing 
Grill-Ryte charcoal grill, No. 5764, black iron legs, used Rasa vo 
in red and black plaid. Comes com- carners of gus, srectese ma ot 
stove. Legs are reversible to ad- 
just to height of griddle for small 
or high fire. Features of griddle 
are under-rib construction around 
the bottom and across width which 
prevents warping; can be taken 
from hot fire and immediately 


of long lasting materials. Latch is 
available with or without locking 
mechanism for all interior doors. 
Soss Mfg. Co. 


For more data circle No. 16 on postcard, p. 157 — 





18 In. Rotary Lawn Mower plete with cover and rust-resistant 
r . . 2 ‘1 a > *g0 ‘ : 25 ‘ = 
This 18 in. rotary lawn mower grill. Suggested retail, $5.95. 

powered by i-cycle Briggs and Nesco, Ine. 

Stratton engine has been added to For more data circle No. 18 on postcard, p. 157 


Bolens 1955 line. Has side-trimmer 





Three New Electric Clocks 


for trimming around trees, close to 


fences. buildings and hedges Three new Telechron electric 
Mower takes Grind-A-Leaf attach- clocks are — Illustrated ” plunged in cold water without dam- 
ment for pulverizing leaves, and is = epee FuNete nee comes age, and deep and wide grease-we!l 
adjustable to several cutting Mn Bor rect and numerals and around surface of griddle. It is 
heights. Has front and rear guards hands - dark brown. Dial is clear a Pa A I aon, 
white. Clock is on in. high, os In. For mee data circle No. 20 on pestund, p. 157 
om -” wide and 2%. In. deep. Lists for 


ed 


$5.98 plus tax. Second model is Toilet Tank Ball 
Gossamer, with dial and trim ac: 





\ cents in brass, chrome or copper Reddy toilet tank ball stops 

\ color. Has small foot attachment drip, lever jigging and rear 

| for use as deck or shelf clock. Mea- waste. Features rigid plastic ball 
sures 654 in. high, 7%. in. wide and 


234 in. deep. Lists for $6.98 plus 


tax. Third model is Almanac which 
tells time, day and date and has 60 
minute interval timer for cooking. 
Comes in white, coral, blue or yel- 
low. Gold color bezel, blue-gray 





which deflect objects which have 
been picked up, such as sticks and 
stones, downward for safety. Han- 
dies are semi-floating. Bolens 
Products Div., Food Machinery and 
Chemical Corp. 


For more data circle No. 17 on postcard, p. 157 


Plaid Picnic Baskets 

New picnic plaid line includes 
the Grill-Ryte charcoal grill; the 
Picnic-Ryte basket; the Picnic- 
tyte Kiddy-Pic basket; the Bever- 





that cant lose its shape or buoy- 
ancy and is unaffected by any 
water condition; non-corrosive lift 
chain; water resistant cushion seat 


which assures dripless seal every 





(Continued on page 160) 
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HT HARDWARE AGE SERVICE 
WH 
Sn A successful hardware dealer keeps up to date on 
| | | | What's New in merchandise. The Quick Check 
| | | | | | Card on the bottom of this page will help you get 
| | | | | | | more information on new products described in this 
WA | issue, quickly and easily. HARDWARE AGE brings 
| | you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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SCREEN fy 
HARDWARE jg 
by 








Off with the storm sash 
and on with the screens in 
a jiffy —is the easy way 
when National Screen 
Hangers are installed. A 
large assortment of screen 
hardware is now ready for 
your spring and summer 
trade. Home owners want 
full protection from the in- 
trusion of flies and insects at 
the very start of the season. 


Order your supplies now to 
meet the popular demand 
for this time-tested” National 
Hardware — a_ favorite for 
over 50 years. 








wwe - 


No. 79 Screen and Storm Sash Hanger No. 80 Screen and 
Storm Sash Hanger 


MANUFACTURING €O, 
STERLING, ILLINOIS 
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Now! TWO 











“SALESMEN” 


for fast turnover 
... Steady profit! 





Aiiodis 0 , 


ANCHOR BRAND 
Chain Repair Links 
in Self-Selling 
Display Cartons 


New selling power for all-time fav- 
orites! Anchor Brand Chain Repair 
Links are now available in two color- 
ful, Compact assortments for wider 
selection, cyc¢ catching display, and 
increased impulse sales! Cartons con- 
tain the most popular size pivot and 
rivet type links. Farmers, ranchers, 
riggers, lumbermen, builders buy 
them “on sight’ in these self-selling 
cartons! Cash in on these protit- 
builders now ... order Anchor Brand 
Repair Link display cartons through 


your jobber today ; 


- Nic 2531 ee ye? * 
( 9 No. 7531 Rivet Link 
9 No. 2530 P t Links 


Display . 
Box No. 30 . —— , ; 
contains { 6 No. 2530 Pivot Links, '4” 

6 No. 2531 Rivet Link . 
6 No. 2530 Pivot Link 

Display \ 12 No. 2531 Rivet ks, ‘4 
Box No. 31 ~ 18 No. 2531 Rivet Links, \, 
contains: { 18 No. 2531 Rivet Links, % 





NORTH|JUDD 
Manufacturing Company 


New Britoin Connecticut 


New York * Boston * Philede'phia * Atlanta 
Buficlo °° Detroit * Chicago * St. Lovis 
Dellas * tLosAngeles * San Francisco 


160 





Display Box No. 31 © Display Box No. 30 


COUNTER-TOP LUAcM RAO A 








(Continued from page 156) 


time; integral bottom guides which 


center Dail in proper position, 


eliminating water waste. Tank 
ball is easily and quickly installed 
tools. Fits. all 
Kdles« Corp. 


For more data circle No. 21 on postcard, p. 157 


, 
to1iets. 


VW itho 17 


Air-Cooled Engine 

Added to air-cooled engine lin 
Model K160R is equipped with a 
reduction unit providing a 6 to 1 
reduction gear ratio for applica 
Tions requiring low power-take-off 
Clockwise or counter 


speeds 


clockwise crankshaft rotations are 





Weighing 8&8 lb., 


avaliadie enyine 
inciudges rotating grass screen, 01 
1] 


batn air cieaner, fivball yovernor, 


} 
’ 


ball bearings at both ends of the 


crankshaft and readily accesslbDi 


dust-proof and moist ire - Dproo 
ly Ao le) { 
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Gas Pistol 


New CQO ras pistoi features tw 


‘ : 
> 


pDreaker point assembD 


state power idjustment. Called th 
eet ' <s J ‘ ‘ Ae aiicU As 
™ ‘> " ; 

Super-hocket, it Nas a combinatio 


cocking and power selection Knot 


which aiows tne snooter to get up 


to 40 hard shots from every cvlin 


aer (Otner Teatures are 


ricochet, front blade sight and 


agjustabdie rear signt, simp.e 
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Toilet Seat Colors 


Comp le of | rs for Puri- 
in bBUU 1 f - cludes bla K, 
pink, peach, ros irgundy, light 
Dilute lignt gree! pnt gra and 
rT ? ( m\ It VAs pre Lisi" 
‘ i Atle (>? ? ) ‘ ~ ’ ~ i 
One-piece | (j onstructed t D iS- 
I i] | I I Tes . (1 Ret i le 
i ~ i ‘ ‘ ‘ cri 

for $5.95. Century Plastic Pro 


ts, Ine. 
For more data circle No. 24 on postcard, p. 15 
All-Purpose Sprayer 


All purpose sprayer is for in 
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OUTING 
PALS..... 


Display ‘em together! 
P, ! . 


€ 





Sell ’em as a “Family Vacation Outfit” 
..»Up Each Sale to $66.85 or More 


With six items (sixteen models and sizes to select 
from) a complete Coleman outfit can be a sale of 
$66.85 or more, depending on models selected. 
You can sell many prospects an entire Coleman 
“Family Vacation Outfit’ when they’re interested 
in one Coleman Outing Pal. Actual experience 
proves that a family of four can save on food costs 
alone, more than enough to pay for all four Out- 


1. NEW Coleman COOLERS give your customers 
the latest and best in outdoor refrigeration with 14 out 
standing several exclusive, including self-lock 
im. lid latch, rounded corme©rs, soldered leakproof scams, 
I w “K holds the cold Choice of 4 popular 


factor ai 
$si7ves to meet eve©ry cooling need 


2. Coleman Folding CAMP STOVE. Three models 
plus l-burner Sportsmaster. The top outdoor 
for fishermen, hunters and picnickers 
cle always ready. Fuel 
Be Folding HIGH STAND raises stove to comftort- 


able height. id 


aus 


features. 


vas ranve 
Alwavs 


evervwhe re 


campe [ 


1) lal le. 


> ‘ 


| 


* 


AY ailable 


to cooking ease 


Onder the Coleman Outing Pal Line 


from your Wholesaler 


DISPLAY 


EMONSTRATE - SELL 
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ing Pals on one 10-day or longer vacation trip. 
Never before has there been such a boom in “out- 
door living” as right now. More than half of the 
families in your trade territory take a vacation by 
oe many more take weekend outings... go 
on picnics . . eat meals outdoors on the patio, 


4 


right at home. Every one of them needs one or 
more of the Coleman Outing Pals. 


4. Coleman CARRYING CASE—CAMP TABLE. 
First dual purpose table on the market all-steel 
carrying case tor st travelling 


table 


A roomy, 
utensils and food whils 


a sturdy. 28 


wls 


] 


SCLS up im seconas As 


square 


5. Folding CAMP STOOLS mean plus profits! 


6. Coleman Floodlight LANTERNS. Six models 
(4 ke re 


or 


’ 


gasoline, 2 sene) excel in construction, perform 


rie? ¢ 


ser, 


td 


at 


ic ¢€ Te 


than 35 years the preterred light 


OU Ts vervwhe 


The Coleman Company, Inc. 
Dept. 58-HA, Wichita 1. Kansas 







More than $3,000 total prizes in National 


WINDOW DISPLAY CONTEST for Coleman Dealers Easy ana 


profitable. First Prize $1,000 cash; 68 other prizes. Every entry a sales 
winner’ Contest runs Apr. 25 to May 21—at same time as big national 
advertising campaign. Write or wire your wholesaler or the Coleman Com- 


pany for FULL DETAILS and ENTRY BLANK 


now! 
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Dealer in Covington, Kentucky, 


GETS BIG MOTEL ORDER 
WITH NEW WONSOVER 


Thanks for steering us onto “Dutch Boy’ 
WONSOVER, goes a motel owner's letter 
to Mr. Frank Hagedorn, Hagedorn Paint 
& Glass Co., Covington, Kentucky.” This 
paint really goes on nice and covers so 





well that we are definitely going to use it 
on the balance of the rooms. We have 
used about 50 gallons of “Dutch Boy’ so 


far. ... we will use about 250.” 





Now 


Dutch Boy Dealers 
have two paints “up front” 


...new WONSOVER 





“They give paint-buyers everything they want 


Today, with the two latest additions to the 
“Dutch Boy” interior line — new WONSOVER 
and new COLOR GALLERY interior paints — 
“Dutch Boy” dealers have got just the ticket 
for 1955 paint buyers. 


These new paints are modern, “‘easy-does- 
it” Nalkyd interior finishes — made from spe- 
cial Nalcolyn resins, exclusively ““Dutch Boy.” 
As such, they’re winners on every count that 
counts heavily with your customers. 


The last word 


in ready-mixed paints 


That’s brand-new “Dutch Boy” Nalkyd 
WONSOVER, the wall paint that’s easy to use, 
easy to clean, easy to sell! It’s fast-drying, 
high-hiding, odorless. It’s popularly priced. 
On top of all this, new WONSOVER comes in a 
wide range of most-wanted colors. Harmon- 
ized colors that guarantee your customers 
freedom from color clashes. 
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and COLOR GALLERY 


Dealer in Covington, Tennessee, 


Credits COLOR GALLERY 
with 129 per cent increase 





After writing about a first six months total sales figure 


that went up 129 per cent from one year to another, 
Mr. Veitle E. Peeler of Peeler Hardware, Covington, 
Tennessee, adds: “Credit for this record belongs entirely 


to the ‘Dutch Boy’ Color Gallery.” 








in modern interior finishes,”’ DEALERS SAY 


The last word 
in simplified color planning 


That’s the “Dutch Boy” Color Gallery. It 
puts the right colors right at your customers’ 
fingertips. More, it helps work out their com- 
plete color schemes. Most important of all, 
it sells color, stimulates paint sales, steps up 
profits. 

To “Dutch Boy” dealers: if you’re not yet 
carrying both WONSOVER and COLOR GALLERY, 
sign up next time your “Dutch Boy” salesman 
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calls. We want 1955 to be a big profit year for 
vou. The biggest ever! 

To dealers everywhere: if you’d like to 
put in the fast-selling, nationally advertised 
‘Dutch Boy” line, find out if there is a “‘Dutch 
soy’ franchise available in your area. Phone 
or write our nearest office. 


NATIONAL LEAD COMPANY: New York 6; Atlanta: 
guffalo 3: Chicago 80; Cincinnati 3; Cleveland 13: 
Dallas 2; Philadelphia 25; Pittsburgh 12; St. Louis 
1; San Francisco 10; Boston 6 (National Lead Co. 


of Mass.). 













Dany SPECIAL DEAL | neg 


(Continued from page 160) 


JUST IN TIME FOR YOUR | turn of head enables operator to 


reach all parts of plants without 


bending. Made entirely of cor- 
NATIONAL HARDWARE WEEK rosion-proof plastic and_ brass, 
suggested retail price is $6.95. 
ke * * PROMOTION Carton of four sprayers folds into 
a three-color self-service display. 

a\ Donaldson Co.. Ine. 


For more data circle No. 25 on posteard, p. 157 


Lawnmower Starter 
Self-contained electric starter for 
home power lawnmowers operates 
on the press of a button. It works 
on 6 volts, 40 amperes, has friction- 





UNION NO. 611G 
Pen won 


SUPER-STEEL TOOL CHEST less bearings tea enter wr eager 

ings. The battery can produce 

AVAILABLE AT A SPECIAL DISCOUNT nore than 400 starts. Jacobsen 
Mfg. Co. 

ON ONE-TIME ORDERS For more data circle No. 26 on posteard, p. 157 


Here's your opportunity to tie in with nation- 





wide “DO IT YOURSELF” publicity during Steel Utility Cabinet 
National Hardware Week ... and make an NO. 6116 No. 45 four drawer utility cabi- 
extra, liberal profit on every sale! : net is constructed of heavy gage 
The Union Tool Chest being offered for this SPECIFICATIONS a noe : Ate She 
one-time special promotion is Standard Mer- steel with electrically welded flush 
prensa a sag oy ———. . SIZE: Full 16” x 7” x 7” joints and finished in hard baked 
aS all oO 1 famous U1! IN features which oe 
make it the ideal tool chest for the skilled home ++ « Deumte Leck Seamed Gulf Green enamel. Overall size 


mechanic. for long life... Continu- is / 5 16 in. long, swe in. wide, 6 


ous Hinge... Formed Steel Oo rrchangeable drawers 
i in. high. Interchangeable drawe1 
IMMEDIATE DELIVERY! Handle . . . Full width Tote 
REMEMBER .. . This is a one-time special for Tray .. . Massive, new, 
National Hardware Week promotion... an extra 


heavy-duty drawbolt with tay , 
profit Special you can't afford to miss. built-in hasp for padlock titioned into convenient size com- 


DEALERS! Contact your Jobber immediately for his - + + Corner reinforcements partments. Useful for storing 
one-time purchase opportunity. ..-Durable two-coat, infra- 
red boked enamel finish. 


measure 8x5xl'% in., have nickel 
plated pulls. Each drawer is par- 


JOBBERS! Write today for your ‘‘Hardware Week 
Special’ on the No. 6116 Super-Steel Too! Chest. 











S 


~—~—— 28 —_ 

. 
UND NJ EF 
: CHESTS - 


UNION corroration 





LEROY, NEW YORK 
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a great new line of 


Forged TU oF -TEST Steel 


Wrenches by NONE BETTER 


ENGINEERS - LONG BOX - COMBINATION 


Heavy Duty and Light Duty Sets 
in Screw-Tight Metal Clips 
These new TUFF-TEST Forged Steel Wrench Sets are 
strong on profits for you! Drop forged steel, hardened 
and tempered for long wear—Superbly balanced—Precision 
broached—Zinc plated, rust and corrosion-resistant finish. 
All at sales-active prices! 


ace. 

























5 PC. ENGINEER’S SET 


Heavy Duty—Openings 3/8" to 7/8” MADE BY THE MAKERS OF THE FAMOUS NONE BETTER ALLOY 
" Gallia as Gunetbaed Sncaie STEEL TOOLS—TOP STANDARD IN THE HARDWARE INDUSTRY 


Powerful Sales Aids for Hardware Dealers! 
Tool Display Stocking Boards 
Action Boards—Floor Display Racks 





6 PC. ENGINEER’S SET 

Heavy Duty—Openings 3/8" to 1” 

Light Duty—Openings 5/16” to 7/8" Zonta +. 
Polished or Unpolished Heads ope 208* ; 7 









i} 1c ~~ 
Vay 
5 PC. COMBINATION SET 
Openings 7/16" to 3/4” 
Polished Heads 


6 PC. COMBINATION SET 
Openings 3/8" toe 3/4" 
Polished Heads 


we ee 


* 5 PC. 45° LONG BOX SET 
Light Duty—Openings 3/8” to 7/8” 
Unpolished Heads 






6 PC. 45° LONG BOX SET , 
Heavy Duty—Openings 3/8" to 1” 
Unpolished Heads 





THE NEW BRITAIN MACHINE CO, * NEW BRITAIN, CONN, 
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WHEN IDENTIFICATION COUNTS—INSIST ON AMERICAN AND OLD 
FAITHFUL MARKERS! A crayon that is “engineered for the job” 
does it faster and better—saves time and money— often 
means the difference between profit and loss. 


You're sure of top quality and matchless performance when 
you choose from our complete line. 


A MARKER FOR EVERY PURPOSE 


for lumber—for hot and cold metal—for glass—for 
textiles—for rubber—for leather. 


Write today for your FREE marking guide. Dept. HA-39 


















the American Crayon company 
Sendusky, Ohio New York 











BEST OF ALL CLOSET RODS IN 2 VITAL WAYS 
ONLY H-W 
EX TENSION 
CLOSET RODS 


COMBINE 
SEAMLESS WELDED pei 
g. SPOT WELDED FLANGE ad 












Exclusive 


PROFIT MAKING SALES FEATURES 


Compare Hall-Wessel extension 


Six rods te carten. Display 
Free—with ene dozen reds in 
your choice of any twe sizes 
—if you ask your 


see 0” 00 a0") ae closet rods with others, regardless of 
te 40: 4g te 72"; price—you'll recognize that HALL - 





WESSEL rods are unequaled for 
quality or value. There's nothing 
that equals Hall-Wessel WELDED 
tubing for sag-resistant rods ' 
nothing as sturdy as H-W spot 
welded flanges . . . nothing as attract- 
ively bright as Hall-Wessel nickel 
plating. Satisfy your customers with 









Ask your jobber for. insist on 


getting enuine Hall-Wessel all three advantages . .* PLUS Hall- 
Closet Rods; competitively Wessel precision fitting of inside and 
~s with @ generous mark- outside tubing to assure easiest con- 


traction and expansion of rod. You 
get these advantages only in Hall- 
Wessel Extension Closet Rods—at 
165 Broadway, New York 6 no extra cost. 


HALL-WESSEL CO. + 919-931 North Sth Street, Philadelphia 23, Pa. 


IN Canada: Geo. S. Hall Ce. 
25 Grenville St., Tereate 1 
Expert: Hall & Reis, tac. 


HAE-HiW102-55 


aa 
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WHAT'S NEW 





small parts or supplies from pins 
and buttons to nuts and bolts. 
Union Steel Chest Corp. 

For more data circle No. 27 on postcard, p. 157 






Meat, Vegetable Saw 

This kitchen saw cuts through 
frozen meats, vegetables and bones. 
It is washable and has a balanced 
chrome finished frame with an un- 
breakable handle which comes in 











red, yellow or blue. Saw comes in- 
dividually boxed for self-service 
selling and lists for $1.98. 
Neck Saw Mfrs., Inc. 


For more data circle No. 28 on postcard, p. 157 


Great 


Fish Scaler 

Fish scaler is made from heavy 
gage metal and 
plated to resist rust. 


heavily cadmium 
Handle has 
a built-in bottle opener and is de- 





signed to give a comfortable, firm 
grip. Retail price is 25¢. 
Fishing Tackle, Inc. 


For more data circle No. 29 on postcard, p. 157 


Pequea 


Laundry Cart 

New laundry cart provides a 
hanger for freshly ironed clothes. 
Called the Gypsy Kart, it 
rod that raises to 
board reach. 


has a 
ironing- 
Cart consists of a 


easy 
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! ,oof0 Satisfy 


~ - _ WHICH IS WHY DEALERS OF EVERY 
‘§ SIZE, FAR AND WIDE, ARE FINDING 
THE C&D FRANCHISE MEANS 


DBODY{COISISOIFAR 





om. 
— 
: Fa, 
7 


ee 
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7 Painting Km with COOK. &-DUNY 








PAINTER PETE SAYS: 
“WE MAY BE GOING OUT 44 
ON A LLMB, BUT COOK & i } 
DUNN GIVES YOU AN ) AY 
UNCONDITIONAL GUARANTEE > 
ON EVERYTHING YOU BUY 
AND SELL! THAT MEANS Pe 
SATISFIED CUSTOMERS” - 



































“DRAMATIC, DIRECT “Se 
MAIL CAMPAIGNS 





“ONLY AN INTERESTED GROWING 


CONCERN LIKE OURS CAN GIVE YOU PLUS PLN-POINTED WHAT’ S C ~ 
THAT RARE COMBINATION OF PRE-SELLING TV, NEWSPAPER OF OUR GENEROUS COOPERATIVE. 
EXCEPTIONAL SERVICE AND QUALITY =§ RADIO AND OUTDOOR ADVERTISING §_ ADVERTISING FUND THAT IS SET ASIDE 
CONTROL THAT YOU (AND WE) NEED ARE AIMED AT GETTING THE ™O HELP YOU KEEP YOUR CIORE. NAME, 
TO GROW ON! THIS KIND OF CONTROL CUSTOMERS LN YOUR. NELGHBOR: BEFORE. YOUR. CUCTOMERS ”" 
KEEPS C&D PRODUCTS HOOD LN'TO YOUR STORE.” ) 


CONSISTENTLY BETTER.” 





AND COOK a DUNN Is THE 
BEST BARGAIN, BY FAR! 


j Retail prices of Cook & Dunn Paints are 12'2 to 27% less than comparable 
Lf quality paints made by other leading paint manufacturers. 


COOK & DUNN PAINT CORP., NEWARE 1, NEW JERSEY 
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HELP YOURSELF 70 


HOMECRAFT TOOLS 


We don’t have to tell you about the 
TREMENDOUS do-it-yourself boom 
that’s sweeping the nation. But what 
you may not know is that unless you're 
selling MALL ‘TOOLS, you're throwing 
away dollars every day . dollars that 
could be yours through MALL'S high- 
profit, FACTORY-TO-YOU dealer plan 
There are extra dollars too in all the 
repeat business that goes hand in hand 
with MALL 's COMPLETE line of tools 


and attachments 











1000 & 1 Drill Kit 

one of many versa 
tile kits in the MALL 
line. $37.95 


Model 1498 Drill 

powers dozens of 
MALL attachments 
Many more drills in the 


ime. $23.95 


Medel 7! Sew 

.. one of the most 
popular models in the 
exclusive MALL iime 


$54.95 


Phone or write our Chicago home office or the 

ALL service warehouse nearest you (36 coast 
to coast) and learn Aow you can make more 
money with MALL. 


| neat) TaNt pf PORTABLE Power TooLs | 
MALL TOOL CO. GASOLINE ELECTRICOAIR 
7702 S$. Chicago Ave., Chicago 19, Iilinois 


Gentlemen: How can I become an authorized 
| MALL dealer? 


Name . | 





i 
| Address 


168 





WHAT’S NEW 











basket on a 
(Comes com- 
assembled and individually 
packaged in a display and carry- 


colorfast denim 
wrought iron frame. 
pletely 


home carton. Leisurehouse. 


For more data circle No. 30 on postcard, p. 157 


Power Chain Saw 


Fifth model in MG chain saw 
series is the 4MG. Equipped with 
a 15-in. cutting bar and chain, it 
is a 5 hp. high speed, direct drive 
saw with complete fingertip con- 
trol. Features a fingertip manual- 


type oiler, located on the handle. 








Primarily for pulp production cut- 
ting, the 4MG $229. 
Mall Tool Co. 


For more data circle No. 31 on posteard, p. 157 


is priced at 


Crabgrass Seed Killer 

New crabgrass seed killer, Cray 
Herbicide-1, kills seeds as they be- 
Also 
more than 50 
plants. Comes in 1 
lb. package designed in four colors. 
retailing for $4.49. It will treat 
6000 sq. ft. of lawn for crabgrass 


gin to sprout in the spring. 
prevents weeds in 
varieties of 


or 12,000 sq. ft. 


weeds. 


of garden for 
Package label serves a dual 
selling purpose. 
early 


One side aims at 
spring sales for crabgrass 
use, while the other side is directed 
toward weed prevention later in 
the year. Union Carbide 
Corp. 


For more data circle No. 32 on postcard, p. 157 


ee 
Cultivator-Mulcher Tool 
Three-in-one garden tool 
cultivating, weeding, mulching and 
pulverizing. Has eight mulching 
blades with staggered and offset 


teeth for 


& Carhon 


does 


breaking up soil crust 





Heavy scuffer blade is sharp on 
both edges and is adjustable for 
depth. Four big duckfoot culti- 
vators work under the soil to do 
weeding and cultivating. 
Mfg. Co. 


Fer more data circle No. 33 on postcard, p. 157 


Geye) 


Automatic Sump Pump 
New automatic electric Pen-Pride 
sump pump can pump up to 3000 
Pressure operated 
1utomatically when 


gal per hour. 


drainer starts 
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MINI-BREAKER 
GIVES YOU 1500: 
MORE PROFIT 


> Because any customer who comes in 

for a 10¢ fuse is ripe to buy a $1.50 

Mini-Breaker. Usually he’s disgusted with the annoy- 

ance of fuses... he’s making an emergency replace- 

ment. You can end his fuse troubles forever by selling 

him a Mini-Breaker ... and pocket 53¢ profit instead 
of 4¢. 

There’s no installation with a Mini-Breaker. It 
simply screws into the usual fuse socket. It never 
blows like a fuse. It trips and can be reset instantly 
by pushing the shock-proof, reset button. 

There’s no squinting and guessing about which 
circuit has been overloaded . . . the button pops up 
to show a colored ring. Service can be restored in- 
Stantly. Even a ten-year-old child can do it, safely. 
[here’s no shock hazard: Mini-Breaker is UL Listed, 
the only device of its kind on the market. And—note 
this—there’s a chance at a repeat sale for every 
socket in your customer’s fusebox! 


Get that extra 1500 per 
cent profit. Ask your 
regular distributor to 
supply you with a dis- 
play case of Mini- 
Breakers. Or drop 
us a note — we'll 
give you the full 
facts, a supply of 
sales-making _litera- 
ture and all the plus- 
profit Mini-Breakers 
you need. 







AVAILABLE IN 

10, 15, 20, 30 AMPS. 
AC ONLY, 125 VOLTS 
MAXIMUM. 


The only device of its kind 
fo meet aii requirements of 
Underwriters’ Laboratories. 





7 


MINI-BREAKE 


MECHANICAL PRODUCTS, INC. 


® 





1824 River Street e@ Jackson, Michigan 
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No. 802 — All the superior features of the most 
expensive latches and priced sensibly. The 
RETAINO LATCH has the one-hand bolt hold 
back feature, a modern design and finish, plus 
Taylor's exclusive easy installation design 





No. 812—A narrow backset NIGHT LATCH 
with a disc tumbler cylinder mechanism 
A real ‘leader’ that will bring 
latch sales. The neat appearance, high quality 
and low price will please you 


> b io ’ 
Vv ull en oT : 





No. 88O—Ihis RIM DEADLOCK provides a 
the super security tor those who want extra 
protection. Genuine pin tumbler cylinder, 
extra iong throw Doit, baked enamel 
hammertone finish and smooth operating 
precision mechanism 





No. 1000—Popular BROAD BEVEL INSIDE 
LOCK SET, with wrought steel trim, dul! 
brass finish. This replacement lock set ts 
widely used everywhere. Heavy knobs take 
threaded spindle for accurate adjustment 





No. 3000—Taylor has brought beauty to 
the RIM LOCK. A standard size rim «Set 
that has eye appeai as well as price appea 
Brass plated trim contrasting with the tough 
black wrinkle enamel case and keeper 





No. 750M—One in a full line of PADLOCKS 
to retail from 35¢c to $2.50 each. Leads: 
values, Government specifications. immed: 
ate service on specials such as long sha ar 
keyed alike and master keyed 


’ 
, 





No. 422—DOOR KNOBS in brass, glass and 
brass plated. Available individually or in 
Taylor's famous No. 422 Assortment, con 
sisting of all three types of knobs in a 
beautiful counter display. All Taylor knobs 
are made right and packed for easy selling 





No. SK 2—SKELETON KEY Assortment in 
nickel plated malleable iron. Now, a new 
package of three dozen assorted keys in five 
different numbers. All the Skeleton Keys you 
will need in a convenient and colorful box 





Thiia™ am ple of the popular pr ducts in the 
complete Taylor Line designed and priced to mov 
fast. The Taylor Line knows how to Make Mors 
| a fis for ’ Ol / 


TAYLOR LOCK CO. 


Philadelphia 32, Pa. + Manufacturers of Locks, Key Blanks 
and Builders’ Hardware since 1920 + Progressive Wholesalers 


Everywhere Sell the Taylor Line 
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cath, Sell safely. sell aaa 


Sell ware. 
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ASK 
ABOUT 
| DEALERS’ 
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8 Fully Vented 
Heaters 


= 
biV 
5i i 











23 Unvented 
Heaters 


As ey 

cr 
MARTIN STAMPING & STOVE CO. © Nadiioa 3 

. GAS HEATERS / 


N y 





Huntsville, Alabama Our 50th Anniversary Year 


ae 


GET @\P PAPERS 
“OUT FRONT" 


for 





The nation’s No. | Freezer 

paper is KVP—first on the mar- 

SHELF PAPERS ket, first in low-cost protection, 

\ first in national advertising. Keep 

it on display, along with the 

DUSTING other popular KVP Paper Maids 

papens for steady sales all year. Samples 
on request —— write. 


KALAMAZOO VEGETABLE 
BAKING PARCHMENT COMPANY 


CUPS 


Kalamazoo, Michigan 


HEAVY WAXED PAPERS 












WHAT'S NEW 





power fails and water rises in 
sump. Can also be ‘manually oper- 
ated to double pumping capacity in 
an emergency. Penberthy Injector 
Co. 


For more data circle No. 34 on postcard, p. 157 


First Baseman's Mitt 

Ted Kluszewski, Cincinnati Red 
first baseman, is featured on DG- 
957 mitt which lists at $7.95. It 
is a trapper model made of select- 
ed leather, with a leather lined 
palm. Mitt is slightly smaller than 





regular professional mitts. Also 
new are baseballs listing in price 
from 75¢ to $3.25. Draper-Maynard 
Co. 


For more data circle No. 35 on postcard, p. 157 


Soldering Gun Tips 

Now available are two accessory 
tips for Weller line of soldering 
guns. Cutting tip provides easy 
method of cutting thermoplastic 
wall tile, removing hardened putty 
from window frames, grooving 
identification marks on tool han- 
dies and equipment, plus many gen- 
eral uses. Smoothing tip can be 
used to heat-seal home freezer 
packages, melt stick wax on plastic 
resins, smooth solder on flat sur- 
faces, for hot bonding, and mend- 
ing thermoplastic articles such as 
toys. Tips are made of special 
alloy and heavily plated. List for 
50¢ each. Weller Electric Corp. 
For more data circle No. 36 on postcard, p. 157 


Riding Tractor 

Chipmunk 2% h.p. riding trac- 
tor is lightweight, all-steel, and 
rubber-tired. Attachments avail- 
able include a _ reel-type lawn 
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Other NOTT products include MOLE-NOTS «+ KILMICE « SLA-RAT « ROACH-NOT 
ANT-X * ANT-NOT + CRAB-NOT + DOG-CHECK «+ SOULIFE 4 
NOTT MANUFACTURING CO.,INC. . MT. VERNON N.Y. [| 


Sells as Fact as ct Folds/ 


There'll Be a Pair in Every Home a andyman 
GET YOUR SHARE OF THIS STEADY AND PROFITABLE\ Go sues '\ co, 4 ny 


OVER 16,000,000 PEOPLE WILL S$ 


BUSINESS! THIS PRODUCT ADVERTISED 
. 

















POPULAR 
SCIENCE 


















FEDERAL S occeme 


PAT. PEND 


© Completely assembled — ready to use 
e Withstands heavy loads and hard use 










Handy to Use... . © Lightweight cary to carry 
Handy 0 Srore . Wo . dy x0 Cart¥ * ne adjusts to uneven 


This all-metal, folding horse is a practical ne- 
cessity for every workshop. Useful in countless 
ways every day. Nothing to take apart or put 
together. Folds quickly and easily to less than 
six inches square by 42 inches in length. Rated 
capacity 500 pounds. Weighs approxima tely 12 
pounds cartoned. 

Retail price $5.95 (slightly higher in coostol creas) 


Cash in today! Send for details on this profitable, 


Cm ee ee 





FEDERAL AIRCRAFT WORKS 
3456 No. Washington, Dept. HA-335, Minneapolis 12, Minn. 
Please send complete information about the Federal Folding Handy 





Horse to: 
Nome 
Address 
HANDY HORSE 
(Foided View) City Stote 


PenDeanseoasan™ 
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-- 9.2 2 0 2:59 8's 8 
FULL? . 
SURFACE . | : 
Re 
7 
. * . . 
@ For more information on these products and services 
* use free post card on page 157. 
° feature a tip handle in the bottom 
7 to facilitate pouring. Line of in- 
- sulated portable ice chests includes 
1200, 2400 and 3120 cu. in. models. 
e Largest ‘size is available with a 


partitioned food tray equipped 
with plates, cups and other picnic 
equipment. Chest comes in pat- 





mower, a leaf sweeper and a utility 


ole ot ae - ele la 
cart. Built-in safety features in- 


clude clutch and automatic brak- 


you can depend on ing, with speed limited to 5 miles 
an hour. Measuring 26 in. high 
and 36 in. long, it can be operated 





HALF by school-age children. Suggested 
SURFACE retail price is $159.95. Strunk 
Equipment Co. 
For more data circle No. 37 on postcard, p. 157 
i terned aluminum or in red and 
| Rubber Play Pail green plaid lithographed _ steel. 
All rubber Safe-t-play pail and Columbian Enameling & Stampina 
shovel is safe for children, as it Co. 
| cannot cut or bruise. Multi-colored For more data circle No. 39 on posteard, p. 157 





pail and shovel is durable and im- 
pervious to sun or water. Pail is Baby Pig Feeder 

9 Baby pig feeder, ca'led the Pig 
a Creep, is designed for baby pigs up 
to three weeks of age. Only one 
feeder is needed for each litter. It 
can be hung on wall or set on floor 
of pen; feed will not bridge in 


@ Shelby has pledged its repu- 
tation on dependable products 
for over half a century. Shelby 
adjustable-tension Screen Door 
Hinges are made for heavy duty 
service—heavily plated, highest 
quality finish and lacquered for 
maximum rust resistance. They're 
used everywhere! You and your 
customers can depend on Shelby. 


either position. Unit is constructed 
of 24-gage galvanized steel. It mea- 
sures 15x13x6 in. and weighs 6 lb. 
Lists for $3. Rhinehart Mfg. Co.., 
Inc. 


For more data circle No. 40 on postcard, p. 157 





available in two sizes: 6 x 6 in. and 


THE SHELBY SPRING HINGE co. 4% x 4% in., in combination with 
SHELBY, OHIO shovel or separately. Apex Tire & 
Rubbe yr Co. 


For more data circle No. 38 on posteard, p. 157 





Picnic Jug; Ice Chest 

New line of insulated picnic jugs 
comes in various bright plaid and 
painted exteriors with a choice of 
porcelain enameled or stoneware 


SCREEN DOOR HINGES liners. All 1 gal. and 2 gal. models | (Continued on page 174) 
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\ Every Monday Morning at 8:00 





QUALITY CONTROL BOARD 
Goes to Work 





Here's What Quality Control 
Means To You! 


Here is our Quality Control Board. It is their function to analyse 
each phase of our business . . . to maintain the fine quality of our 
raw materials .. . to check our production procedure for economies 

. . to improve design and ease of operation . . . to give you an 
actually superior product by correctly assembling the skills and 
craftsmanship of our production people to the end that master 
painters as well as do-it-yourself decorators will insist on E-Z Paintr 
Products. Quality is not an accident. It is a planned, checked, and 
inspected feature of all E-Z Paintr products. 


E-Z PAINTR CORP. 


Home Office & Piant 
4051 S. lowa Avenue © Milwaukee 7, Wis. 


West Coast Mfg. & Sales Div. 
319 E. 4th St. © Los Angeles 13, California 


The World's Largest Manufacturers of Paint Rollers 








—| 


—\ alo 
> (6t7{8) 
0:0); Canta 











1—D. M. Brown, Purchasing Agent; 
2—J. A. Pharris, Vice President in 
Charge of Production; 3—E. J. Lang- 
teav, Field Sales Manager; 4—R. L. 
Touchett, Ist Vice President and Trea- 
surer; 5—J. L. Towchett, Manager of 
Quality Control; 6—Dr. F. Maden- 
wald, Chemical Consultant; 7—A. W. 
Brumm, General Monager in Charge 
of Sales; 8—W. V. Geehan, Assistant 
to the President. 


- + 


Sell GAFGARD ris-vac 


THE HOME MILK AND CREAM PASTEURIZER 


ecg ALL Harmful Bacteria 


SAFEST! Tests by the 
Dairy Technology Labor- 
atories of a prominent 
university prove the SAF- 
GARD PRES-VAC the 
safest of all home pas- 
teurizers. Its pressurized 
beating and complete im- 
mersion of milk container 
in a water bath thor- 
oughly destroy undulant 
fever and other disease 
germs on the wnderneath 
surface of the milk container cover (see *1) 
— and on the pouring edge (see *2) as well as 
Model P-3000 Aim in the milk itself (see #3). Your customers 
Capacity: ony omount Sf ' want the complete protection that only the 
vp to 2 gallons. Sv ‘ a, SAFGARD PRES-VAC offers. 


posted list pence fob. Wb’ ~—Ss FASTEST! The SAFGARD PRES-VAC pasteur- 


izes any amount of milk or cream up to two 
Nationally Advertised in gallons in a third of the time usually required. 
leading publications reaching — gesy FOR FLAVOR! No scorched taste. No lost 
farmers, vo-ag teachers and Vitamins or calcium. Vacuum cooling in the 
county agents. Attractive 2<olor ¢SarGARD PRES-VAC keeps in all the deli- 
display card f pica with — cious natural flavors. 
Hea ee eho free cole. linerctn, Ask your distributor about the SAFGARD 
above. Also free sales literature PRES-VAC P sett oa h 
ond other merchandising aids. o<: » Fastenrizer today. If be does not 
yet carry, write Department 3-HA. 





Shupordi 
TIGER LILY 


Plastic Clothes Line 


Display high- profit Shuford’s TIGER LIL Y 
and watch your “gross” and “net” increase! 





Extruded over long-lasting “high tenacity” 
tire cord rayon for more strength, less Sell Shuford’s AZALEA No. 7 
stretch. Tough, flexible, easy to tie, easy braided cotton clothes line 
to clean. Color-fast Azure Blue. Pin-up Heavier and fuller. “Pre- 
Pink, Tiger Yellow and white. Priced to agg Non —~ ty ; i 
sell. In Shuford’s famous transparent In Shuford’s transparent EVER 
EVER-WRAPPED BAG and self-display WRAPPED BAG. 


carton. 











Nationally Advertised 


Mills. inc 


MICKORY NC 


WHAT’S NEW 


@® For more information 
on these products and 
services use free post 
card on page 157. 





Self Powered Rotisserie 
New HiLo rotisserie, although 
designed primarily for HiLo grills, 
will fit grills of any make or model 
and will operate efficiently indoors 
or out. Battery operated, it will 
rotate a 12 lb load for 10 hours, or 


a 10 lb load for 12 hours on two 
standard dry cells. Packaged in 
portable carton with double han- 
dle. Union Steel Products Co. 


For more data circle No. 41 on postcard, p. 157 


Do-It-Yourself Solder 

New type of do-it-yourself sol- 
der, called Swif, is real 50/50 
tin-lead solder, with flux in paste 
form, packaged in non-breakable 
plastic tubes. Since flux is part of 
solder, separate operation of ap- 
plying flux is eliminated. Flux also 
cleans surface to be soldered, mak- 
ing it unnecessary to pre-clean it. 
Solder is used for permanent re- 
pairs of electrical wiring, sheet 
metal, toys and wheelgoods, kitch- 
enware, plumbing and heating 
equipment, and for all sorts of 
hobby crafts. Sells for 59¢ a tube. 
Hercules Chemical Co. 


For more data circle No. 42 on postcard, p. 157 


Flower Seed Packets 

Line of flower seeds consists of 
15 varieties retailing at 15¢ and 
25¢ per packet. Standard assort- 
ment of 200 packets retails at $40 
and costs dealer $12 prepaid. Deal- 
er discount is 70 pct on color flower 
packets. Each assortment comes 
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NEWES Al 
PROFIT- 
MAKER 



















@ NATIONAL 
ADVERTISING 
SUPPORT 


Saturday Evening Post 
Better Homes & 


Gardens = aoe 
~ week \ 


- 


CONTACT YOUR JOBBER NOW FOR 
DETAILS AND QUICK DELIVERY 













COLORFUL 
CELLOPHANE 
PACKAGE FOR QUICK 
IMPULSE 

SALES 








150 
CLEANSING FINGERS 


Highly absorbent strands of 
amazing DuPont Sponge 
Yarn, each with millions of 
tiny pores to soak up water 

. dry floors quicker .. . last 
longer. 





COMPACT ‘‘Silent Salesman” 
WITH EVERY DOZEN! 


Sturdy combination Shipping Carton 
and three-color self-service Display 
attracts traffic and sales from three 


sides .. . yet occupies floor area only 
9” by 18”. FREE with every dozen. 


Ooxco 


OX FIBRE BRUSH COMPANY, INC. 


sasocaicun Loleb@shad /FFF maartiane 





Shige o 45 23 GD 





A TF TT 





“midget tool 
merchandiser 


: 7 
Ihe famous bardex Midget |ool Merchandiser 
brighter coler combination and 





GAR 2EX, INC. 
501 N. Cerroll Ave. 
Michigen City 3, ind. 


| 

| 

Send me my FREE copy of the new | 
Gerdex Coatolog ’ 
Your Nome___. | 
/ 


Firm Nome... 





Firm Address... 














WHAT'S NEW 








— —" _ ee 


ready to display in a blue and yel- 
low carton which occupies 1 sq. ft. 
of counter space. Luther Burbank 
Seed Co. 


For more data circle No. 43 on postcard, p. 157 


Mobile Fan 


WheelaBreeze mobile fan Model 
2069 is mounted on soft rubber, 
ball-bearing wheels. Reversible, it 
acts as an exhaust or intake fan 
by merely turning it around. Has 
complete push-button operation, at 
three speeds. Floor stand is ad- 
justable from 30 to 47 in. center of 





fan to the floor. Finger tip guard- 
ed front and back, it offers a maxi- 
mum of safety protection. Retails 
for $79.95. Fasco Industries, Inc. 
Fer more data circle No. 44 on postcard, p. 157 


Barbecue Grill Line 


New barbecue grill line includes 
17 models—nine braziers and eight 
patio grills, ranging in price from 
$4.95 to $104.95. Two of the patio 
grills are of aluminum. Model RC- 
127A has a 14 x 16 grid area, green 
windbreak above aluminum body, 
green trimmings and yellow wheels. 







Also has a manual spit and spit 
and 
Lists 
illustrated) is 
RC-127A 


support, two aluminum pots 
stairstep grid adjustment. 
for $29.95. RC-26A 


a smaller unit than but 





incorporates the same general fea- 
tures. 
tanooga Royal Co. 


For mere data circle No. 45 on postcard, p. 157 


It lists for $19.95. Chat- 


Adjustable Mower Handle 


New type of handle mounting on 


Moto-Mower reel type mowers can 
easily be adjusted to height of any 
operator. 
For more data circle No 


Moto-Mower Co. 
46 on postcard, p. 157 


Lawn Accessories 

Four new items have been added 
to Beco lawn accessories line. No. 
345 Girl-at-Well (illustrated) ac- 
tually pumps water, recirculating 
it continuously from a reservoir 
trough through the pump and back 
into the trough. 
action keeps the figure’s arm mov- 
ing the pump handle up and down. 
Measures 22 in. 


Propeller-driv en 


long and 37 in. 


high including the sturdy ™% in. 
steel mounting stake. Other items 
are the No. 340 Windmill, with 
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(ON YOUR INVESTMENT) 
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You get 24 12-ounce cans of Permite “Do-It- 
Yourself”? Spray Enamels, consisting of an 
assortment of 12 popular colors and Crystal 
Clear Acrylic Plastic. 

You also get this compact 17” x 38” self- 
service metal display rack to hold 24 cans. 
Finished in modern wrought-iron black. 
Topped with eye-catching display sign, with 
pocket for color cards. 





ASSORTMENT CONSISTS OF: 


4 Appliance White 2 Crystal Clear Plastic 
4 Mirror-Chrome Aluminum 1 Burgundy Red 
2 Smudge-Proof Aluminum 1 Shamrock Green 
2 Wrought Iron Black 1 Machinery Gray 
| 2 2 Bright Gold 1 Sunshine Yellow 
f 2 Chinese Red 1 Gloss Black 


1 Royal Blue 











RETAIL SALES $39.76 
YOUR COST 24.52 


YOUR PROFIT $15.24 @2%@ 





. 
. 
_~ 
i kG - 


fd EX Y/, ¢ Invesiment) 
a USLVE This color assortment is available only in 
Li this special deal offer. Reorders are available through 
YF your jobber, six cans of any color per carton. 


1. Handsome, eye-catching FOIL Labels for PERMITE SPRAY ENAMELS are high-gloss, quick-dry- 
FAST SALES! 


ing, nontoxic Alkyd Enamels that impart a tough, 
; 2. New, fully guaranteed Sure-Action spray elastic, long-wearing finish on metal or wood, interior 
head for REPEAT SALES! or exterior. 


. , . i : ~ » : 
5. A choles of 2 chumtaun fniches, “Mi Order now from your Permite Jobber, or order direct, 


using coupon below and giving us name of jobber 


seneKnome Ge nage-Trems through whom to ship 
EXTRA SALES! — 
4. Low inventory line of 12 colors most in Aluminum Industries, Inc. 


demand for FAST TURNOVER! CINCINNATI 25, OHIO PERMITE PAINT DIVISION 


ALUMINUM INDUSTRIES, INC. 
2438 Beckman Street 
Cincinnati 25. Ohio 


ALUMINUM PAINTS Send through my jobber, below, your Special Deal Assortment of 24 « ans 


we 
rrr of Permite Enamels in Spray Cans with Rack at Spevial Price of $24.52 
For Home—For Farm— — 


For Industry — | Name_ ; — 


° Address : - a 
Pat] 4 ry S COLOR ENAMELS My Wholesaler is_ : pone s a ane) ee 
in Spray Cans Address oy eae care Aeon Bs 
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@ DEALER SALES: National advertising is pre- 


selling prospective buyers on the superior quality of 
Swedish Charcoal Steel. That means ready customer 
acceptance for “Shark Brand” Chisels... fast turnover, 
more sales. Cash in on this national advertising; feature 
“Shark Brand” Chisels...show these distinctive tools 
in windows, counters and promotions. It’s a sure sales 


builder! 


@ CUSTOMER SATISFACTION: We're telling 
your customers how Swedish Charcoal Steel actually 
takes and holds a razor sharp paring edge three times 
longer than ordinary steel. How “Shark Brand” Chisels 


cut the toughest wood faster, easier, with less hand- 
tiring “push.” Two-thirds of the blade hardened and 
tempered to keep original keenness after years of 
honing. No finer tools made! Write for information on 
the new, FREE Shark Brand point of purchase display. 


NATIONALLY 
ADVERTISED 
\ 


Jandvik faw & Joo/ 


Division of Sandvik Steel, inc. 


47 WARREN ST. NEW YORK 7, NV. Y. 








Sharwus 70K 
REFILLABLE 
FASTENER ASSORTMENT 


NO. AS 954 


ALUMINUM SCREWS 


aera A COMPLETE 
DEPARTMENT IN ITSELF ! 

16 sizes of rustiess Aluminum 
fasteners including wood screws, 

4 moechine screws, sheet metel 


screws and hex nuts. 
ASK YOUR JOBBER OR WRITE US 


Shanon (G7il and Shout Co 


EADY, ques 


with 


Stainless 
DOOR-EASE® 


STICK LUBRICANT 


Nationally advertised 15c sell- 
er, comes 12 in display box. 
Hundreds of uses in home and 
shop. Also large 39c seller in 
metal container, packed 6 in 


display box. 


American Crease Stick Co. Age. 
PRODUCTS 





Muskegon, Michigan 


as? LOCK-EASE Graphited Lock Fluid 


in 4-oz. “Drop or Stream” can. 39c: 
AMERICAN Dripless Oil in 4-az. oiler, 29c 











WHAT’S NEW 


arms that turn in the wind, No. 355 
Spinning Sailboats, with four boats 
sailing a circular course, and No. 
350 Boy Fishing, with the boat 
rocking on the waves as the fish 
fights the line. All items are mold- 
ed of heavy plastic and decorated 
in contrasting colors. Bernard Ed- 
ward Co. 

For more data circle No. 47 on postcard, p. 157 


Portable Window Fan 


This new 20 in. window fan has 
Hideaway handle which permits it 
to be turned around in window and 
easy to carry. Expander panels fit 
fan to sash-type windows without 
installation cost. Expandable mo- 
bile stand on 5 in. rubber wheels 
gives 30 to 46 in. fan height adjust- 
ment and permits aiming air 





ait 


if 
eth 


iia 


— 


; i" Th 
P é 


stream anywhere within 360 de- 
grees. Finished in neutral decora- 
tor tones, model 20-1100, has 
finger-proof safety guard grills in 
front and back that snap out for 
quick cleaning. Lists at $49.95. 
Signal Electric Div., King-Seeley 
Corp. 


For more data circle No. 48 on postcard, p. 157 


Sprinkler System 


Permanent underground sprin- 
kler system, Lawn Spray, is de- 
signed for maximum coverage. Ad- 
justment key which fits into each 
spray nozzle controls coverage. 
Made of heavy green plastic, 1 in. 
sq, with all brass fittings and parts, 
system is root-proof, rust-proof 
and rot-proof. System is available 
in 20 ft length, with 2 spray heads, 
at $10.95; 30 ft, with 3 spray heads, 
at $14.95; 36 ft, with 3 spray 
heads, at $18.95; 45 ft, with 3 spray 
heads, at $18.95; 48 ft, with 4 
spray heads, at $20.95. Also avail- 
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awe spray () 925) wes 
fer? 


: 
6 Comets tety Ase< case totaal foe > ye Need 


able are 60 ft lengths with 4 or 5 
spray heads, and 75 ft length with 


five heads. Lawn Spray, Inc. 
For more data circle No. 49 on postcard, p. 157 


Soldering Kit 

Soldering kit contains complete 
soldering outfit in steel tool case. 
Three interchangeable irons fit 
quickly and easily into single han- 
dle assembly. For medium-heavy 
duty there’s a 150 watt iron with 
14, in. tip; for light duty, 100 
watt with %4 in. tip, and 60 watt 
with 1% in. tip for all kinds of 
hobby work. Three irons and unit 
socket handle are clamp held in kit. 





Outfit also includes safety stand 
and two tubes of solder—acid and 
rosin core. Drake Electric Works, 


Ine. 
For more data circle No. 50 on postcard, p. 157 


Electric Clock-Timer 


Combination electric clock and 
appliance timer is called the Inter- 
matic Clock Timer. Besides tell- 
ing time, it turns on appliances and 
lights automatically for periods of 
15 minutes to 5% hours, then turns 
them off automatically. Can be 
used for controlling electric fans 
and heaters, washing machines, 
television, lamps, heating pads, 
baby bottle warmers, vaporizers, 
and tape recorders. Housed in a 
spruce green Plaskon case, it mea- 
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In Rules 
as in anything you purchase. 
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Make a point of asking for the rule line with the 
most exclusive quality features - MASTER. 





In addition to 
rugged construction 








and long life, features which 
appeal to Craftsmen, you can now offer: 


!. WEDGE LOCK a positive action, 
military type lock which will hold a measurement for 
extra checking, will actually prevent measurement error. 


2. TWO SIDE OF THE BLADE PRINTING. 
Here is convenience your customers will want to know about. One side of 
the blade is numbered from left to right, and the other side is numbered 


from right to left. Figures are always right side up. 


DOUBLE TIP a companion feature to the 
double tip allows for a hook measurement using either side of the blade, 
MASTER'S Universal Replace- 
ment Blade feature makes the TUFBOY a quality investment. 


two-way printing, the 


working from right to left, or left to right. 


Ae 


MAKES 
SALES EASIER! 


Designed to fit any available space .. . 
the wall... 
and mounted in a corner. 
assortment of your choice, packaged in individualized 
“see in’ visual packs which do their own selling job, 
keep’ stock clean and factory fresh. 


to hang on 
can be hinged 


Holds a complete rule 


stand on counter... 





















NEW TUBULAR 
HACK SAW FRAME 
FORSBERG’S VIKING No. V250 


Sturdi + + ye F ‘s 


new Viking Ne. V¥250 has an ad 
tubular steel frame that — by col when b 

are a Perfectly "> gery "vase 
has comvenient thumb rest 

Butcher Type Handle is die- a ory (*--y *, r 
polished and nickel. pe. —y ~~ packaged — 
complete with one 10° Hy-Flex Blade. 


Forsberg Sauls 


On 
be 


——— 
a { 3 — 
aii ; ; 


CH 


THE NEW FORSBERG 
4-WAY KEYHOLE HACK SAW 
DISPLAY No. V35-6 


This attractive 3-coler counter or wall display — 
of six new 4-way Keyhole Hack Saw Fram ith 

ented die-cast handies 

screws of teois are ff 





be faced in four directions. Packed 
carton. Also packed {| doz. frames per bex 


VIKING HAND DRILL Mo. ¥700 


Perfectly balanced and design- 
ed Ne. V700 is a handy and 
useful tool Die- cast pimions 
and gear are ‘‘factory-tested.' 

Teel steel chuck has three tight- 
eripping jews with a capacity 
of “4 inch. Length it, inehes 


VIKING COPING SAW Wo. ¥010 


The fine appearance and easily 
demonstrated superiority of this 
saw makes the VOIO the deal- 
ers’ cheice. The flat steel weme 
is nickel-plated and has a 

weed handle Adjectante for 
tension 
















w-217 





WHALE BRAND SCREW DRIVERS Wo. W814 AND 
Ne. W217 
Ne. W8I6 has a @” chrome Vanadiom alley square stee! 
extruded plastic handle a 4 


' 
qe = 4 nde vailabie in lonethe 


THE FORSBERG MANUFACTURING COMPANY 


125 Seaview Avenue, Bridgeport |, Conn.. 


180 





U.S.A. 





ee 


a 


WHAT'S NEW 








® For more information 
on these products and 
services use free post 
card on page 157. 





Has 
large nu- 


sures 454 x 4% 
easy-to-read dial 


x 2% in. 
with 
merals. Capacity is 1650 watts, 
A.C. only. International Register 
Co. 


For more data circle No. 51 on postcard, p. 157 


Auto Upholstery Cleaner 


Auto and home furniture cleaner 
is available in aerosol container. 
tubbed briskly with a damp sponge 
or brushed into fabric, Auto Foam 
cleaner works effectively on auto 
seat covers, auto and furniture up- 
holstery, and rugs. Product is 
harmless to hands. 10 oz aerosol 
ean lists for $1.19. Plasti-Kote, 
Ine. 


For more data circle No. 52 on postcard, p. 157 


Cylindrical Lockset 


Reddi- Mount cylindrical 
lockset is available with 5 in. back- 
set, and accompanying 5% in. rose. 
Comes in either solid brass or 
aluminum trim with backsets up 


New 























. 
ORDER NOW 
WIN MORE 
SALES 


? 
18” LONG 


5°" BLADE 
RETAIL 2.59 
40% DEALER 

PROFIT 


Scrape off house paint 














PAINT AN 
SCRAPERS Scrape off boat paint 
SOUTHBRIDGE, MASS. 















THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE 


making | 
Dies and | 
Templates 


> 
T ' 
TIM 


ras 


es ows, —- 


\ree! Bia 


wth pvKens™ 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 
23058 North }ith St. © St. Lewis 6, Meo. 
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New Bonding Cement 
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SATONE is selling its way to new records every week. FLATLUX 


keeps its favored position, too! 


Lively, new colors that sell on sight! New Painting Easc! Never 


before a pair of favorites that have the greatest cust 


appeal— broadest market potential——-of any interior pain 
in America. 

And, with them, a BPS Merchandising Plan that Maleitl*) 
cated anywhere ...a personalized plan that is tailored 
your own business for MORE SALES BIGGER TURNOVER 
GREATER PROFITS 

Cash in on the unbeatable pair and th proved p 


WRITE TODAY! 





THE PATTERSON-SARGENT COMPANY 


1325 East 38th Street 
Cleveland 14, Ohio 


Tell me more about BPS proved Merchandising Plan to 


Step Ovt and Sell. 


NAME _ 

STORE NAME 
ADDRESS. 
 , 





ZONE 





STATE 

















® For more information on these products and services 
use free post card on page 157. 


to and including 18 in. Free-wheel- 
ing exterior knob spins when lock- 
ed, preventing forced entry. Lock- 
set has five-pin cylinder, a brass 
latch and is always in perfect align- 
ment because of single-unit con- 
struction. Unlocks by turning in- 
side knob. Chesler & Sons, Inc. 


For more data circle No. 53 on postcard, p. 157 


Carbide Tipped Drills 


Improved line of carbide tipped 
drills have high speed hardened 
steel bodies. Extra large solid car- 
bide ends afford greater resistance 
to high heats. Super HSC type 
drills are provided with a high 
speed hardened steel body and 
shank which makes tool stronger. 
Available in 27 sizes, ranging from 
3/32 in. to % in., with a round 








shank. Type H, with a hexagonal 
shaped body, comes in sizes from 
%e in. to *4 in. Drills are available 
either in a compact plastic kit or 
on split order. Super Tool Co. 

For more data circle No. 54 on postcard, p. 157 
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In the Feb. 3 issue of HA, page 
184, this cement 
described as requiring heat or 
heavy pressure to form bond with 
materials. Herewith is the 
rected description. 

Water-resistant 
for household and 
may be used for bonding plastic 
laminates, such as formica, texto- 
lite, micarta, etc., to table tops, 
linoleum, shelving, furniture and 
plywood. Can also be used to bond 
thin-gage metal to plywood. Ca_led 
Elmer’s Contact Cement, it forms 
a durable bond without use of heat 
May be applied 
with a hand roller. Cement is avail- 
able in pt., qt., gal. and 5-gal. units. 
Borden Co., Chemical Div. 


For more data circle No. 55 on postcard, p. 157 


was incorrectly 


cor- 


contact cement 
industrial use 


or heavy pressure. 


All-Purpose Strainer 
Nickelplated all-purpose strainer 
comes in two sizes both 1 in. deep. 
One in a 6 in. diameter for cans 
from 1 to 2 gal capacity, at $2.50; 
the other in an 8% in. diameter for 














HILLBILLY HANDLES are going to town!! 


Out of the hills of Tennessee come HILLBILLY hickory 
handles . . . the highly elastic, shock absorbing, double- 
tough, kiln-dried hickory handle that's fast becoming the 


talk of the hardware trade! 


And it's going to town everywhere . . 


. because the 


HILLBILLY hickory handle costs little enough to appeal 
to everybody, is good enough to satisfy anybody! 


182 





WRITE TODAY FOR COMPLETE PRICE LIST 


HOLTHOUSE « HARTUP, wc. 


WAYNESBORO, TENNESSEE 


makers of world-famous 


Hill Hickory Handles 
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walks. Edger cuts easily on hard 
or soft, wet or dry turf. Lists for 
$2.98. E-Z Garden Tool Co. 


For more data circle No. 57 on postcard. p. 157 














CAPADAPTER 


ee 


GIVE MAXIMUM PERFORMANCE! 


"4. 








BRASS OR HOT DIPPED GALVANIZED 


ee 
mol TER 


metal fittings for plastic pipe 


MALE AND FEMALE — 
ADAPTERS 
WELL SEAL ELBOW 
A one-piece free- 
flow pattern that 
' goes through the well 
t seal. Threaded one 








end or serrations on 


both ends. 


coulis @ will not crack 


INSERT COUPLING @® Re-usable 
® individually 


thread protected 
——ae ae ® Cartoned 


MALE AND FEMALE 
VENTURIS 











CAPITOL 
MFG. & SUPPLY CO. 
COLUMBUS, OHIO ig 
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walks. Edger cuts easily on hard 


> or soft, wet or dry turf. Lists for 
$2.98. E-Z Garden Tool Co. 
For more data circle No. 57 on postcard, p. 157 


Lunch Kits 


New Wild Bill Hickok C(illus- 
@ For more information on these products and services trated) and Annie Oakley lunch 


use free post card on page 157. kits have matching half pint vac- 


A 





New Lawn Edger 


New lawn edger, with simple 
wingnut adjustment, can be set for 
any depth of cut, for push or pull 
operation and for terrace edging. 
Adjustable depth guide (skid) 
rides on the lawn instead of the 

— | walk which eliminates uneven fur- 
of | rows due to broken or raised side- 


' 


cans from 2 to 5 gal capacity, at uum bottles. Both kits have plastic 
$3.25. Included is a trial quantity 4 aa handle that’s comfortable to touch 
of straining cloth. Additional ‘ i in all types of weather. Bottles have 
straining cloth is available, cut to : non-drip pouring lip that prevents 
size, at $1 per box. For painters, ... ~ spilling, quick removing cup and 
laboratories, and manufacturers, r or collar and easy to clean stopper. 
strainer saves time and material. i : Aladdin Industries, Inc. 


BE. & J. Enterprises, Ine. , For more data circle No. 58 on postcard, p. 157 
For more data circle No. 56 on postcard, p. 157 . (Continued on page 186) 























set the most use from your 


Parker a ne 
HACK SAW FRAME 


How {0 ¥, 


= . #3 
Featuring the new STA-LOK -- i s 
a) Keeps blade | from twisting aa : 0 ee ye 


: oe Sl This three-page card does 


You get Lik SALESMAN your hack saw selling for you. 


Points out exclusive Parker features: 
@ Sta-lok that ends blade twisting. 


"hhi, PARKER Hack Saws @ Loc-Klip that firmly locks the blade in place 


at the front end. 


© Stud-Fast, the patented, forged one piece 
blade-holder. 


@ The forged frame, solid one piece patented 
ends. 


pe customers will WANT the Parker Saws which 
give the lete instructi h th 
Gy te| Parker | Cre 2 srg on 
tips. Display Parker Saws for Automatic Sales! 
PARKER MANUFACTURING CO. Parker always gives extras and fea- 


weaceer&e 1, MASS... VU. 8. tures that build up your hack saw sales. 
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ASSURE YOU 
PROFIT and VOLUME 


AUTOWASH—the outstanding quality 

made fountain brush through the last 
decade offers you a program designed to 

bring you more sales, more profit and guarantees 
more user satisfaction for every sale with these 
Autowash features: Genuine reinforced horsehair 
bristles, polished cast aluminum head, polished 
aluminum handles, built-in shut- off valve, replace- 
able brush, lifetime Vinyl gasket-bumper, solid 
brass hose connection. 


PLUS— New merchandising helps with a fine as- 
sortment of advertising and promotion pieces, i.e. | 
FREE—store display stand (wood constructed), 

envelope stuffers, mat service and display cards. 
PLUS—A new special 1955 introductory offer! 
Backed up with Merchandising Helps. A colorful, attrac- | 

tive display card is designed for use on counter or ~~. 7, é oF WASH 
window displays. Packed with every et 


dozen brush reuwunrarin Ttrre saaurw 











shipping carton. DispLay Rack (Free) to all dealers 
upon filling out the addressed reply card contained in 
each shipping carton. Descriptive leaflets for envelope 

enclosures for statements, etc. Ad mats for use in 
newspapers and handbills. 


SPECIAL AUTOWASH INTRODUCTORY OFFER 


(Until March 30, 1955) In a Specially Planned Merchan- | ger ‘ 
dising Assortment No. 846. ,. “e 
2—840 AUTOWASH 2—840L AUTOWASH : , osm 
1—DISPLAY STAND , 
Bulk packed in one shipping carton. 
REGULAR DEALER COST per assortment. . $9.96 
less special 10% discount $8.96 


PLUS—KARWASH—the new line designed to meet 
price competition with a good quality fountain brush — 
see details below. 


K ARWASH — Good quality competitive plastic brush. 
To help meet increasing competition, the Karwash 
plastic bristle fountain brush has been added. Sug- 
gested for promotional purposes, Karwash is attrac- 
tive, colorful. Features no-scratch Dureen plastic 
bristles, Vinyl bumper, automatic shut-off valve. 
Lightweight 36” aluminum handle and aluminum cap. 


No. 837LA KARWASH No. 837 N.D. KARWASH 
(Packed in individual Dealer cost.. .$1.75 each. DISPLAY RACK 


shipping containers) (Bulk packed 12 to a To every customer 
Dealer cost. . .$2.00 each. shipping container) . . " 

12 to a master carton. Ship- Shipping weight with special price 
ping weight 19 Ibs. per doz. 13 ibs. per doz. introductory offer 
until March 30, 


1955. 


FLOUR CITY PACIFIC COAST 
BRUSH CO. BRUSH CO. 


1501 4th Avenwe South 1507 Sante Fe Aver 


Minneapolis 4, Minn Los Angeles 271. Calif 
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WHAT'S NEW 


@ For more information 
on these products and 
services use free post 
card on page 157. 








Woodworking Tool Guard 
Meta! guard for radial arm wood- 

working machines both 

knives and motor spindle of tool 


encloses 











Thirty-five years ago the strength 
in Bill Petersen's arms and wrists was 
something to be spoken of around the 
countryside of DeWitt, Nebraska. Yet 
even a man as strong as a blacksmith 
can look for an easier way—particu- 
larly if he’s freshly arrived from Den- 
mark and fired with this new, American 
way of doing things! 


So Bill Petersen bad an idea. 


Why couldn't he devise a new type 
tool to relieve the strain of holding 
work in a tongs, hour after hour? It 
would be a tool he could quickly Jock 
onto work. It would hold work steady 
under the heaviest blows of his ham- 
mer! Never slipping its powerful grip! 


Bill Petersen started in. He put his 
dream into the heat of his forge, and 
formed it on his anvil. And finally, the 
first crude model of the Vise-Grip 








td 
/ 
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he 
‘ sag a i] 
wat 
peng” 
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The Bliacksmith Had An IDEA... 


wrench was born. It looked something 
like a wrench, a little like a pliers. Here 
was the world’s first locking wrench. 


Unique double-lever action enabled 
the grip of one hand to lock the jaws 
onto work with more than fon pressure. 
It adjusted quickly to any size work. 
Blacksmith tool—shucks !—it was the 
handiest tool for EVERY job! 


* * * * 


You know the rest of the story: the 
millions of Vise-Grips made and sold 
since then to farmers, home-owners, 
mechanics, industry ! 


And dealers know the profit that 
comes from an item nationally adver- 
tised as the world’s handiest do-it-your- 
self tool. 


If you haven't yet stocked up with 
the new, self-selling, carded Vise-Grip, 
write for information. Full details will 
be rushed to you right away. 


— Petersen Mfg. Co., Dept. HA-3, DeWitt, Nebr. 
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when used for shaping applications. 
Guard surrounds the cutting head 
on all exposed sides as well as 
the top, leaving only the 
space beneath it free for feeding 


material into knives. DeWalt Inc. 
For more data circle No. 59 on postcard, p. 157 


across 


Hedge Shears 

No. 564 Long Reach hedge shears 
are useful for cutting a tall hedge 
without need for a ladder and in 
reaching deep into a bank of shrub- 
bery or flowers. The 9 in. blades 
are forged from Sheffield cutlery 
steel. Selected ash handles are 22 





in. long with extra long ferrules 
for added strength. Suggested re- 
tail price is $6.50. Seymour Smith 
& Son, Inc. 


For more data circle No. 60 on postcard, p. 157 





New Oscillating Fans 


New 10 in. and 12 in. Northwind 
oscillating fans are available. Both 
sizes feature two-tone metallescent, 
bronze and beige finish; quiet, cool- 
running induction motor: con- 
venient oscillation adjustment, and 





hinged desk-bracket base for wall 
mounting. 10 in., single-speed 
lists for $19.95; 12 in. 
two-speed oscillator for $28.95. 
Emerson Electric Mfg. Co. 


For more data circle No. 61 on postcard, p. 157 


oscillator 


Barbecue Gong 


No. 150 barbecue gong has been 
added to the Androck line of out- 
door cooking equipment. A 10 in. 
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BE SURE WITH Southern 


PHILLIPS AND SLOTTED WOOD SCREWS 























BY CITIZENS OF = 







with SERVICE by U.S. A. standards! 


Southern Wood Screws, Phillips or Slotted, flat, 
round, oval, in steel, brass, silicon bronze, alumi- 
num, stainless steel and all popular plated finishes. 


Stove Bolts in slotted steel, flat or round. 


Write for free color label chart, package stock 
guide, bulk stock list. Box 1360G. 


WOOD SCREWS © STOVE BOLTS 


=. Pa - 
| In Bulk Only: Machine Screws © A & 8 Tapping Screws 
Hanger Bolts © Carriage Belts 
* SCREW COMPANY 


ee 08S) 1155 Se. MORTH CAROLINA 





SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 
FACTORY WAREHOUSES: MEW YORK, WN. Y. ° CHICAGO, ILL. ° LOS ANGELES, CAL. . DALLAS, TEXAS 
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calculations will be interested in 
this electric machine which multi- 
plies, divides, adds and subtracts. 
This model multiplies quantity by 
price, producing individual or ac- 
cumulated totals. Marchant Calcu- 
lators, Inc. 


For more data circle No. 63 on postcard, p. 157 















































Tape Conditioner 


This item was run with the in- 
correct photograph in the Jan. 20 
issue of HA, page 208. Herewith 
is the same product with the cor- 
rect photograph. 

For protection of gummed tape 
against humidity and dampness, 



























musical steel triangle with nickel 
finish, it is suspended by a leather 
thong to which is attached a 
branded wood handle. 9 in. striker 
with branded handle is included. 
Gong lists for $3.98. Washburn Co. 


Fer more data circle No. 62 on postcard, p. 157 


NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





































Calculating Machine 


Hardware 







whole- 
salers who need to make high-speed 


dealers and 


here is Package Sealing’s new 
Itstix Tape Conditioner made to 
fit NPS tape dispensing machines. 
Made of clear unbreakable plastic, 
the conditioner completely encloses 
the roll of labels or tape in the ma- 
chine, keeping contents free from 
moisture. Nashua Corp. 


For more data circle No. 64 on postcard, p. 157 
. * 
Printing Labels 
Here is a machine for office and 
warehouse for printing of labels, 
tags and stickers on gummed or 














Printing is off 
metal logos or sticky back rubber 
mats, from 6 to 36 point type. Ma- 
chine handles paper stock from 
Ix5< in. up to 6 5/16x4% in. A. 
Kimball Co. 


For more data circle No. 65 on postcard, p. 157 


ungummed stock. 


(Resume reading on page 13) 

















HUSKY, 
A guoronteed, hand 
operated freezer. 
Finish in blue en- 


ELECTRIC ICE CREAM FREEZER 


A new and sensational electric freezer. No ice 


amel, solidly con- 
structed, the Husky 
.no solt... Works in freezing compartment is made in 2, 4 and 
of almost any electric refrigerator. Makes 2'/2 
quarts of good old fashioned 
ice cream. 


6 quart capacities. 


THE WORLD'S LARGEST MANUFACTURERS 
OF HOME ICE CREAM FREEZERS 

















+ Get your share of the profitable home 
ice cream freezer market! 
Quick turnover products with proven sales 
oppeal and backed by nearly a century of 
manufacturing “know how’. Not just a seasonal 
item. Porter home freezers will move 
off your shelves the year cround. 





AY AS UNL Ai 


IN HOME ICE CREAM FREEZERS 














® 


DOLLY MADISON 
Electric freezer with ex- 
clusive “Twist Lok” fea- 
ture. Simple, efficient 
operation. 2, 4 and 6 
quort copacities. 


OTTAWA « ILLINOIS 
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24 WAYS TO MAKE A 
MOWER PROSPECT SAY ‘AH-H-H” 











FILL YOUR EXACT NEEDS 
FROM THE F & N LINE iis stiiabiacie 


reel type 
16 hand mowers including a trimmer. 4 reel type power mower 
power models up to 24”. 4 rotaries including 
the new 21” self-propelled model. Display 
the mowers you know your customers will 
buy—feature-packed, beautifully designed, 
easy-to-service F & N’s. 

No more gaps in your line. No more 

worrying about quality. Display F & N mowers 
and you'll sell F & N mowers. 



















| Headliner for 
—\ any display, 20” 
y F & N rotary 








THE F & N LAWN MOWER CO. 


Richmond, Indiana, “America’s Leader” 







Hand Mowers Since 1889 Alumalite, king 
Power Mowers Since 1917 LAWN MOWERS of the light weight 






hand models 
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. 
with wood 


display 


handles. Three color 
unit takes up 15x10 in. 
counter space. Unit also includes 
merchandising kit with point-of- 
sale aids. True Temper Corp. 


For more data circle No. 66 on posteard, p. 157 


Fishing Tackle Catalog 
New 1955 fishing tackle catalog 

No. 99 contains 60 pages fully il- 

lustrated with photographs and 


nl 


You Can't Be a 
“WALLFOULER”’ 


if you use 


WALLGRIPS 





New “plastic blister 
card” for plus soles. 


Attractive self-selling 
counter display holds 
all popular sizes! 


ORDER ROCKET WALLGRIPS 


190 


drawings. Included are articles on 
rod making and tips on successful 
spinning. Among items described 
in catalog are rods, reels, flies, fly 
boxes, books for the angler, plugs 
and lures, rod carrying cases, fish- 
ing apparel, spinning outfits, 
sportswear, fly and spinning rod 
kits, and fly, casting and trolling 


lines. Charles F. Orvis Co. 
For more data circle No. 67 on postcard, p. 157 


Plastic Housewares Display 

Designed to display a represen- 
tative assortment from line of 
molded polyethylene housewares, 
new display occupies 2x3 ft. of 
counter or floor space. Two 8x10 
in. Kodachrome transparencies are 
lighted to demonstrate the wares 
in actual use. Profit Center promo- 
tion will include the free display, 
valued at $15, 4 doz. free Mix- 
Measure bowls, window banners 
and newspaper mats with purchase 


of initial assortment of house- 


_ f<reocker 


WALLGRIPS 


HOLLOW WALL SCREW ANCHORS 


wares worth approximately $209 
retail. They include wastebaskets, 
mixing bowls, dishpans, bread 
boxes, canister sets, sink strainers, 
ice cube silvertrays, and 
gadgetrays. Plas-Tex Corp. 


For more data circle No. 68 on postcard, p. 157 
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Hardware Week Special 
Hardware Week promotion in- 
cludes Sheffield stainless 
steak knife set, regularly priced at 
$4.95, for $2.95, and 5-piece Shef- 
field stainless cutlery set, regularly 
priced at $4.75, for $3.98. This set 
consists of 9 in. slicer, 8 in. carver, 
7 in. chef’s knife, 3% in. parer and 
stainless fork. Dealer cost is $2.67 
per set. Dealer cost for steak knife 


6-piece 


set is $2.60. Both items are packed 


Special reliefs at the knees in WALLGRIP wings permit quick * a 


expansion of the wings with practically no screwdriver torque! 


And ... here are more features . . 
Stop” — tell you when WALLGRIP is set . . 


. ribbed wings for ‘Positive 
. exclusive ‘Outside 
wrench holds WALLGRIP from turning while tightening 


slips out 


automatically when WALLGRIP is set. Plus sale advantages to 


moke WALLGRIPS the “first choice’ anchor! 


The swing to Rocket WALLGRIPS is on! Hard-hitting ads 
in national consumer magazines are bringing the dra- 
matic story to every “Do lt-Yourselfer” in the nation! 


ocket Devices Corporation 


——— 


—— ’ >» 142 Liberty Street * New York 6.N.Y 


a 


A DIVISION OF &STAR EXPANSION BoLtt COMPANY. 


WALLGRIP outside’ 
wrench holds WALL 
GRIP in soft walls 
while tightening - 
SLIPS OUT AUTOMAT. 
ICALLY WHEN WALL- 
GRIP 1S SET! 





i+=<t @e*ee@e@ete4 ©) 
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Ad Pt hone Mga ioe tla ~ 4 


5 and 15 
bushel 
Lawn Carts 


How to get your share of _, 


Gas Powered 
Homemaster 


Deluxe Springfield 


” sor ’ 
and 28" Parkerettes 


Parker Spring Lawn Sweeper Sales 





T ORDER PARKER 
THE WANTED SWEEPER 
Parker is the No. 1 lawn 
sweeper line by any compari- 
son. Heavy national adver- 
tising ... obvious product 
superiority ... models for ev- 
ery purpose and price range 
. all this with competitive 
prices and competitive mar- 
gins. There is plenty of spring 
sweeper business around and 
it is yours easier and in larger 
volume when you harness 
Parker's many sales advan- 
tages. 


HARDWARE AGE, MARCH 3, 





Free Triat 


2 GIVE YOUR PARKERS 
PROMINENT DISPLAY 


Don't make the mistake of as- 
suming that sweepers are a fall 
item exclusively. Spring busi- 
ness is growing...and fast. 
But display is necessary. Get 
your Parkers out on the side- 
walk or in a prominent inside 
spot. Capitalize on the rising 
use Of sweepers for spring 
cleanup and all season lawn 
grooming. They are an excel- 
lent lawn tool and the public 
is realizing it. 


1955 


3 ORDER PARKER'S 
DEMONSTRATION DEAL 
Nothing beats a demonstration 
for proving to customers the 
value of a lawn sweeper for 
lawn care. Two plans are 
available ...a 3 unit (one 
demonstrator) and a 6 unit 
(two demonstrators). These 
demonstrator models are fur- 
nished at a substantial extra 
discount. Get the facts from 
your Parker wholesaler. Make 
demonstration a tool to in- 
crease spring volume. 





% ‘ * 
in * 
hee ee: 


q UPGRADE PROSPECTS 


WiTH PARKER QUALITY 
Lift-out baskets... larger Ca- 
pacities .. . heavier materials 
. «+ precision construction... 
Parker models are feature- 
loaded from handle to wheels. 
Furthermore, a complete line 
makes upgrading possible For 
those who want the finest de- 
luxe manual and power models 
are available... for those who 
are concerned with price there 
is no better value than the 
Parkerette. 


© 2 LAWN SWEEPERS 


PARKER SWEEPER COMPANY, 23 BECHTLE AVENUE, SPRINGFIELD, OHIO 
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TO HELP YOU SELL 


model 180 which will list for 
$54.95, and 4-cycle gas model 4180 
at $84.95. Model 180 features push- 
button starting, cord control, flip- 
over handle for two-way mowing, 
free-swinging blades on disc for 
safer cutting, blade rotation indi- 
cator, half-inch trim, and overload 
protector. Mode! 4180 has silencer 
for quieter mowing, “pull-up” 
starting for easier starts, flip-over 
handle for two-way mowing, 
“swinging-four” safety blade-and- 
disc cutting, half-inch trim and 
variable speed control. Huffman 
Mfg. Co. Spin-Fishing Booklet 
in window gift boxes and window For more data circle No. 76 on postcard, p. 157 Free 24-page booklet, called 
circles are included with each ship- Hose Fittings Display “Spinning is Dangerous . . . For 
pope, to permit display. Regent No. 55J Self-Serve Salesmaker is Fish,” uses a humorous text, 
C utle ry Co. a complete self-selling display of dozens of illustrations and car- 
ee basic lawn hose fittings. Unit con- toons to tell its how-to-do-it story 





trates each item and gives prices 
and descriptive information. H. B. 
Sherman Mfgq. Co. 


For more data circle No. 71 on postcard, p. 157 


Rotary Power Mowers tains 9 doz. pieces, including on spinning. Information includes: 
Two Huffy rotary power mower nozzles, couplings, menders, and the history of spinning, what to 
models will be featured during washers. Occupies 14x19 in. of look for when buying spinning 


Hardware Week: 18 in. electric counter space. Display card illus- tackle, how to cast, how to tle 


— waned VERSATILE PAINT MIXER! 


; , 
’ = bs Tt. 


The New . MILLER . MIXER HANDLES EVERY 


KIND OF CAN—INCLUDING CIRCLE-SEAL RAISED LID TYPE! 





‘ , . | —_ - v. - |, > « 
’ .* 


Round square circle-seal or conventional MILLER ACCESSORIES FOR 
cans—your MILLER Mixer will take them al!i—in every TOP MIXING EFFICIENCY 
gs from quorter-pints ~ gallons wes ian — 

mereneneas ee. ee — wipe — Super-sturdy, scientifically designed 
with amazing speed—thoroughly mixes 4 oz. of pig- stand with weighted cast iron base 
ment in a “short quart’ in fess then a minufel > a perfect stability will not 
Available in single and double can models ~: tip. Saves valuable space—hoilds 


Miller Mixer in special grooved top 
“FLOAT-A-COIL" 
MOUNTING—NO VIBRATION 
NO BOLTING DOWN! 


SEND COUPON TODAY for your new \ Astemetic Timer 
J ' mith vy Antes ticall 
’ ~ out watching! ufTomoar;rica y 
Miller Mixer Catalog FREE | 


stops Mixer at any desired time 
up to I5 minutes Can also 
be used on other motor-driven 
equipment. 





‘ace ee Se ee eS eS eS eS ee ee eS SSS SS See ee eee eee ee 
MILLER MANUFACTURING CO., Dept. HA-3 
9425 Seymour $t., Schiller Perk, Wi. 


RUSH me my free Miller Mixer Catalog 


Name 





Address onvufacturing company 


City .eees» Zone . Stete 


TTITTITLTitLtitTttrtere.. 


fFeeoaeaeaeeaanaeanee 


9425-45 Seymour St. a Schilier Park, Ii. ° Gledstene 5-3343 
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IN BRIGHT 


COLORS 
without 


GLARE 


ss 


./ OR SHINE! 


" 


Kyanize Lo-Sheen Bright Color, No-Shine Enamel is a tough 


washable alkyd for walls, woodwork or furniture, indoors or out 
Non-chipping, self-smoothing. 


A sensational “island” type merchandiser is 
provided with each Introductory Assortment, 


For information write mini 
KYANIZE PAINTS, INC. 208 Red Coral 
Everett 49, Mass. 

Springfield, Ill. » Montreal, Canada 








TO HELP YOU SELL 








spinning knots, what lures to use, 
and how to land fish on spinning 
tackle. Fishing tackle dealers may 
receive reasonable quantities of the 
booklet without cost. Dealer name 
will be imprinted on booklet, if de- 
sired, at printer’s cost. 
Mfa. Co. 


For more data circle No. 72 on postcard, p. 157 


(Jcean City 


Screwdriver Special 


Offered at a reduced price for 
Hardware Week, four-piece screw- 
driver set, regular retail $1.70, wil! 
sell for $1.29 retail. 
is 97¢. 


Cost to dealer 
Also offered at a special 
price of $1.98 is a complete set of 
eight sizes of Spinner nut drivers. 
Regular value if bought as individ- 
ual pieces, $5.98. 
$1.33 per set. 
included with shipment of screw- 
driver set and with nutdriver set. 
Fuller Tool Co.. Ine. 


For more data circle No. 73 on postcard, p. 157 


Dealer cost is 
Window circles are 


Door Knob Packaging 

This new consumer Vue-Pack for 
door knobs is designed for self- 
service buying. No. 400 is packed 
with 2 in. diameter fluted glass 
knobs; No. 410 with 2% in. diam- 
eter brass plated knobs. Also avail- 
able with 2 in. and 2%, in. solid 
brass knobs with satin, polished or 
polished chrome finishes. Taylor 
Lock Co. 


For more data circle No. 74 on postcard, p. 157 











TV Cable Display 


Orange and black counter dis- 
play carton holds ten 100-ft. coils 
of flat TV lead-in cable made from 
genuine virgin Polyethylene. Car- 





little 
and saves time in measuring and 
packaging. Cornish Wire Co. 


For more data circle No. 75 on postcard, p. 157 


ton occupies counter space 


Tool Merchandiser 


Hl do-it-yourself merchandiser 
features highly polished tools set 
against a background of natural 
finished solid birch and blue peg- 
board. Finished wood blocks show 
actual cuts made with the router. 








it’s &42¢ to sell 


“MR, BLISTER” 


THE ELECTRIC PAINT REMOVER 


“DO-IT-YOURSELF” PEOPLE LIKE IT 
NO ATTACHED SCRAPER (use putty knife) 
ALSO REMOVES WALLPAPER... PUTTY 





“Mr. Blister” is fast, safe .. 


ing element gives 1000°F. . . 





— hardware, paint or marine. 


THE B & L TOOL and MACHINE CO. 
PLAINVILLE 


i194 


. no open flame. Heats, 
blisters paint, easily scraped to bare wood surface 
with putty knife on flat, curved surfaces; with wire 
brush from moldings; with knife for cleanly remov- 
ing wet, steamed wallpaper. Perfect job for boat wood 
surfaces. Used indoors or out. Heat- 


guaranteed for 1 year. Flexibility 


of putty knife operation is impor- 
tant feature. See your wholesaler 


CONNECTICUT 


COLORFUL 
INDIVIDUAL 


A 
Pe” 


7 





DISPLAY BOXES 


Tal 
ia yah 
ee ey 

a 2 
ee 
oS ll iad 
, i y 
at 


a” RETAILS AT 


$10.95 
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ALL YOUR CUSTOMERS ARE 
PROSPECTS FOR . 





Speedy Sprayer 


The 
paint-it-yourself 
-'» Wim sprayer proved best 
METALLIC z Pre, A Bae act 
FINISHES - 


ADVERTISED 


Unexcelled for 
protecting and re- 
newing wood, metal and glass 
surfaces. Available in pale 
gold, rich gold, Roman gold, 
copper and silver. Packaged in 
standard sizes from 2 oz. to 


55 gal. 


SPRAY FINISHES 


Quick drying—high gloss—hard finish. 
Available in 13 popular colors. Attractive 
point of sale display rack, color cards, ad- 


vertising circulars available. 





and 
Alumatone 


ALUMINUM 
FINISHES 


Contain patented stabilizer U. S. N 
2414088 which assures highe: leafing 





percentage, unsurpassed color bril 
lrance, unexcelled shelf life, greater 
overage wry durability, making sat 


ser customers repeat Pita 


ASK ABOUT OUR BIG DEALER 


AND JOBBER DISCOUNTS 





ALUMATONE CORPORATION 


1523 Grande Vista, Los Angeles 23, California BROWN co Pp 
2, © Ww. R. RP. 


9270 Olive Street Rd.. St. Lowis 5, Missouri 





THE STANDARD OF QUALITY SINCE 1939 
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for inflammable paint remover or 


Ti Heavy Bodied Klean Strip. Comes 
with a brush and painted test 


strips. Display offered free with 
purchase of case of either product. 


cers. Model 80 retails for $27.50, tage 78 on postcard, p. 157 
giving the dealer a profit of $82.46 

on the seven fencers. Also offered Paint Brush Special 

in deal is a $17 display rack, Mo- For Hardware Week only, deal- 
del D-800, for $6. Rack is made ers can buy these paint and var- 
with an aluminum tubing frame 
with red pegboard panel and yel- 
low display sign. Shock-Rite Elec- 
tric Fencer Co., Inc. 


For more data circle No. 77 on postcard, p. 157 


Paint Remover Display 


Unit includes one 7 in. saw, one 1% This 4x11 in. counter display for 
hp plane, two % in. drills, one % paint remover serves as a test panel 
in. drill, one % hp router, one 

straight and circular guide, and 

10 router manuals. Merchandiser 

is 42x17x28 in. A $50 value, mer- 

chandiser is free with the H1 as- 

sortment, total list price $306.30. 

Stanley Electric Tools. 


For more data circle No. 76 on postcard, p. 157 





nish brushes at a savings up to 24 


pet less than the regular price. 
, Sizes offered are 1, 14% and 2 in. 
Electric Fencer Deal f | varnish brushes; 3 and 4 in. paint 
. -ushes. ave black pure Chi- 
Fencer promotion deal offers one ' — _ - , . - é 
“AR . / ese bristles. Belknap Hardware & 

free model 80 Electric Fencer with i _ : , 


; a e / Mfg. Co 
the first order of six or more - ———__. _ mig. Ud. 
‘ ataaiien — For more data circle No. 79 on postcard, p. 157 


AMUNDSON’'S 
MASTER TAPE DISPLAY 


Promotes Year Round Sales 








WA 


7 FOR THE JOBBING TRADE 


“STANHO” Keys, Pins and other 
products are precision made to close 


tolerances from selected stock . . . the ‘ : wr oO | a Space-Saver 
finest obtainable. All types and sizes. = e Dispenser 


for 5 kinds of 


Uz Cualaty Lene 2 } | Individually 


Boxed 
WOODRUFF KEYS - TAPER PINS T 
MACHINE KEYS - COTTER PINS apes 
SS —— STRAIGHT PINS - SPECIAL PARTS Occupies only 1% sq. ft. of @ Easy to read instructions on 


space. every roll. 
Effectively Displays all 
and other Stanho products Amundson tapes. @ This good looking display ab- 
Bulk or Packaged Joint Tape ( Perforated) ; Cloth solutely free with: Purchase 


HORSE SHOE NAILS Mesh Tape; Gummed Cloth of 30-roll kit at $10.80 of 


Gummed Paper Tape; 60-roll kit at $21.60. 


TITITIN LLL 





WRITE for DESCRIPTION @ Each individually boxed to @ A must in all housewares, wall 
and PRICES keep fresh and clean paper and paint departments. 


If your jobber cannot supply you, write us for details. 


7 SINITIIIEE | Amunoson provucts company 


SUPERIOR « WISCONSIN 


_ ee 
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ARE YOU DISPLAYING GREAT 


NECK’S PLANE LINE? 
> 







G-1 BLOCK PLANE — 6” 


End and side screw 

adjustments allow exact 
regulation trom coarse 
to fine work 













Built-In 
Folding 
Steel Tray 






























Precision workmanship goes into the construction of 
every Great Neck Plane. Made to the finest specifica- 
tions of tool technology, reliable precision settings are 
accomplished in seconds! The cutters are one solid piece 
of rust-free chrome alloy tool steel, fully tempered, 
ground and honed for consistent cuts. Assembly parts 
are made of the finest steels for excellent results. Avail- 


able in a full price range for discriminating craftsmen. 
Have you also inquired about our competitive line of y 


fine Corsair Planes ? 


G-2 
BLOCK PLANE — 7” 


Popular type plane not 
requiring frequent adjust- 
ment 


Lightweight 


= 
| Sik. 


ise 40A 















G-3 AND G-4 
SMOOTH PLANES — 
8” AND 9” 


Tristand Pipe 
means more 


Fully adjustable to meet 
all requirements. Avail- 
able with smooth or 
corrugated bottoms 


quick sales 


G-5 Extra easy to set up... 
JACK PLANE— , Suitable for the roughest 
14” £4 work. Sturdily construc- built-in folding steel tray pushes up 
ted to do a man , : —— 
sized job. Smooth easily to fold legs of ‘Tristand for easy 
tolls gatta carrying; tray pushes down easily 
OoTrOmMS 


to set up, holds stand solidly rigid— 


exclusive features 





G-6 FORE PLANE — 18” 


For finishing uneven 
surfaces and to dress 
edges for a flush 
fit before joining 
or gluing. 
Smooth or 
corrugated 
bottoms 


WRITE FOR CATALOG OF TOOLS AND KITS FOR EVERYONE 


Handy Work Bench... 


extra-strong stand and tray all one unit. Full size 
vise-base has 3 benders, ceiling brace screw, lots of 
tool slots, besides handy tool tray. Most for the 
money — Nationally advertised, fast profitable 


turnover! Order today. 


ay 7 RINCE red Ouality Tools Since 1919” 





THE RIDGE TOOL COMPANY .« ELYRI 


A, OHIO, U.S.A. 


= ~ eee oe 








Great Neck 


SAW MANUFACTURERS. INC Wor -Saver Picve Toois 
WAY MINEOLA NEW YORK a 
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Three Man Management Team Takes Over 
Direction of Weed & Company Outlets 


Rochester, N. Y.—A three 
man management team of 
veteran employees have tak- 
en over the direction of the 
Weed & Co. retail and whole- 
saile outiets in Rochester, 
Walter C. Weed of Buffalo, 
company president an- 
nounced. 

The trio will succeed Ro- 
land QO. Roberts, vice pres- 
ident and general manager of 
the local Weed organization, 
who will retire after nearly 
48 years of service with the 
company. 

Named to take over direc- 
tion of the Rochester outlets 
are: 

Roy J. Ebel, who has been 
in industrial sales work for 
the company since 193 

Stuart C. Lewis, who has 
been with Weed’s in Ro- 
chester since 1938 and who 
has been manager of the re- 
tail outlet here since 1950. 





William H. O’Grady, who 
has been with the firm since 
1916 and who is now man- 


ager of the company’s whole- 
sale department here. 


Murray, Ky.—S. L. Horn, 
formerly associated with the 
A. B. Beale & Son organiza- 
tion, has accepted a position 


with the N. B. Ellis Co., 
formerly the Economy Hard- 
ware. Mr. Ellis recently 
purchased the store from 
Oliver Cherry and Hal! Mc- 


Cuiston. 


Ambler, Pa. { 
Hill Hardware Co. held a 
grand opening of its redeco- 
rated and expanded store in 
the Erdenheim Center, on 
February 1. There 
favors and gifts for ali. 


nestnut 


were 


Jackson vil I 


Formal! 


Beach. Fla. 
opening of Proctor’s 


(Continued on page 214) 


Officers and directors of the American Hardware Supply 
Co., Pittsburgh, photographed at the firm's recent two day 
Merchandise Fair and Stockholders’ Meeting are: seated, 
left to right, Earl Wyant, Huntington, W. Va.., vice-presi- 
dent and director; E. A. Hastings, general manager: W. R. 
Ritter, Mechanicsburg, Pa., president and director: Walter 
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American Toy Fair 
Registration Facilities 


Special weekend registra- 
tion facilities will be made 
available in advance to buy- 
ers attending the 52nd an- 
nual American Toy Fair in 
New York City, March 7 
through 16. 

To expedite handling of the 
expected record attendance, 
registrations will be taken 
Sunday, March 6, from 12:00 


» 5:00 P.M., at the 
Green Room, on the first mez- 
zanine of the McAlpin Ho 
Fair headquarters. For late 
arrivals registration desks 
will be maintained at the two 
hotels housing the Fair, the 
McAlpin and New Yorker. 
These will be located on tne 
first mezzanine floors. 

identifying 
badges and directories of ex- 

| 


noon Wt 


Necessary 


> 


hibits wil 


, 
. + ’ 
wo hotels 


be ay ailable at tne 


15 Million Dollar Sales Goal for 1955 
Announced by American Hardware Supply 


Keynoting the recently con- 
cluded 45th annual Merchan- 
dising Fair and Stockholders 
meeting of the American 
Hardware Supply Co., Pitts- 
burgh, Pa., was an announced 
sales goal of $15,000,000 for 
1955. Dealer meetings were 
devoted to exploring methods 
for achieving volume by both 
the company and its dealer 
members. Sales in the period, 
1945-1954, amounted 
500.000. 

A total of 700 dealers, 


to SUS.- 


their 


wives and employees attended 
the meeting. Ap- 
proximately 85 pct of the 418 
member repre- 


two-day 
stores were 
sented. 

Guest speaker, 


Arthur H. 


‘Red’ Motley, president, Pa- 
rade Publications. New York, 


demonstrated to the 
the road to bigger profits. 
saw the 
one of 


dealers 
He 
climate as 
optimism in view of 
high consumer net income: a 


pusiness 


larger disposable income, and 
(Continued on page 200) 


iy 


R Conaway, New Lexington, Ohio, secretary and director. 
Standing, left to right, are the following directors: T. R. 
Caltrider, Pikesville, Md.; C. W. Cunningham, Mt. Pleasant, 
Pa.; H. L. Kirchner, Youngstown, Ohio; Paul Wolff, Mead- 
ville, Pa.; F. J. Smith, Hamburg, N. Y., and D. C. French. 


Wilmington, Ohio. 
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Parker Sweeper Names 
Sales Executive 
Edward G. Nikoden 
been named assistant 
manager for Parker Sweeper 
Co., Springfield, O. Formerly 
commercial! sales manager for 


, 
nas 


, 
- _ 
Saiecs 





NIKODEN 


EDWARD G. 
the Crosley Corp., Cincinnati, 
Mr. Nikoden also has been 


sales promotion and advertis- 
ing manager for The Frazer 
Farm Equipment Corp. 


Casco Products Makes 
Sales Appointments 


Richard E. Poyda, Casco 


Products Corp. Philadelphia 
district manager, has been 
promoted to Eastern divi- 
sional sales manager, with 
headquarters in New York. 
Thomas O’Gorman, form- 


erly a manufacturer’s agent 
in the Philadelphia territory, 
has been appointed Philadel- 
phia district sales manager. 
Jack Lennox, formerly Balti- 
more district sales manager, 
has been named Pittsburgh 
district sales manager. Jo- 
seph McCarthy has been ap- 
pointed New England district 
sales manager, replacing the 
Clifford Wright Co., manu- 
facturer’s agents. 


Ace Dealers Report Sales Gains in 1954; 
Twenty-five New Retailers Join Group 


At the recently concluded 
81st annua! Ace Stores Con- 
vention sponsored by the Ace 
Hardware Corp., 2355 South 
Blue Island Ave., Chicago, a 
substantial increase was re- 
ported for last year. Also, 
75 pet of the Ace dealers re- 
ported a good increase in re- 
tail sales over the previous 
year. 

Present at the convention 
in the Conrad Hilton Hotel 
were 298 retail dealers repre- 
senting over 200 stores in 10 
states. There were 284 
hardware manufacturer ex- 
hibits in the hotel’s exhibit 
hall and lower lobby. 

During the Monday morn- 
ing business session, Richard 
Hesse, Ace president, pointed 
to the continuing growth of 
the Ace organization. He in- 


troduced the 25 new stores. 
(Six additional new stores 


were added during the con- 
vention.) He mentioned that 
the role of Ace re- 
mained intact during 1954, 


stores 


HARDWARE AGE, MARCH 


indicating complete dealer 
satisfaction. 
Charles B. McClaskey, 
merchandise manager, intro- 
(Continued on page 216) 


Emerson Electric Elects 
O'Neill Vice President 
Edward L. O’Neill has been 


elected vice president and 
genera! sales manager of the 





EDWARD L. 


O'NEILL 


3, 


1955 





Heavy Buying Features Our Own Hardware 
Show; 486 Stores Attend Annual Meeting 


kemerson Electric Mfg. Co., 
St. Louls. 

He had been 
the President joining 
the company last July. 

Others to assume new du- 
ties include R. E. Otto, elect 
ed vice president, Motors. He 
has been with Emerson since 


1914. 


Assistant to 


Since 


P. A. & S. Small Company 
Separates Divisions 


Effective immediately P. 
A. & S. Small Co.,. whole- 
saler in York, Pa., is separat- 
ing its hardware and grocery 
divisions i] 


; 
tnat each W 


—~<) 





GEORGE 


SMALL 


function entirely as a single 
unit. 

This action is planned to 
enable the company to better 
serve hardware dealers in its 
trading area. 


Since 1954, the business 
has been operated by George 
and Samuel Small, Mrs. 
Anna Sma!l Ramage having 


retired from the b at 
that time. 


George Smal! is 


usiness 


Vice-pres! 


dent in charge of sales. He 
has been connected with the 
firm since 1946, and has 
spent considerable time work- 
ing in the warehouse, buying 
offices and managing the 
voluntary group of 230 re 


--« 


ail food stores. 


Unusually active buying by 
dealers featured the 42nd an- 


nual merchandise show and 
stockholders’ meeting of Our 
Own Hardware Co.,. dealer 


owner wholesaler of Minne- 
apolis, Minn. 

The buying by the 1300 
dealers attending the meeting 
was heavier than in recent 
years and covered staples as 
well new and 
sonal lines. 

The meeting, 
held at 
warehouse and 
attended by representatives 
of 486 of a total 
membership of 553 stores. 

5. P. Duffy, president and 
manager, speaking at the 
nual 


as items sea 
Feb. 14-16, 
the company’s 
office. It 


was 
was 


stores out 


an 


stockholders’ meeting. 


re ported that gross sales fo. 
tne year were down slight, 
om a year ago. Costs, how 


were re duced somewhat 
the 


members 


ever. 


during year. Returns to 


were fractional], 
above a year 


New 
and 


ago. 
stock arrangement 
other warehousing im 


provements that have been 
underway are 
make for a further reduction 


tne 


expected to 


in operating costs in cur- 
rent year. 

Mr. Duffy said he expects 
i955 to be a good year for 


hardware, with sales at both 
retail and wholesale showing 
(Continued on page 210) 


Wholesaler Sets 
Dealer Show Date 


Malco Wholesalers. Inc.. 
Washington, D. C., house- 
wares, traffic appliance and 
toy distributor, will hold ite 
ninth annual Dealer Spring 


and Summer Goods Show 
Feb. 27-28, Mar. 1-2. 


Featured will be barbeque 
grills, outdoor furniture, pic- 
nic goods, fans, wading pools, 
outdoor gyms, etc. This year’s 

how is being held at Malco’s 
showroom and warehouse. 
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American Hardware 
Merchandising Fair 


(Continued from page 198) 


a good level of employment. 
In addition, the rate of popu- 
lation increase indicates an 
expanding market which can 
be sold the many new prod- 
ucts available today. 


Mr. Motley said that a 
fundamental change in sell- 


ing has brought about bigger 
and more competition, but 
hardware dealers should use 
those merchandising advan- 
tages they have always had, 
but may have forgotten, to 
meet that competition. 
Nothing happens, he said, 
until 


somebody sees some- 
thing. It is therefore nec- 
essary that dealers display 


and tell people about what’s 
new. Greater attention must 
be paid to store appearance 
and layout. 

Store services should be 
emphasized and self service 
brought into the merchandis- 
ing picture. Salespeople re- 
quire more intensive training 
and there is a need for great- 
er courtesy. 


Use of Credit 


Mr. Motley also urged a 
wider use of credit, time pay- 
ments, and rentals to make 
people want what they don’t 
necessarily need. 

E. A. Hastings, general 
manager, discussed the bene- 
fits of American’s program 
to its dealers. He pointed up 
plans for improved merchan- 
dising and promotion ser- 


ww 


vices. The use of proved pro- 
grams, consistent advertising, 
and merchandising and pro- 
motions helps dealers meet 
competition. 


Discount Houses 


And competition, Mr. Hast- 
ings said, has its own trou- 
bles; troubles of a kind Amer- 
ican dealers can overcome. 
Chain stores, he said, rely- 
ing on the price principle are 
troubled by discount houses. 
Discount houses, in turn, con- 
centrating on small appli- 
ances, have no salesmanship, 
no service. 

Another feature of the two- 
day meeting was a presen- 
tation by Harry Harlan of 
the Nationa! Retail Hardware 
Association of the Associa- 
tion’s new credit plan avail- 
able to NRHA members. 

At the annual! stockholders’ 
meeting three directors, 
whose terms had _ expired, 
were reelected for another 
three-year term. They were: 
Frank Smith, Hamburg, N. 
Y.: Paul Wolff, Meadville, 
Pa., and Earl Wyant, Hunt- 
ington, W. Va., also vice- 
president. 

They will serve with hold- 
over director-officers: W. R. 
Conaway, New Lexington, 
Ohio, secretary; Charles W. 
Cunningham, Mt. Pleasant, 
Pa.; H. L. Kirchner, Youngs- 
town, Ohio; William R. Rit- 
ter, Mechanicsburg, Pa., pres- 
ident; D. C. French, Wilming- 


ton, Ohio, and T. R. Calt- 
rider. Pikesville. Md. 
Operating executives of 


Part of the dealers-members, their employees and manufac- 
turers representatives attending a luncheon during the 45th 
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American Hardware Supply 
Co. are: E. A. Hastings, gen- 
eral manager; V. O. Hall, as- 
sistant general manager; H. 
L. Gould, sales manager; W. 
A. Baker, Jr., purchases man- 
ager; B. W. Hill, treasurer; 
B. M. Rich, assistant trea- 
surer; C. C. Raisig, ware- 
house operations manager; 
George Snaith, traffic man- 
ager; J. D. Shepler, claims 
manager, and John Kloster- 
meyer, publications manager. 


E. T. Davis Appointed 
By David Round & Son 


Elden T. Davis, former 
vice-president and controller 
of the Cleveland Chain & 
Mfg. Co., has been named 





ELDEN T. DAVIS 
and 
David 


vice-president 
manager of 
Son, Inc. 

He had been an executive 
with a joint management of 
the two compani: 


genera! 
Round & 


Geuder, Paeschke & Frey 
In Business 75 Years 


Geuder, Paeschke & Frey 
Co.. Milwaukee, is celebrat- 
ing its 75th Anniversary in 
1955. 

Started as a small “tin 
shop” for the manufactur- 
ing of tin plate cooking and 
baking utensils, G. P. & F. 
now employs more than 
1100 persons in plants in 
Milwaukee; Sheboygan, 
Wis.: and Lebanon, Ind. 

Geuder, Paeschke & Frey’s 
products include housewares 


and dairy utensils, ironing 
tables and pad and cover 
sets. 

A giance at one of the 


firm’s earliest catalogs shows 
that America’s needs were 
quite different 75 years ago. 
In those days, G. P. & F. 
was making moulds for 
home-made candles, tin cof- 
fee flasks, portable tin bath 
tubs, and camp kettles for 
the Klondike trade. 


New Wholesaler 
In Washington, D. C. 


A new hardware and elec- 
trical wholesaler has opened 


in Washington. D. C. The 
firm. Washington Hardware 
& Electrical Co.. is located 


at 315 Fourth St., Northeast. 
Roy W. Burgess helped or- 
ganize, and is associated with 
the new firm. He has been in 
the hardware and electrical 
field for the past 15 years. 


*. 
— 





_ 


> 
« 
~"s 


annual meeting of the American Hardware Supply Co. The 
meeting was held at the firm's warchouse and office. 
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« Complete with Fasteners 

» No Cutting—No Waste . 

« Small Refill Packs 

» Minimum Inventory 

» 100% Dealer Profit 

» 14 Multi-Purpose Mouldings 
Cover Most Customer Needs. 


S 



































70! Ade 840 Our Outside 
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~~ ce - F 4 . 
Faas Ses 
tos 603 , 4416 Inside 11%6 _ eae 
Outside Corner Door Edging Undersiuag Corner Under sieng Facing Mamleas Steel 


CHROMEBRITE MERCHANDISER DEAI 


3 salable samP vast 


of No- 


ding 
- 69°? 


1 Dozen each of 10 populer Stainless Steel 
Mouldings. Retail Value $147.24. Dealer Cost $73.65 


DISPLAY MERCHANDISER, we'lded stee! 
trimmed in chromebrite FREE 





4 EXTRA SALABLE SAMPLE TRIMS 






























VALUE a < sTPAID Retail Value $7.42 FREE 
xe vert: ® OFFER EXPIR United’s Moulding Merchandiser is com- 
WOTHING 1° uy — pact, occupies only % square foot. 


UNITED INDUSTRIES, Inc. 231 S. LaSalle Street, Chicago 4, Illinois 
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TRIM-GUARD 


a real time-saving need 
for your paint customers... 


A PROVEN SELLER © 
FOR YOU 






a 














Display thi = Lime-SaverT on conventent handle keeps 
your paint counter and hands from tiring makes 
watch customers add a t easy to use Comes in at- 
TRIM ~ GUARD to every tractive displaw carton that 
paint purchase. This feath sells itself on your counter 
er-light too! makes trim with every paint purchase 
painting quick and easy Dealer price $1.80 per doze! 
Protects walls or window packed two-dozen in dis 
giass while painting wood- play carton. Retail 25c, with 
work or moldings Large 4) profit for you A 







. in sl selling display cartons . aoe full 40% —afih« ~ 


le, 


CRAK-SEAL 

Edge trim for tubs, sinks, ete. 15 PASTE-BAK PAINTER'S PAL PLASTER-STIK 

ft. of vinyl! plast stripping, plus Long. flexible tir ps under loons F ble hard-to- The origir for hals 
exclusive re-formed « ne ends edge witt t Dp t I nt chech ; One ‘dor $1.5 Cracns in f er One a 

and ceme mnily $ 69 Your cost, sets firm. won't spo doz. dis Ret; 2 bie-wrapped. £1.% Ret 

$1.01 — full 40% profit. play bk $2.81. Retail 39¢ Se Ee pap Cp ae 





if you cren't aiready usi any o * th it h 
Sold through qualified wholesalers oR E ' it and send now for FREE somple Crek-Seei 7 Plaster. ~ 


THE LEONARD COMPANY ee 


> 
. 
Dept. B, 506 Third Street, Des Moines, lowa * 4! ° 
7 
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SCALECIDE 


It's easy to sell Scalecide — the 
superior dormant spray—because 
it's the safest and most effective 
way to kill scale, aphis, ete. 1 
gal. makes 50 gals. of spray. 






































Retoil Packed Decler 
1 pt. con $75 12/ces $5.85 
1 qt. con 1.15 12/e = 8.98 
1 gel. con 2.75 6/es 10.72 



































D-X INSECT SPRAY 


The spray that all gardeners like 
——powerful yet son-poisonous to 
people and pets! Contains pyre- 
thrum, rotenone and piperonyl 
cyclonene—fives thorough con- 
trol of insects. Dilutes 1 to 600. 






































































































































Retail Packed Dealer 
1 oz. bottle $35 24/cs $5.04 
4 oz. can 100 24/cs 14.40 
V, pt. con 175 W2/e 12.60 
| PRATT'S FRUIT 
a TREE SPRAY 
| Every customer who has fruit 
trees needs Pratt's Fruit Tree 











Spray or Dust —the all-purpose 
insecticide and fungicide. Helps 
grow better apples, pears, peaches, 
plums, ete. 


















































Retail Packed Dealer 
1 tb. canister $ 85 112/es $6.63 
3 ib. bag 1.49 W2/es 11.70 

















PRATT'S VEGETABLE 
DUST OR SPRAY 


Gardeners keep buying this spray 
because it’s all they need to pro- 
tect their vegetables from bugs 


















































and blight! Contains rotenone 
and copper. 

Retail Pocked Deoler 
VY, tb. dust gun $ .79 12/es $6.16 
1 Ib. canister 85 12/es 6.463 
3 Ib. bag 1.49 «612/es_ 11.70 





PRATT'S ROSE DUST 


Controls all common insects and 
fungous diseases on roses, flowers 


THERE'S A 
PRATT SPRAY 


FOR EVERY NEED and vegetables. Packaged in a 
handy dust gun that’s a cinch to 

Pora-Scalecide use—and sell! 
D-X Aero Spray Retail Packed Deoler 
Prott's 5% Y, tb. dust gun $ .79 I2/es $6.16 
Molathion Spray 1 Ib dust gun 1.35 W2/es 10.53 
Pratt's 5% 1 tb. refills 98 Wie 7A 
Lindane Spray 2 Ib. refills 1.65 WW2/es 12.87 


Pratt's %% Rotenone 
Dust or Spray 


Pratt's Weed Killer 


Pratt's 5% 
Chiordane Dust 


Prott’s 25% ODT 


PRATT'S ROSE AND 
FLORAL SPRAY 


A fast-selling aerosol spray bomb 





that’s extremely effective and 
Pratt's Wettable handy for small rose and flower 
Sulfur Dust gardens. A wonderful repeat 
or Sproy seller! 
Retell Packed Dealer 
10 oz. sproy 
bombs $1.49 12/es $11.70 


Prices slightly higher West of Mississippi River 


SO YEARS OF QUALITY SPRAYS 








B. G. Pratt Company 
200 Twenty-First Avenue, Paterson, N. J. 
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| the 


| Management 


| at the State University 


—— News of the Trade 










Business Management Improvement Clinic 


Scheduled Mar. 14-18 at lowa State Univ. 


Principles of Self-Service, 
and Retail Sales Planning 
will be among the topics dis- 
cussed at the 1955 Business 
Improvement 
14-18, 
of 


Clinic scheduled Mar. 


lowa. 

The Clinic is sponsored by 
the College of Commerce, 
University of lowa, and the 
lowa Retail Hardware Asso- 
ciation. 

The program will include 
following speakers and 
topics: 


Monday, March 14 


Principles of Self-Service, 
Kenneth Wilson, director, 
Div. of Business, Michigan 
State College. 

Self Service and Hardware 
tetaliling, Mr. Wilson. 


Self Service Hardware 
| Store Equipment, P. R. 
Jacobson, secretary - treas- 





urer, I.R.H.A., and W. D. 
Nichols, director of service, 


I.R.H.A. 


Tuesday, March 15 


Retail Sales Planning, Leo 
G. Erickson, instructor in 
Marketing, lowa State Uni- 
versity. 

Retail 
Erickson. 

Jobbers Sale Planning Co- 


Sales Control, Mr. 


ordinated for Retailers, J. 
Rayner Harper, president, 
Harper McIntire Wholesale 
Hardware Distributing Co.. 
| Ottumwa, Iowa. 

Jobber Manufacturer and 
Retailer Sales Control, Mr. 


Harper. 


Wednesday, March 16 


Pricing for Profit, William 
A. Knoke, head, Dept. of 
Marketing, Iowa State Uni- 
versity. 

Credit Selling, Mr. Knoke. 

Hard Sell for Hardware, 
manufacturers representa- 


tive. 


Thursday, March 17 


Dynamics of Sales Promo- 


tion, Max Wales, advertising 
instructor, lowa State Uni- 
versity. 

Display Procedure, R. V. 
Boom, president of Sperry- 
Boom, Inc., advertising and 
merchandising agency. 


Dynamics of Display, Mr. 


,00m. 


Friday, March 18 


The Discount House Ana- 
lyzed, Mr. Knoke. 

Looking Ahead, C. Woody 
Thompson, director of busi- 
ness and economic research, 
Iowa State University. 

The Look Forward 
Hardware’ Retailing, 
Jacobson. 

The Clinic also includes 
panel discussions. A gradu- 
ation banquet will be held on 
Friday upon completion of 
the five-day course. 


in 
Mr. 


Lamson & Sessions 
Chairman Honored 


Roy H. Smith, chairman of 
the Board of the Lamson & 
Co. was recently 
honored at a testimonial din- 
ner held at the Union Club, 
Cleveland. The affair was 
attended by close friends of 
many years’ standing. 

George S. Case, Jr., presi- 
dent of Lamson & Sessions, 
presented Mr. Smith with a 


Sessions 





Mr. 


Case, left; Mr. Smith, 
right. 


sterling silver coffee service 
with an engraved tray list- 
ing the names of the officers 
and board members of the 
company, in recognition of 
his 50 years of service to the 
bolt and nut industry. A 
slide film presentation high- 
lighted events in his long, ac- 
tive life. 

Mr. Smith founded the 
Falls Rivet Co. in Kent, O.. 
which merged with Lamson 
& Sessions in 1921. 


Janney Meeting Dates 


The third annual! Retailers’ 
Conference and Spring Mar- 
ket will be held by Janney, 
Semple, Hill & Co., Minne- 
:.polis, Minn., wholesalers, on 
Jan. 9 to 11, 1956. The meet- 
ing will be held at the Cal- 
houn Beach Hotel, Minneap- 
olis. 
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GARDENETTE 


A Sure Selling Line For This Spring 


Attractively Finished In 
Brilliant Red and Gold Colors 
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displayed in this new gesign 


GARDENETTE” Line can be 


most up-To-dote presentation 


~ 
/ 


rne morKxetT Toaay. 


@ GARDENETTE Line available in 16 most popu- 


@ Sturdy green and yellow "Self Selling’ stand. 


@ Stand displays small hand tools as well as regu- 
lar garden tools. 


Order from your jobber or Write to 


GEYER MANUFACTURING CO. 
Rock Falls, Illinois 
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“Your complete 















. +. priced to sell 
at a profit!’’ 


Sleek 
action-ongle 
design, 

Geiuxe styling... 
*Kleen-Klip'™’ side trim . 


new side discharge. 


1955 line ¢ 








| ROTO-RUGG Gas Engine Retail’ 
A Mode » HP, 4 cycle $ 94.50 
HP 
Roto-R Mode a ie ae $109.75 
. Mode HP $ 72.25 
A Complete Profit Line 
of Rotary Mowers Best buy 


nf 


ree: type power 
mowers! Easy starting 


ight weight 


7 


thro es 


vp or down to any 
walking speed 


The Suburbanite 
18” and 21” 


ne to open the eyes ond 








A complete | 


pocketbooks of your customers 


—s 
| Suburban ite 





Gas Engine Retail* | 
| "9g LHP, 4 cycle $ 98.80 
ave 1.5 HP, 4 cycle $115.50 





RUGG-ED 
HAND MOWERS 


Big fectures of sensible prices, to sel! in 
E-Z-WHEEL, Bia |7" cot ghtweight ground-hug 
ging mognesium wheels . suggested retail 
AIR-WHEEL, Semi-onmeumotic tires . . 
ium wheels suggested retail 


mognes 
FLEET-WHEEL, The economy leader suggested retail 


. i ghtwe ght 


5S Ntiwaerr 


Manufacturers since 1883 


THE ae RUGG company 


51 Miller St., Newark, Ohio 
Cash in at the counter with READY-PAK! 


Colorful counter disploy corten puts “All-Purpose”’ rope 
soles right wo front. Securely flenged, pre-measured 
coils speed soles of RUGG “All-Purpose ROPE... 
Pure Manila, or Snow-White Sisal. 


Diameter Per Coil 
Vi,” 75’ 
4,” 50’ 
¥," 50’ 








Per Displey Carton 


Order from your Jobber 
or write to address obove. 





SL isiveneitunrene deesinsenentendnsscssttanagnasiaivennaneranstsineenentettaniagiastias 


volume at a good prefit. 


$23.75* 


$21.25* 
$17.50* 







TR. ee 
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COMPLETE LINE 
with 





PATIO GRILLS AND BRAZIERS 
POINT THE WAY TO INCREASED 
VOLUME, BIGGER PROFITS 


ROYAL CHEF, with outstanding models, offers dealers a com- 
plete line of patio grills and braziers models for every taste and 
for every pocketbook. Ranging from small, handy and durable 
“take-it-with-you” models priced as low as $4.95 to luxurious 
beauties in the higher-priced field, ROYAL CHEF spells extr: 
volume . extra profit in the fast-growing outdoor grill market 
You are assured of customer satisfaction, for every Royal Che! 
firebox is fully guaranteed for five years 


What's you get 


- 
Ly 


more, an exciting Variety of dealer helps, in 
cluding national magazine advertising, newspaper mats, radio anc 
television announcements, folders for 
distribution, free cook booklets, 
and customer-making five year guarantee 
cards for every Royal Chef firebox. The 
ONLY line you need to really rack up 
terrific sales of patio grills and braziers 1s 
ROYAL CHEF . consistent pennant 
winner in outdoor cooking leagues 


CHATTANOOGA ROYAL COMPANY 
CHATTANOOGA 6G, TENNESSEE 


dealer 


ROYAL, > CHEF 


“== 





18 Texas Stores Form 
Co-operative Group 


A new co-operative group 
of hardware stores has been 
organized in Houston, Texas, 
under the name “Handy 
Hardware Stores, Inc.” 

Thirteen stores were orig- 
inal members of the group. 
Membership now stands at 18 
stores. 

The group was formed, ac- 
cording to its officers, to de- 
velop methods for meeting 
the competition of local su- 
permarkets in the nationally 
advertised housewares field. 

Chief promotional activity 
of the group has been a series 
of full-page ads (see accom- 
panying illustration) in the 
Houston Chronicle under a 
“Handy Hardware Stores” 
insignia. These ads have 
listed all member stores and 
stress that the stores are in- 
dependently owned. 

The Handy Hardware in- 
signia used in these ads wil] 
eventually also be used on 
the stores themselves to pro- 
vide better tie-ins. 

Officers of this group are: 


News of the Trade 





President, Ralph L. Reed, 
Golfcrest Hardware & Var- 
iety, 5204 Telephone Road; 
vice-president, John R. King, 
King’s Hardware & Furni- 
ture; treasurer, Ed W. Wer- 
ner, Werner Hardware & 
Garden Supply; secretary, 
Roy Sowell, Richey’s Hard- 
ware & Variety. The adver- 
tising manager is Ralph L. 
Stuart of Le Marque. 


Directors of the firm are: 
Cc. L. Martini of Martini 
Hardware; M. G. Rote, South 
Park Hardware; J. H. Pat- 
terson, Patterson Hardware 
& Garden Supply; S. Loomis, 
Pasadena Hardware, and A. 
Vacek, Dixie Hardware. 


Other stores that are mem- 
bers of the group are: Berry 
Hardware, Hampton Hard- 
ware, Allensworth Hardware, 
King’s Hardware & Furni- 
ture, South Park Hardware. 

Also, O’Brien Hardware, 
Braes Hardware, Lyons 
Hardware, The Hardware 
Store, Englewood Hardware 
and Muller-Coney. 


Mempien ardws ave 


Richew's . , ae 
amd Ver ety 


Goticreat Hardware 
sad 


Marmei Merdu are 


Aenswerth Hardware 


° ab@ua 
Kreg: Wards ere 
and Tareiiwre 


asadens 


Pp 
Rardwere tox 


wu Te 





This is a typical ad of the type sponsored by Handy 
Hardware Stores. This was run in early December. 
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.--fo sell it faster 







@ Photo above shows the sport 
ing goods section of a modern hardware 
store. Owner says the M&D wall fixtures 
ore adaptable tothe display of all types of 
merchandise and have doubled the sale 
of his sporting goods 


DISPLAY FIXTURES 
and ACCESSORIES 


Sales rise and your profits with them when you display your 
merchandise the M&D way! Maximum flexibility in this equip- 
ment is tailor-made for the store with complete or partial self- 
service. M&D pre-built sectional equipment can be assembled 
quickly by store employees, thereby reducing installation costs. 
M&D Fixtures require less maintenance and permit easier 
stocking of merchandise. And, because of their compactness, 
they permit greater traffic through your store. 


GOOD REASONS 


TO STANDARDIZE ON M&D STORE FIXTURES 


© Low-cost installation — greater 
flexibility. 
© Easy -to-keep-clean — boked 


enamel finish. 

Perforated metal shelving for 
fast, flexible binning 
Perforated 


metal backing to 
accommodate clip-on hangers 

© Departmentalization with econ- 

omy of space 

Standardization of fixture width, 

length and height 

Fast, economical store moderni- 

zation. 





Above photo shows a typical hordwore 
store toy section. Note the variety of mer 
chandise effectively displayed with M&D 
gondolas ond wall fixtures. 


M & D Disploys cre r 
sented by the largest wholesale hard 


olly repre 
Write for 
illustrated catalog No. 100 


M:D DISPLAY COMPANY 


502 SOUTH GREEN STREET, CAMSREE CHT, GUGR |) 
715 SOUTH PALM AVENUE, ALHAMBRA, 


wore houses 












MODERN 
STOPS THE 


STORE EQUIPMENT 


THAT CUSTOMER—STARTS 


THE SALE 


Si A A A A 
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THE NEW “TAKE ME HOME” PACK 
FOR AN | R EWS 2-TUBE SPRINKLER 


pa 
N+) 


Watch the Andrews 2-Tube Sprinkler go 
out with every customer when you stack 
‘em or rack ‘em by the cash register and 
in the garden supply department. Now in 
full 4-color individual carry-home car- 
tons the Andrews Sprinklers are more 
convenient to display...more convenient 
to sell.. 
customers to pick up, examine and buy! 

Inside each pack is a famous Andrews 
“Original 2-Tube flexible sprinkler” that 
is recommended and used by landscape 
architects. It sprinkles around curves and 
over uneven ground with a gentle spray 
that won't harm delicate flowers or wash 
away soil.. 


The larger 


.even on slopes. 
tubes of the Andrews Sprinkler deliver 
more water and maintain even pressure 
And it 


or stick together se6¢ 


the entire length of the sprinkler. 


won't rot, mildew, 


even when stored wet. 
FULLY GUARANTEED 


OTHER ANDREWS PRODUCTS 


VORTEX 
| FERTILIZER 
7 APPLICATOR 
; " 


4621 BEAVERTON-HILLSDALE HIGHWAY 


PORTLAND 19, OREGON 


ght 1955, A. M. Andrews Co 


my 


— 


.and more convenient for your eyach ’EM 


ae 
aha 
ake 


ACK ‘EM: 
RETAIL PRICE 
20 ft $2.50 
30 ft 3.50 
40 ft 4.00 
50 fr. 4.75 

100 fr. 8.75 


ANDREWS REEL 
¥e ; 
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Gaoors 





oy ase list 


MOST POWERFUL YET LOWEST 
PRICED 


ro : 
¥y WUaranteed 


ié eleleiale For 
4al:. magnets 
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neavier aoors 
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recommena- 
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EPPNER 


SALES COMPANY - ROUND LAKE, ILLINOIS 











neem ~ News of the Trade— 


Pacific Coast Builders Hardware Meeting 
Scheduled April 24-26, in Phoenix, Ariz. 


The 10th annual Builders 
Hardware Conference which 
will be held in Phoenix, Ariz., 
April 24-26, will be keyed 
to discussions of the every- 
day problems confronting 
builders’ hardware distribu- 
tors. 

The conference which will 
be held in the Arizona-Bilt- 
more Hotel is sponsored for 
builders’ hardware distribu- 
tors of the Pacific Coast re- 
gion by Chapters 18, 19 and 
20 of both the American So- 
ciety of Architectural Hard- 
ware Consultants, and the 
National Builders Hardware 
Association. This year the 
Southwest Chapter 18 is the 
host. 

There are to be four prin- 
cipal speakers at the Con- 
ference, all prominent repre- 
sentatives of well-known 
firms; one from a builders 
hardware firm doing business 
solely in contract builders 
hardware. 

Another from a wholesale 
hardware firm with a con- 
tract builders hardware de- 
partment, one from a whole- 
saler hardware firm without 
a contract builders hardware 
department, and the third 
from a manufacturing firm 
of builders hardware. 

Business meeting will be 
held on Monday morning and 
afternoon, April 25, and on 
Tuesday morning, April 26. 
One of the meetings will be 
given over to an open forum 
discussion on subjects 
touched on by the main 
speakers, as well as on other 
subjects. 

The Conference will be 
called to order at the dinne! 
hour, Sunday evening, Apri! 
24, with a welcoming address. 


Billy and Ruth 
Prize Winner 


The winner of the 1954 
silly and Ruth Americanism 
contest, Constance Louise 
Hensley, 11, of 760 Melville 
Ave., Baltimore, Md... and 
her parents, Mr. and Mrs. 
W. E. Hensley, will leave on 
a 10-day, all-expense-paid 
trip to London and Paris on 
March 7th, coinciding with 
the opening of the Toy Fair. 

Before departing, Connie 
will meet the representatives 
of the various Billy and 
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Ruth distributors throughout 
the country. They will be 
assembled for their 
meeting at the Park Shera- 
ton Hotel. 

Contestants in the Billy 
and Ruth Contest were 1: 
vited to name a picture 
which ran in the 1954 Billy 
and Ruth Book, and Connie’s 
winning slogan was “All 
Smiles and 300 Miles Wide.”’ 
The picture showed eight 
happy youngsters of all dif- 
ferent nationalities against 
a background of the Ameri- 
can Flag, the Statue of Lib- 
erty, Independence Hall and 
the Liberty Bell. Connie ob- 
tained her Billy and Ruth 
300k with the entry blanks 
from Moore’s Toy Store, 3334 
Greenmount Ave... Baltimore. 

There were 610 additiona! 
prizes in the Billy and Ruth 
contest, including TV _ sets, 
French poodles and bicycles. 


annua 


Junior Toy Corp. Names 
R. Boos Vice President 

Boos has been ap- 
pointed vice president in 
charge of sales of Junior 
Toy Corp., Hammond, Ind., 


tay A. 





RAY A. BOOS 


subsidiary of American Ma- 
‘hine & Foundry Co. 

Sales manager of Junior 
Toy since 1952, Mr. Boos 
came with the firm in 1934 
yntrol clerk. He 


purchas 


aS a SUOCK C 
was made assistant 
ing agent in 1937, purchasing 
agent in 1940, assistant sales 
manager in 1949 and 


manager three years later. 


sales 


Minneapolis Show Date 

The Minneapolis Handy- 
man Show will be held Oct. 
8-16, in the Minneapolis 
Auditorium. 


a ours 


| 
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“J&L WARE MOVES FAST, TOO 
... with higher profits for you”’ 


Your customers know J&L Galvanized Ware—They'll 
keep your stocks moving fast. 

Galvanized ware moves better and profits are more 
satisfactory when you stock a line with an accepted name 
like J&L. Your customers have confidence in the J&L 
name and its reputation for quality and sturdy service. 

J&L galvanized ware is priced for the big volume 
market. It yields a healthier profit to the hardware 
dealer. Ask your hardware jobber for complete informa- 








tion. If you need additional information or help, write 


direct to J&L. 


WARE 





i Sones ¢ Laughlin 


STEEL CORPORATION 
CONTAINER DIVISION 





405 Lexington Ave., New York 17, New York 
Galvanized Ware Plants: Toledo, Obie, and Atlanta, Georgia 
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SPECTACULAR, QUIET, AND 
VIBRATIONLESS PERFORMANCE! 


@ Never needs bolting down! @ Harbil is the originator of 
the Floating Spring-Mount legs which are an integral part of 
the machine, not just an added gadget @ Model HB-7 shakes 


4, pts. to 1 gal., 2 diff. size cans at a time or operates with 1 
cradle empty @ New Spin-Fast Tie Rod for faster, easier 
placing and removing cans @ Fast, thorough, 
engineered for long life @ Write Dept. H-4 
for Illustrated Booklet. 


HARBI 


Manufacturing Company 
325 W. Ohio St., 





feller. yousenoLD HARDWARE 


since 1872 

















S SPE 


YEAR IN AND YEAR OuT / 





E.H. TATE CO., 251 Causeway St., Boston, Mass. 








$109.50 


FOB Chicago 


Chicago 10, Hl. 


—_—News of the Trade 


J. A. Williams Sales Contest Winners 





s 








The first group of four J. A. Williams Co., 


wholesaler . 


) Pittsburgh, sales representatives and their wives wave 

' , " se — 

| goodbye as they board plane for New York and a “Week 
End at the Waldorf.” The “Victors Vacation’ trip cli 


maxed a j. A. Williams 


sales contest for their wholesale 


salesmen. Left to right, are Mr. & Mrs. Morris Katz, 
Mr. & Mrs. Frank Allen, Mr. & Mrs. Glenn Amos and Mr. 
& Mrs. A. M. Eskovitz 


Name Coughlin Co. pense paid trip to Bermuda 
. . as first prize for the salesman 

| Prize Winners ; Sey: | 

| servicing the display-winner. 


The ten top prize winners 
in the nation-wide “Display- 


of $ 


He had a choice 
or the trip. 


5500 Ca> h 


| Menno Deney™ contest held | ae 
by the G. N. Coughlan Co., ‘Second prize of $150 went 
West Orange, N. J., manu- to Vic Huggins, Huggins 


facturer of fuel additive and 
soot destroyer, have been an- 
nounced. 

First prize went to Elmer 
C. Karstedt, salesman in the 
Reineman Hardware Co. 
Store, Burlington, Wis. For 
producing the most original 
and unique Chimney Sweep 
display, he had a choice of 
taking a 1955 Chevrolet panel 


truck or a 15 day all-expense- 
rip to London and Paris 


paid t 





rT. L. 


PARKER 


Hardware, Chapel Hill, N. C. 








Mr. Huggins is past president 
of the Hardware Association 
| of the Carolinas. 
Third prize: $75 to Mr. 
John A. McCalley, Snyder 
Co., Lee Highway & Fairfax 
Drive, Arlington, Va. Fourth 
prize: $50 to Mr. Joe F. 
Draper, Conway Hardware, 
Conway, N. C. Fifth prize: 
PLMER C. KARSTEDT Stocke’s | Hardware Store, 
Evansville, Ind. 
for two. Mr. Karstedt de- Other prize winners: 6th, 
cided upon the Chevrolet Mr. C. W. Puckett, C. B. 
panel truck. Puckett Hardware, Somerset, 
T. L. Parker, salesman for O.; 7th, Miss Claire Bressler, 
Janney - Semple - Hill Co., Bressler’s Hardware, Inc., 
wholesaler of Minneapolis, St. Albans, N. Y.; 8th, Mr. 
Minn., received an all-ex- J. Mell Marbury, Marbury- 
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KIDS co FOR jee 


Draper- Maynard 
“LITTLE LEAGUE Ii 


ve & oy 


BASEBALL EQuIPMENT 


Approved by Carl E. Stotz, President of ‘‘Little League 


DOOR CUSHIONS 
PREVENT SLAM... 


*TOPS in Quality, Design! | | * COMPLETE Line PREVENT 


. ' . ssa . 
* BIG in Repeat Sales! | Sells ‘Team’ Market! PINCHED FINGERS 








DSM! “rittle League” 
OFFICIAL BASEBALLS 


“Little League” baseballs sell fast. 
A sure-fire profit builder 


DSM “tittle League” 
GLOVES AND MITTS 


Famous for quality—over 100 years! 
Priced right—styled right . . . means 
quick turnover, steady volume. 


DSM “tittle League” 
BASEBALL SHOES 


Professional styling. Many special 
features. Wide range of sizes. 





NEW PRODUCT 
FOR ALL 
BY-PASSING 
SLIDING DOORS 


Sterling Door Cushior 
Order the complete DRAPER-MAYNARD line keep flust - 
from your Wholesale Distributor right eli <n diac by ) Jing action 
away. 

AnotherStening example of 


Bettpr Hardware thru Better Design. 
_ p all caine ube re 


‘The Lucky Dog Kind’ 


anes anew AY MA\ 


: her, . safer operation 
HY, ) STERLING HARDWARE MFG. CO. 


2345 WEST NELSON STREET © CHICAGO 18, ILLINOIS 





Sterling means (Juality 


A * NATIONALLY ADVERTISED 


Merling: , 


© VISIT OUR DISPLAYS 
HARDWARE f | th B N.) 
THE DRAPER-MAYNARD (0., 4861 Spring Grove Avenue, Cincinnati 32, Ohio pe eee 7 | ee 





© SEE OUR CATALOG IN SWEET’S 
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UP Sales and Profits 
in Tinware with 
nationally advertised 


MOULI LINE 


wi KING SIZE 


We SALAD MAKER 
SLICES « CHOPS + SHREDS «+ GRATES 








—_- Non-slip rubber 
tipped feld-eway legs 

won't scratch ° 
save space 


individually packaged in $498 
multi-color display carton RETAILS 


MOULI 


wr ltig ene il, lemiee) ice) sy eilel. 


p 7 A c 





WAY JERSEY CITY 4&6 WN 





1007 price protection for you 
o results for your customers 


National Advertising. . . 









So stock up and sell Rogers Give for your own 
profit protection and for more satisfied cus- 
tomers. Rogers does more jobs better for 
professionals and amateurs—for building and 
repairing Clear — Uniform — Odorless — idea! 
for commercial and home use.—Stronger than 
any other anima! or fish give on the market 
Order Rogers Glue today through your jobber, 
or if he is unable to supply you, write wus 
immediately 











ROGERS 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 





3,885 Ibs. and over Shearing 
Strength per Square Inch 
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News of the Trade 


Garden Supplier Holds Centennial Show 


President Henry K. Adikes, left, and vice-president Philip 


Adikes, third generation heads of J. 


Jamaica, L. 
at their frm s 


100th 


anniversary 


& m Adikes, 


In< - 


|., garden supply and lawn seed wholesalers, 


buffet 


supper-meeting 


at the Hempstead Armory. More than 450 Long Island 
garden supply and hardware dealers attended. Lighteen 


manufacturers had display booths 


appeared on the program 


Heavy Buying At 
Hardware Show 
199) 


(Continued from page 


an improvement over 1954. 


In making his annual re 
poit, Mr. Duffy told membe: 
stores that competition at 
the wholesale as well as re- 
tail level would be tougher 
each year. He pointed out 


that Our Own Hardware had 
ploneered in the development 
of dealer merchandising aids 
when it was founded 42 years 


ago. The company will co! 
tinue to seek new and better 


ways of helping the dealer, 
he said. 


Mr. Duffy laid stress on 
the fact that a firm, regard- 
less of whether it was a 


wholesale company or a re- 
tail store, must grow or die. 
He promised the members 
that Our Own Hardware 
would continue to grow. 

At the annual 
directors, Carl 
Kenmare, N. D., was elected 
to the board. A. E. Holm of 
Atwater, Minn., and W. A 
Retzlaff of New Ulm, Minn.. 
whose terms as directors ex- 
pired this year, were re- 
elected to the board 5. EB. 
Hunt, chairman of the board, 


election of 
Ringen of 


HARDWARE AGE, 


Three guest speakers 


presided at the business ses 
Sions. 

As a means of helping deal- 
ers compete with some of the 
and premium plans 
ised by other types of 
“Nylon stocking 
plan” was introduced to deal 
meeting. Here S 
plan will work: 
each p irchase of $2 or 


stamp 
be nye 


outlets, a 


ers at the 
how this 
With 
more, a tne 


certifi- 


| | . } 
dealer will give 
stocking 


The « istomel! 


customer a 


cate. can mal! 


7rmy 7. > 
iis 1 ¢ 


LO afl 


ler and the cus 


rtificate and 75¢ 
~ Ipp! 


tomer Wil 


outside 
receive by mail a 
of $1.65 nylon stockings 
There is no cost or hook keep- 
ing required of the dealer. 


pall 


The deale) sessions at the 
show featured the introduc- 
tion of new lines, a presen- 


tation of the new Spring con- 
sumer catalog, a discussion 
of sales opportunities in air 
conditioning, and a 
devoted to paint. J. E. Ratner 
of Campbell-Mithune, Inc., 
advertising agency, spoke on 


¥ , 
successful merchandising pol- 


session 


icles. 
Some 200 lines were shown 
at the merchandise exhibits. 
A special program for the 
ladies featured a luncheon at 
the Minikahda Club. 


MARCH 3, 


1955 





The last word in Cp inkling 


Dipasure 


BENJAMI | garden 


we 







hose 
ree| 






right side 


view 
_ 


Lew - now child’s play! 


. 




























Just put o Benjamin Garden Hose 
Reel where your customers con see it 


they buy and you Il profit! 


t's entirely different has exclusive features 
not found elsewhere. Here are the advantages 


that sell Benjamin Gorden Reels so easily 


]. Swivel Action permits hose to wind or unwind 
easily in any direction without lining up hose 


| 


2. Large Capacity holds more than 100 ff. 'A 
hose 


3, light Weight — sturdy. Can be carried or 
rolled from place to place 


4. Adjustable Height. Can be set to desired 
height. No stoopirg 


eft side view 5. Attractive (>srass green color enhan es 1p 
showing nor peorance of garden 


disconnect feature 
, 6. Useful as fire protection for service stations 


mdustr y, etc 


Deluxe Mode! 4000 RJ Economy Model 
with non-disconnect 4000 DC 
feature Disconnect type 


$9.95 Retoil $7.45 Reto 


amin REELEASH ollows dog 
Je" heo my exnercne. vet stoy sofe 
ft. leash gives 500 sa. ff. play ore 
Pio ys ov! or retrocts os dog moves cbout Stee 


toke drives m ground Rust proof, sturdy Reto 


$9.95 


BENJAMIN REEL PRODUCTS, INC. 


10720 Broadway Cleveland 25, Ohio 
SA Se Ne eam 
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; RAs .Y 


‘9 


4 
wy ss SAAAR ASS, if 


Strike it rich this year by offering MAAADAS 


your customers the new 


ly LIFELAWN 
‘MECO. GOLDBAND 
i HOSE NOZZLE 


ee 


Here's a beauty in fact 
the most glamorous hose nozzle 
ever produced. Precision made 
from Solid Brass Bar Stock 
then Chrome-plated for 
maximum tarnish-free lite 
and sparkling sales appeal! 
That is, all but the } By — 
distinctive GOLDBAND MOY yw ww oe) 
What an eye-catcher A ee ODA SES 
what a traffic stopper 
what a way for you to sell 


nozzies! 


vers ov® 
¢ sprey 
oprene * 


a Deli 
@ Breet” 
* Litelow™ os 
weer © 
ecisio® - 


id bros* 


echined fro™ - 


DES, ite ok! ! 


Every HECO LIFELAWN GOLDBAND hose nozze! is 


tagged with an attractive, easy-to-understand sales: 


@ Pr 


producing feature card. This card answers many ques 
tions and gives the sales story for you saving you time 


and man-power. In fact, the nozzle virtually selis itself 


STAKE YOUR CLAIM TODAY! Phone, wire or write for 
full details and the name of the representative in 


your locality, to 


HARDWARE DIVISION 


HECKETHORN MANUFACTURING & SUPPLY CO 


Makers of Lifelawn Hardweore, Flex-Tip Nozzles, Reattachable 





a Pe ee a ee a ee a 
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Now vou CAN MAKE MONEY on ticense Bouts | 


FERRY STAINLESS STEEL PERMANENTLY RUSTPROOF 
LICENSE BOLTS SELL THEMSELYES—FAST! 


YOU MAKE $14.00 PROFIT 
ON EACH DISPLAY CARTON 









Per Carton: 
Cost—$21!.00 
Retail Value—$35.00 
Each Set Individually Packaged 
in Plastic: Retail—35¢ per set 





FERRY BROTHERS CO. 


3474 Theurer Ct. Cleveland 9, Ohio 








FAUCETS 


(OVER 9-MILLION IN USE!) 
No. G-261 — 3/4” iron Pipe Thread. LIST PRICE, each $1.45 
FOR STEEL DRUMS or BARRELS 
Holds oil, gasoline, kerosene, alcohol, varnishes, lacquers, 
thinners, solvents of all kinds, anti-freeze solutions and 
other liquids, hot or cold... dispensing efficiently —auto- 
matic self-closing. Can be securely locked! 


Attention Dealers... If your jobber 
can't supply —ORDER DIRECT! 


DEALER DISCOUNT 40%... Postage paid on dozen lots. 























[" ““MARQUART MANUFACTURING cor"! 
| IZ4L HIGH STREET + GAKLAND 1, CALIFORNIA | 
| Please send me the following, postpaid: i 
Doz. SETTE Self-Closing FAUCETS, No. G-261 . 
{| Firm Name | 
. Address _ oe 
SEP ae See ace Zone State i 
LL mae mm ae Eee meee ewe wad 
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News of the Trade — 








_ NEWS OF 
MANUFACTURERS AGENTS 





—£E. ©. Jackson Forms 








Shane, Inc., 





Ee 





| Louisiana, 


area that 


Sales Agency 
Ernest O. Jackson, of Dal- 


| las, Texas, for the past five 


years Sales Representative 
for Cosco products in Texas, 
Oklahoma and 
New Mexico, has resigned to 
establish his own business— 
The E. O. Jackson Co. 

Mr. Jackson will represent 
manufacturers of housewares 
products in the same 4-state 
he represented 
Cosco products. 

The Hamilton Mfg. Corp., 
Columbus, Ind., manufac- 
turers of Cosco products, will 
announce a representative to 
handle their products in the 
4-state area in the near fu- 
ture. 


Bloomfield Industries 
Names Two Agents 


Bloomfield Industries, Chi- 
cago, appointed Cohn & 
manufacturers’ 
representatives of Los An- 
geles, to handle West Coast 
sales of Bloomfielé’s new line 
of Bi-Cor Housewares. 

The territory covered by 
Cohn & Shane includes Cali- 
fornia, Oregon, Washington, 
Arizona, Nevada and the ter- 
ritory of Hawaii. 

Leppig & Linsenmeyer, of 
Cleveland, has been represen- 


tative in Kentucky, Ohio, 
western Pennsylvania and 
| West Virginia. 


Sam Goldman Forms 
Spencer Sales Co. 


Sam Goldman, former dis- 
trict sales manager of West- 
ern Home Products, has an- 
nounced the formation of 
Spencer Sales Co., manufac- 
turers’ sales agency. 

Through Spencer 
Mr. Goldman wil! represent 
Mrs. Damar’s housewares 
and kitchen utensils, the 
“Handy” barbecue grill, 
Trim-Lawn edging tools, and 
Edward Gurian Co., Chicago, 
manufacturers of Wherly car 
washing brushes. He will 
cover the Metropolitan New 


~~ 5 
paies, 


| York and Northern New Jer- 


sey areas. 

Mr. Goldman has been as- 
sociated with the housewares 
trade for the past seven 


years. He is a member of the 
New Jersey Housewares 
Club. 


New England Agent 
Named by Erie Tool 


Appointment of Blunt, 
French and Young, 419 Com- 


monwealth Ave., Boston, to 
represent them in 6 New 
England states has been 
made by Erie Tool Works, 


Erie, Pa. 

In addition to selling the 
Erie Tool Pipemaster heavy- 
duty wrenches, pipe cutters, 
vises and vise stands, Blunt, 
French and Young wil! sell 
Erie hand pipe and 
Stillson wrenches. 


TOOLS 


B. Solomon To Handle 
Exact Levels 

Exact Level & Tool Mfg. 
Co., High Bridge, N. J., has 
appointed Ben Solomon as 
their sales representative in 
the Metropolitan New York 
area and in New Jersey. 

Mr. Solomon will handle 
Exact Levels. 


Super Tool Appoints 
Nick & Pierro Sales Co. 


Super Too] Co., Detroit, has 
appointed Nick & Pierro 
Sales Co., 19450 James Cou- 
zens, as agents for the De- 
troit area. 

Matt Pierro, Jr., 
Nick, partners, and 
LaChance, sales 
handle entire 
metal cutting tools. 


James 
Lyman 
engineer 
line of 


Will 


F. Rockwell to Handle 
Roller Coater Line 


Fred Rockwell, 32 N. 
First St., Minneapolis 1, has 
taken on the roller coater 
line made by Essex Graham 
Co., Chicago. He will cover 
Minnesota, N. and S. Dakota 
and northwestern Wisconsin 
for that line. 


Don Rose Associates 
Appointed Sales Agents 


Don Rose Associates, De- 
troit, have been appointed ex- 
clusive sales representatives 
for Master Metal Products, 
Inc. Buffalo, N. Y., in 
Michigan and Toledo, O. 
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YOUR SINGLE 










rDW. & TRYON CO 
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EDW. K 


, 
‘ 


. TRYON CO. 


ccupies 5D 
j , ] 
acipnil (with 

I 


i 
Sq. feet) 


tildings in Phila- 
han 150,000 


i 


} ’ 
, ; i” 
i Gacaic®rs 


Si 


Tried and True for Nearly 150 Years 


Your Prompt and Economical Source for 


HARDWARE GUNS AND AMMUNITION 
HOUSEWARES TOYS AND GAMES 
TOOLS FISHING TACKLE 


MAKE-IT-YOURSELF TOOLS ATHLETIC GOODS 


LAWN AND GARDEN TOOLS 


If vou are not already one of the many thousands of satished 
TRYON dealer customers. this is a good time to find out— 
to your own Satisfaction — the advantages of buying from this 
| 

Old €s 

Yi ( m Cc mplete nationally-known 
lin You can save on shipping and clerical costs through 
concentration of purchases 

A few N llyv-known Lines for which TRYON is 


SUNBEAM Electric Appliances 


WEAREVER Aluminum Cooking 
Utensils 


REVERE WARE 
PYREX Glasswore 
RUBBER MAID Housewares 


DISSTON Tools 

AMES Garden Tools 
DILL-MAGUIRE Hand Mowers 
BLACK & DECKER Power Tools 
LAWN-HOY Rotary Power Mowers 


In Fishing Tackle and Athletic Goods 


| 


Practically all Nationally-known products are available 


KINGFISHER, yon ee 


, _moking qvolity prod- 
" line of customer-me yw 
t ae... wee and kind of fishing Mode rig 
? or 
Priced righ!. Profit right! 


products for every type of 
sport — winter of summer. * pe. 
s, Pistols, Ammvunition— complete | 


dvertised lines. 





ATHLETIC GooDds : 
you ond your cvs 
von ds honestly oe” 
expertly constructed 
indoor and ovtdoor 






Gwns, Rifle 
of natione!ly-e 


EDW. K. TRYON CO. & 


PHILADELPHIA 5. PA 





81S ARCH ST 
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here's the answer 


JOHNSON 


oo. eS ponte 














1) 
push-button : 
FLY CONTROL 
(high profit margin) 

Hn. | as) \a 4 

He \ 
ig 4 NS si 

on 





ADVERTISED IN LEADING FARM MAGAZINES 
WIDELY PUBLICIZED results of a leading university's 


experiments prove that Johnson Push-Button Fly Control 
cuts insect spraying costs more than one half. DOES A 
BETTER JOB. SAVES TIME AND MONEY. 


| 
EVERY FARMER IS -“S2” 


A GOOD PROSPECT 








PAYS FOR ITSELF! Your customers 
will save enough in insecticide costs 
alone to pay for the whole unit. 


They'll use the labor and time saving SPRAVS «PAIN? 
: ‘3 


LUBRICATES 
SLOWS ¢ CLEANS 


compressor for paint spraying, in- 
flating tires, greasing and dozens of 
other farm chores. 


THE JOHNSON FLY-CONTROL PACKAGE INCLUDES: 


* All-Purpose, portable Air Compressor, '/s hp, 100 Ib. 
capacity. 25’ of air hose, a blow gun and tire chuck. 


" Insectospray with non-break plastic bottle and 
4-way directional nozzle. 


* One half pt. of Piperonyl-Butoxide and Pyrethrine 
Concentrate (makes 5 ats. of insecticide). 


RETAILS AT ‘82 


JOHNSON—OVER 70 YEARS IN PNEUMATIC FIELD 
MAIL COUPON FOR INFORMATION AND PRICES 


Compressor Division 
Dept. HA-35, 507 E. Michigan St., Milwaukee 2, Wis. 


Send catalog and prices on the Johnson Compressor and 
Push-Button Fly Control Unit. 





NAME 





ADDRESS —— 
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MANDRELS! 


HERE'S THE LINE 


thet knows no season. 
Dey in, day out dealers 

= everywhere find steady, 

profitable soles with 

Chicago Sew and 

grinding Mandreis. 
Every Farm, Factory 

ond Home workshop .. 


thi, /, W/ 






f 
/ 


Uf f Y 


MMMM 


“Uy 
if 
Ullyyy 





is @ prospective 
customer. There 

ore mondrels for 
light, medium or 
heavy dufy .. . each 
one pected in an 
eftractive 3 color 
display corton. 


ASK YOUR JOBBER 


ebout Chicago's 
on-the-spot merchandiser. 


DIE CASTING MFG. CO. 


2510-14 WEST MONROE STREET 


CHICAGO 12 ILLINOIS 




















“SPIN-JOY” 


ee 


THE FULLY GUARANTEED SPINNING 


LIST PRICE $6.5 G 


Embodying all the refinements of high-priced models 
* Full bole pickup * Finger-tip anti-reverse switch 
* Sensitive brake button * Aluminum spool—Nylon 
gear * Weight ONLY 5'/2 ounces * Handsomely 
finished in jet black and emerald green. 


= 


ASK YOUR JOBBER FOR A DEMONSTRATION—TODAY 
or write us for the name of your nearest distributor. 


Manufactured for and distributed 
exclusively by 


THE AMERICAN 


1167 Mission Street 





REEL 


Est. 1894 


IMPORT COMPANY 


Sen Francisco, Calif. 
A proud record of 60 years of service to the Fishing Tackle Jobber 
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DEALER 


(Continued from page 198) 
Hardware Store, at Second 
St. and Second Ave. N., was 
held from Jan. 27 through 
February 5. Door prizes 
were awarded, and visitors 
received souvenirs and re- 
freshments. 


Emporia, Kans.—Clarence 
E. Jones, Jr., has been made 
manager of the furniture and 
appliance department of 
Haynes Hardware. Previous- 
ly, Mr. Jones had been work- 
ing in an Omaha, Neb., furni- 
ture store since his discharge 


from the Air Force five 
months ago. 

Wenatchee, Wash. An- 
derson Hardware at 11 No. 
Wenatchee Ave. is now un- 
der new management. Henry 
Padoshek and Mrs. O. E. An- 


derson announced the sale of 
the firm to Don Miller and 


Minnesota Retailers 
Honor C. J. Christopher 


In honor of his 35 years 
of service to the Minnesota 
Retail Hardware Associa- 
tion, most of that time as 
manager-treasurer, C. J. 
Christopher was saluted Jan. 
25, in surprise presentations 
during that organization’s 
58th annual convention in 
Minneapolis. Gov. Orville L. 
Freeman of Minnesota com- 
plimented Mr. Christopher 
for his services to business- 
men of the state. 

Russell R. Mueller, man- 
aging director of NRHA, 





News of the Trade 


BRIEFS 


Ed Kindred. Mr. Kindred is 
the new manager. 
Okla. 


Anadarko, The 


Charles Hardware stores of 
Kingfisher and Anadarko are 
being consolidated into a 


single store at Anadarko, ac- 
cording to Clarence Cross, 
store manager here. All 
merchandise from the King- 
fisher firm is moved 
here. Both stores are owned 
by the same individ 


Fort Worth, Tex.—A. J. 
Anderson Co. at 10th and 
Houston will open its new 
store at 5th and Throckmor- 
ton, Edwin S. Wittenberg, 
president and general man- 
ager announced recently. The 
hardware store will expand 
its line of merchandise to in- 


being 


iais. 


clude an extensive house- 
wares department on the 
first floor. 


presented a _ certificate of 
merit from that association, 
and an attractive clock. In 
behalf of the Minnesota asso- 
ciation John A. Grande, Vir- 
ginia, retiring president of 
that group, complimented Mr. 
Christopher on his long ser- 


vice to the organization. Mr. 
Grande presented Mr. and 
Mrs. Christopher with a 


chest of silver dollars and a 
set of electric blankets. 


From the Hardware Mu 
tual Insurance Co. of Min- 
nesota a plaque was pre- 


sented by H. R. Caley, presi- 
dent of that company. 


In the photo, left to right are: John A. Grande, Mrs. C. J. 
Christopher, C. J. Christopher and Russell R. Mueller 


Gifts and tributes are shown on the table. 
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NEW PROFIT FIELD OPENED! | 
Metal Working in the Home with the 





QYY Points 
— v0 Profits 


eit FORMS , ae 
e iT BENDS 


COMPLETE KIT 
RETAILS FOR 


$2995 


CONTENTS: 

) A. Basic Metal 
Forming Too! 

B. 3 Tubing and Rod 
Rollers 

C. 3 Flat Metal Rollers 
D. 1 Sheet Metal Bender 
E 
F 

























Patent Pending 


. | Flat Metal Bending | 
Wedge 
. 2 Roller Handles 





THE METL-FORMER KIT | 
THE METL-FORMER MAKES HUNDREDS OF USEFUL ARTICLES | 


) Now—the Metl-Former, handy, light- 

| metal working tool, lets anyone make 
beautiful aluminum and wrought-iron 
magazine racks, planters, and other 
household furnishings—at home! 
The Metl-Former accurately rolls, 
forms, and bends metals by con- 
trolled tension. Inexpensive home 
metal working replaces costly metal- 
shop methods. 





FOR YOU: 


When you stock and sell SEPT-X, you point the way to 
Profits-Plus! SEPT-X, ROOTO's great new “ONE OPERA- 
TION” home sewage system cleaner and conditioner, 
makes more money for you because it carries a mark-up 
of 66%%! SEPT-X brings profits because it mokes 
satisfied customers—repeat customers—for you! 


Manufactured by the \\ 
ROOTO Corporation, 
SEPT-X carries the same full (\ 


Aluminum and steel manufacturers 
have prepared different size and 
shape home workshop Do-It-Yourself 
metals that may be wrought by the 
Metl-Former into home furnishings. 


Cash in today on the Metl-Former! 
: Order now, for immediate delivery — 
the Metl-Former will make an ideal 
gift item any time. 


guarantee as the other 
quality products in the 
ROOTO line. Stock SEPT-X 
todoy. Order from your 
jobber or write for full in- 








LOOK! A DRILL STAND ATTACHMENT, T00! 


An exclusive Drill Stand Attachment which fits 





into a drilled hole at the rear of the Metl-Former formation. 

is only one of many optional, profit-making Metl- ; 

Former accessories. This attachment plus an elec- SEPT-X is packed six two-pound 
tric drill plus the Metl-Former makes an electric cons per case which becomes oan 
Drill Press that assures fast, accurate centering ottrocti 

and drilling of an article while it is held secured ractive Display Carton when 


in the Metl-Former jaws. | opened. 
@ Drill Stand Positioned in Metl-Former | 
DEALERSHIPS AND A FEW SELECT DISTRIBU- 
TOR TERRITORIES ARE STILL AVAILABLE FOR 
METL-FORMER PROMOTION. 


WRITE FOR COMPLETE INFORMATION TODAY! : 


SWAYNE, ROBINSON & CO. Monvtoctured By 


The ROOTO C ti % 
RICHMOND, INDIANA . orporation © Detroit 21, Mich 
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Woodward, Wight & Co., 
Ltd., hardware, housewares 
and general supply whole- 
saler of New Orleans, held 
a Housewares Sales Clinic 
for its salesmen Dec. 28, at 
the Jung Hotel, New Orleans. 

Twenty-two Woodward, 
Wight salesmen of the Hard- 
ware & Housewares Div., and 
nine representatives of 
housewares manufacturers 


- 


f 


\" 8, : 1) 


the 


seated left to right, 


Attendants of 
Clinic, 


Woodward, 


are: 


News of the Trade 
Woodward, Wight, New Orleans Wholesaler, Holds Housewares Clinic for Its Salesmen 


attended the clinic. Wood- 
ward, Wight executives at- 
tending included George Sins, 
vice president and sales man- 
ager; Ed Saunders, manager 
of the Hardware Div., and 
Sal Maiorana, manager of 
the Housewares Dept. 
Salesmen were divided into 
groups of four. Nine house- 
wares lines were featured in 
individual sample rooms, and 


classes were conducted in 
each room by the factory rep- 
resentative. The groups of 
salesmen spent about 40 min- 
utes in each sample room. 
Housewares lines presented 
were: Rubbermaid House- 
wares, Frank Barber; Hamil- 
ton Beach Products, Bill 
Gassaway; Presto Line, Pat 
Melton; Kordite and Cal- 
Dak, Steven Simpson; Wear- 


- egn  e e 


Sales 


Frank Barber, 


Housewa res 


Wight 


Jos 


Tipton, 


Will Lacour, Walter Ladieu, 
Edgar Saunders, Ed Walker, 
Harold Faust, Ben Patterson, W. W. DeGroat, Emile Eckart, 
Leonard Keller, Ted Hutslar, George Sins, C. L. Hargrove, 


/ red Gerstner, Joe Faust, Bill Gassaway, C laude Fulton, Steve 


duced to , 
meet a 
were introduced. 
James L. 
ing manager, 
comprehensive 


Julian Cameron, Bob French, 
Bill Everette, Pete Morreale. 


Ace Beaters Report e spec 
Sales Gains in 1954 


(Continued from page 199) 


gee 


duced the buying staff. Each 
gave a resume of his depart- 
ments. Many new items pro- 


described 


” >. “ay a 


t: rt 


my 
aR te 
¢ £ 


AS A oe ty 


a7 


* 


> 


= 
Yt 


ifications to 
competition 


Prasch, advertis- 


advertising 
program for 1955—circulars, 


Mr. Ernest, 


Simpson, 


Jack Baldwin, 


ever Aluminum Utensils, Jim 
Cochren; Revere Ware, Joe 
Tipton; Heller Hostess Ware, 
Claude Fulton; Cosco Tables 
and Stools, Bill Everette, and 
Schott Summer Furniture, 
Ed Walker. 

Attendants of the 
thought it not only success- 
ful but more effective than 
the “mass” sales meeting 
method. 


clinic 


Sal 


Maiorana, Louis 


Williams, Houston Harris, Chester Fleming. Standing, left to 
right: Don Chambers, John Henderson, E. L. West, Milton 
Johnson, Pat Melton, Sig Alston, F. E. Hundley, A. L. Dicker- 
son, B. W. Jim Cochren, L. C. Smith, and M. S. 


Pullen. The attendants include Woodward, Wight salesmen 


(Owens. 


and representatives of house wares manufacturers. 





booklets, mat service, disp] ay 
material, and other selling 
helps. He announced a pro- 
motional program designed 
to make 1955 another good 
year for Ace dealers. 


Rudy Koller, store mer- 


Attendants of the Ace Stores Convention held in Chicago recently. 
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chandising manager, report- 
ed remodeling 26 stores com- 
pletely, including introduc- 
ing self service features. The 
company operates its own fix- 
ture plant and has a staff of 
store 





modernization experts. 
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Retail Associations Elect 1955 Officers 





> 


The California Retail Hardware Assn. re« ently elected the 
following officers (left to right): R. H. Tieman, Tamalpais 
Hdwe. Co., Mill Valley, president; W. H. Messick, Messick 
Hdwe. Co., Salinas, Ist vice-president; O. H. Elliott, H. H 
Buhne Co., Eureka, 2nd vice-president, and K. B. Jacobsen, 
San Francisco, secretary-manager (appointed). Directors 
are: B. B. Bolfing, Bolfing’s Elmwood Hdwe. Co., Berkeley; 
F. G. Bremer, Jr., Bremer's Hdwe. Co., Gridley, Calit.; G. O 
Edes, Edes Hdwe. Co., Morgan Hill; A. F. Kunkee, Atasca 
dero Hdwe. Co., Atascadero; S. C. Shelling, Exeter Mercan 
tile Co., Exeter, and H W Scott, Modesto Hdwe. Co., 
Modesto 








Ofhcers and directors of the New York State Retail Hard 
ware Assn. are, front row, left to right: C. M. ¢ lose, Ayres 
& Galloway, Middletown, N. Y., 2nd vice-president; Richard 
R. Woodruff, Saranac Lake Hdwe. Co., Saranac Lake, presi 
dent; T. G. Grifing, Riverhead, retiring president; G. E 
Kern, Kern Hardware, Dansville, Ist vice-president; R. E 
Hall, Hall's Hardware, Painted Post, director. Standing, left 
to right, are: N. H. Kiley, Syracuse, executive secretary: 
B. McGregor, McGregor's Fllenbure Depot, director, and 


B (oetzman, Goetzman Hardware, Niagara F alls, director 


North Coast Retail Hardware Assn., ofh 

cers elected are, seated, left to right: M 
, UM Danko, Tacoma, Wash., secretary 
treasurer (appointed) ; R. C. Cole, Fisher 
Bros. Co., Astoria, Ore., vice-president 
R A. Ort, Orts Paramount Hdwe.., 
Springheld, Ore., president; P. C. Perdue. 
Perdue s, Tacoma, Wash., ex-offico: E 
Cavanaugh, Cavanaugh Hdwe., Auburn, 
Wash., vice-president; Grace Lambert, 
Harbor Hdwe. and Electric, Aberdeen, 
Wash., director. Standing, left to right, 
are directors: J. E. Chambers, Magnolia 
Hdwe., Seattle, Wash.; C. O. Shuman, J. B 
Imlay Co., Aloha, Ore.; F. Hedges, A. L 
Thomas Co., Independence, Ore.: R 
Lakin, Prineville Hardware, Prineville, 
Ore.; C. R. Schneider, Schneider Bros 
Hidwe., Longview, Wash.: K. G. Olson, 
Olson Hdwe. & Lumber, Burlington, 
Wash.; R. D. Gowan, Gowan, Hdwe., Se- 
attle, Wash.; E. A. Witheridge, Olympic 


Hidwe & Furniture Port Townsend 
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| ri-State Hardware and Implement \ssn 
ofhicers recently elected are, seated, left to 


right Marshall D> Shephard, Amarillo, 


lex., secretary-manager (appointed) ; 
‘ ar| Maurer, Maurer Ma: hine ( o.,. I riona, 
lex., vice-president; Fred Sherwood, R 


H. Norris Hdwe. Co., Childress, lex., 
president E.. ¢ \rmstrong, West Machin 
rey oa ¢ lovis. New Mexi: ©, national 
farm equipment director. Rear row, dire: 

tors are, left to right: Fred D bHiuning a, 
Huning Machine Co., Los Lunas, New 
Mexico; G. W Acker, Acker NMardwar: 

Perryton, lex.: |. L. Hook, Hook Hdws 

Co., Tehoma, Okla.: Morton (.rawgg, Por 
tales Hidwe oe Portales. New Mexico: 
Kenneth Cox, Farmers Supply Co., Lub 
bock, lex and Homer Estlack, Estlack 
Implement Co., Clarendon, lTex., advisory 


board membe 


¢ 


wad 


4, 









NEW TOOLS « 


HUGE MARKET 


LOW COST CORNER CLAMP... 


Small clamp with big (2%") capacity for 
square stock or picture framing of wood, plastic 
—— or light metal. Assures positive grip for 

gluing, nailing, dowelling, etc. Lowest 
price on the market at $1.25 (suggested retail). 








UNIQUE DOWELLING JIG... 


Only one of its kind! For the craftsman 
who wants perfectly dowelled miter 
joints on picture frames, screens, furni- 
ture, etc. Takes stock up to 1%” wide. 
Use with any % inch manual or electric 
drill or drill press. A real profit-builder 
at $2.49 (suggested retail price). 











Proven Seller 
MITER BOX for 45° and 90° cuts. 
Suggested Retail Price — $1.98 











PAUL N. WIEMER, 
manager of the paint, 
See your Wholesaler sporting goods and cutlery 
or — Write Direct departments of Paxton & 


Gallagher Co., wholesale 
THE GUNVER MANUFACTURING COMPANY : 


hardware firm of Omaha, 


Hartford Road, Manchester, Conn., U. s. A. Neb., is starting his second 








half-century of service 
One Name That Means with the company. For 
I Sal “Y many years Mr. Wiemer 
n sed was chairman of the en- 

when CS: © Pleased . | 
Bott tertainment committee for 
—_—" - WUILHOLD the Nebraska Retail Hard- 





ware Association’s con- 

ventions. He is a past president of both the Ne- 
braska and lowa Paint Clubs. He is a former 
director of the Omaha Chamber of Commerce, the 
Ad-Sell League, Sales Executive Association and 


— | 1s a past president of the Omaha Council of 

OPPORTUNITY IS YOURS WITH WILHOLD GLUE Churches and the Omaha Baptist Union. For 25 
Withold white glue quality and time-sov- vears he was a Sunday School superintendent and 
ing features ore well known to finishing y 
carpenters, cabinet makers, factories, do- chairman of the board of trustees of his church. 
it-yourselfers and handymen from coast to 


Golf, hunting and fishing are the hobbies of Mr. 
coast. 


Wiemer who will celebrate his 70th birthday on 
REDUCES INVENTORY! No need to stock May 15. 
mony gives—this ONE give will do so 
many different jobs that it will satisfy the — 
mony needs of your customers, from the The best merchandised 














professional carpenter to the lady of the 9'¥* you can sell. Well Attracts Basement Traffic 
house. pockaged—-proper sizes— : . 
informative literature— Color on the stairway to its wallpaper display 


LONG SHELF LIFE—NO SPOILAGE! wel! advertised. 


in the basement is a good eye-catching device at 


Rockville (Md.) Paint & Hardware Co. The cen- 









jobber serviced everywhere! Small standard shipping cases! 








enemees ih. Gent. & Gime 04, 2. ter of each stair tread has a heavy linoleum block 
Please send FREE SAMPLE of Wilhold White Glue. ' with bright yellow background and green leaf 
prices and name of nearest decier. ; decorations. 

Firm . ; This colorful touch attracts the eyes of al! store 
Nome ; visitors, induces many to go downstairs on impulse. 
eee 5 Wallpaper is the only department given feature 
City Suc ae ote display in the basement, used primarily for storage 

ici einenanneEncceinemmawdwam eon saul purposes. 
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imagine selling all these tools— 
a complete power-packed 


r only 


omeworkshop :4gos 


sereenete 
> 


included: 
anqvularty 


‘se 


ad;ustable 
hondsow 


attachment 


included: 
drill press 
attachment 






















7 Order from 
Attractive assortment of pictures 
lithographed on metal blanks Your Wholesaler 
permanently clenched into the face or Write Us 
of the flue stoppers. Folding wire 
fasteners attached to slots raised for References 
from the metal of the blank. 


included: 


sow toble 





attachment 








Blank Shipping Weight . \ 
Diameter Fasteners Per Doz. Per g 
_ 8-17 /64" | 6” or 7” | 3 Ibs. 7 oz.| 43 Ibs. 1. L. CLARK MFG. CO. \a, 
No. 8 ROCKFORD, ILLINOIS 
Ivory | 9-3/4” | 7° or 8” 5 ibs. 62 Ibs. included: & 

















combination hw 
Packing — 1 dozen per carton, | gross per case. 


steel 


carrying 





case ond 


wall rack 





3" 4-3 a feo), | 
PERFECT! 


SpeedToo'ls | advertised in 
inok csaalll 


included 


Now, ingenious precision engineering has developed these 
professional attachments all powered by Thor's famous 
201-J 2500 R.P.M. SpeedDrill 


STOCK and DISPLAY THIS PROVEN BEST SELLER NOW! 
201-JTD HomeWorkshop includes: 


No. 201-J SpeedDri!! 10 Sanding Disc: 

No. 210 DrillStond 4 Lomb s Woo! Polishing 
Anaqularly Adjustable Portable Bonnet 

Sow Attachment 4 
tf daldaaal- lt lalilal Meu al 





BRASS e STAINLESS STEEL 
STEEL e SILICON BRONZE 
ALUMINUM 


For almost a century, So-HARD wood screws 
have been the quality line of fasteners, 





sAAaQqQ" 






: 
44044 °°% 










building sales and good will everywhere. 
Available in versatile size range* with each Rubber Bocker Plate. fo: 
ry 
and every one factory-insured for uniformity 
Power Sow Table 
and dependability. 
Rotor y So 


Bits 









* Range from \," x #0 to 6” x #30 Diam. 
IN PHILLIPS AND SLOTTED DRIVE 


Free to Dealers 
oth Buff 


No. 201-37 Kit .... , o « « SRV 
includes everything above but Drill Press Attachment 
No. 201-35 . it . . . + . . . . . ‘ . $3495 


includes everything above but Drill Press and Saw Tabi: 


‘ue SOUTHINGTON HDWE. SpeedWay manufacturing co. 
a nh, ate Cena tn ae. ae aero 2 B. mi mane : 


— 
en ee eee ee ee ae ee 


EXPORT OFFICE: Joseph A. Gross Company, 25 Beaver St.. New York 4, WY. 


Handy, distinctive 3-color heavy board wall 
chart showing compoarctive sizes of wood screws 
ond stove bolts. Write Dept. A for one today. 

















Contoct your Jobber or write direct. 













‘Thor Power Too! Co. 
1834 South S2nd Avenue, Cicero SO. Illinois 
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Credit Terms Are Key 
To Future Prosperity 
(continued from page 14) 


Board, will be “increasingly asso- 
ciated with exuberance rather than 
lethargy in the economy. 

“Straws that bear watching,” the 
economist says, “include credit 
terms for consumer 
loans and for home mortgages, both 
of which are now generally more 
liberal than they have ever been in 
the past.” 

Mr. Riefler points to inventory 
accumulation as one factor that 
could spurt ahead too quickly. He 
outlined his views in a report be- 
fore the Joint Congressional Eco- 
nomic Committee. 


instalment 


Home Financing Needs 
$16 Billion in ‘55 


The Home Loan Bank Board esti- 
mates that more than $16 billion of 
new money will be needed to finance 
home buying in 1955 and says 
funds will be available to meet this 
demand. 

Chairman Walter W. McAllister 
notes that “of the $16 billion, an 
estimated $12 billion may be re- 
quired to finance the purchase of 
newly-built houses and $4 billion 
for additional loans on existing 
homes.” 

He says the nation’s financial in- 
stitutions are in a “strong posi- 
tion” to accommodate the needed 
mortgage credit. 


Mutual Bank Loans Up 16% 
For New High in Financing 


Mutual savings banks boosted 
holdings in mortgage loans more 
than 16 pct last year to a total of 
$14.850 billion. 

The rise came to $2.058 billion— 
or 21 pct higher than the previous 
record gain of $1.708 billion in 1951 
—reports the National Assn. of 
Mutual! Savings Banks. 





Manufacturers’ Sales 
Show Unexpected Gain 

Manufacturers received more 
new orders and sold more goods 
in December than expected, re- 
ports the Commerce Dept. 

They got $24.7 billion in new 
orders during the month, $800 
million more incoming business 
than in November and $3.3 bil- 
lion more than in December, 
1953. 

Sales totaled $24.9 _ billion. 
This topped the November figure 
by $500 million and was $1 bil- 
lion ahead of the previous De- 
cember. 

Department economists say 
they had expected a slight dip 
in new orders during December 
while manufacturers’ sales nor- 
mally are at the same level in 
December as in November. 

Manufacturers also added $600 
million worth of goods to their 
inventories bringing the end- 
of-December backlog to $44.1 bil- 
lion, against $46.9 billion one 
vear earlier 








Employment Figures 
Follow Winter Trend 


The unemployment total climbed 
seasonally by 500,000 to reach 3.3 
million early in January. 

The jobless total for early Janu- 
ary was 200,000 more than a year 
earlier, comments the Commerce 
and Labor Depts. 

Number of persons working was 
60.2 million, 450,000 higher than 
for January, 1954. 

Government officials say the rise 
in unemployment between early De- 
cember and early January stemmed 
primarily from two factors: “A 
slowdown in the rate unemployed 
workers were finding jobs and a 
seasonal increase in employed per- 
sons losing their jobs.” 








Sell Service, Quality 
To Boost Your Profits 








A key way to boost profits, the 
American Management Association 
was told, is training salesmen to 
stress quality, service and depend- 
ability rather than price. 

“Selling service is the primer of 
salesmanship,” W. Irving Osborne, 
Jr., president of Cornell Paper- 
board Products Co., Chicago, said 
at the group’s annual marketing 
conference. 

Mr. Osborne pointed to advertis- 
of the most effective 
weapons in de-emphasizing price 
appeal. 


ing as one 


Cosco Releases New 
Fair Trade Contract 


Hamilton Mfg. Corp., 
division, Columbus, Ind.. 


household 
manufac- 
household 
items, set up a program recently 
to strengthen price maintenance 


turer of Cosco metal 


on its products. 

The retail fair trade agreement 
remains in force generally un- 
changed, but the wholesale fair 
trade contract is revised to insure 
greater cooperation from Cosco dis- 
tributors to maintain product re- 
tail prices. 

Hamilton’s household division 
has Fair Traded its products since 
1946 at the retail level and since 
1948 at the wholesale level. 


Employee Health 
Services Explained 
Absenteeism resulting from sick- 
ness and accidents is costing busi- 
nessmen an estimated $9 billion a 
year—$1,275 a second—according 
to a new booklet published by the 
Small Business Administration. 
The booklet, “Health Mainte- 
nance for Greater Efficiency,” 
small business several suggestions 


gives 


on how to provide health services 
to employees. 

Discussed are such topics as un- 
derstanding the need for health 
services, estimating the cost of 
such services, and setting up a pro- 
gram. It is available for 25 cents 
a copy from the Superintendent of 
Documents, Washington 25, D. C. 
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LAWN & GARDEN 


TUNE SDREADER 


It's New—Well Constructed— 
Reasonably Priced—A Real Money | 
Maker for Dealers 








DIAL 

FLOW 
CONTROL> 
Spreads as little er 
as much as desired 


Dial is an exclusive 
emoctran 
A ong 


e ency @nc popu 
lar ty of the Arm 
$ 'rann 
> 
ONE OF THE EASIEST SPREADERS TO USE! 
= . ‘ . tr , = 
| ri iInoes . rm ’ ror ~~ wo crm . > ~ 
wesigned TC e rapid, more even spreading oT o¢ 
a a D cro A , 
r rr "te rr | > “or | a rw ~ cn ae r 
< € 4 e U OUICe 4) — go 
er Seine e a eine r ry ry) > r) 
> A “4 2 A > / A ~ 
" 4 r an 
~ rn r j c et ~~? , a ta ~~ zz . > 
Ww Oo 4 YeEwoys. vigge O Pa OOUGdeG sTee c 
r. . ‘ . 
we ona Tinisnea in attractive green and ran 
T " 4 
5 re wD sie o> ~w Tic ~ arr 
~ c ee Ge / ‘4. ‘wv 4 A 4°V 


Write for Circular, Prices, Discounts 


ARMSTRONG PRODUCTS CORP., Dept. H, Huntington 12, W.Va. 





act (-VUA We 


BRAND 


% 
MICHIGAN PEAT 


Vile ele 


1’ QT. SIZE VOLUME PRICED PACKAGES 
FOR CASH, CARRY, OVER-THE-COUNTER SALES 


-POTTING . 
: SOIL 


POTTING SOUL AFRICAN VIOLET SOU MICHIGAN PEAT 


NATIONALLY ADVERTISED © POWERFULLY MERCHANDISED 


n size—Big in volume 
11 Polyethylene Packages 
All soils contain “High Nitrogen Michigan Peat 
ht-Makers—Fast 
“ART or 
TT. i 


MINI-PACS—Sma 


Brilliantly cc 


RETAIL 


Year-R uUNnG Dy . 
36 PACKAGES IN A 25 
Minimum order Ae 

U. S. FREIGHT PREPAID 


Eos! 


of Mi 
296 
West of Miss 





Write | 7 ta" 


sOTF W 2i€ ; Pri 
. 


MICHIGAN PEAT INC. 67 West 44th St., Mew York, M. Y. 


ces 
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WITH AMERICA'S MOST COMPLETE LINE OF 


PLYMOUTH 


GARDEN HOSE 
AND LAWN SPRINKLERS 


NO FINER QUALITY 








. ~~, 
. 

* Guorenteed Dy 
be 


100% VINYLITE GUARANTEED 


od Housekeeping 






. ~. 


oa | - 
\ ; —_ ~~ 
‘a, PLYMOUTH \) 
\ lewn Gefinkier —/ 
25 





oes PLYMOUTH LAWN SPRINKLER 


@ Brilliant transparent green 
@ Exclusive “Lay Flat’ design 
@ Flush-out cap for easy cleaning 













PLYMOUTH TRANSPARENT 


@ Brilliant red or green 
@ Re-attachable brass couplings 
@ America’s greatest vaive 


CANTON 


@ Opaque green 
@ Non-rust Perma-grip couplings 


@ Outstanding vaive 
LS ae 
] 


Also Plymouth Featherweight, Worthmore Opaque 
and Worthmore Transporent Garden Hose 


IN EITHER 25-FT. OR 50-FT. LENGTHS 














AVAILABLE 





PLYMOUTH RUBBER ones Es 4. 2 Ont f- 
Canton, Mass. 


No Finer 


PURITAN 


Workds tinest 
Jolet Seate 


CENTURY PLASTIC PRODUCTS, INC 
CLEVELAND 2, OHIO 








Price Viewpoint 





Dr. Marcus Nadler, New York 
University economist, predicts that 
commodity prices will continue to 
climb in contrast to similar periods 
in the nation’s history. 

“Every major war has been fol- 
lowed by a period of boom and in- 
flation which ended in depression 
and deflation,” Dr. Nadler points 
out. 

Despite the fact that “since the 
end of World War II, we have wit- 
nessed the greatest boom and the 
greatest inflation,” Dr. Nadler 
foresees “a continuing moderate 
upward trend” in commodity prices. 

He cites the following reasons 


Economist Forecasts Commodity Price Climb 
Despite Usual Post-War Deflation Trend 





for the historical reversal 

1. Large volume of private and 
public debt outstanding. 

2. High wage rates and rising 
costs of production. 

5. The Government's 


commitment “to a policy of full 


Federal! 


employment, economic expansion 
and maintaining farm prices.” 
The economist fails to see on 
the horizon any major depression 
of the proportion of the 1930's. 
“The longer range outlook for 
the U. S. is favorable indeed,” he 
states. “A $500,000,000,000 gross 
national product in 1965 is def- 


initely within our potentialities.” 











eHictor Bait Bucket 
means BIGGER 
PROFITS 


May . SN 
é 
ts *; ~< OF MOLDED Figes 


an 
tHe 


At their low price, your 
fishermen customers will 
buy two or three of these 
sturdy VICTOR bait buckets—they'll 
really build profits for you! Four sizes- 
No. 4,$ .89 No. 10, $1.50 
No. 6, $1.00 No. 20, $3.50 
Shipped nested for minimum storage 
and display space. Liners also avail- 
able. Order from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. « Pascagoula, Miss. 
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National Income Rate 
Sets All-Time High 


Americans earned in Decem- 
ber at an annual rate of $291 
billion, the highest level for any 
month in history, reports the 
Commerce Dept. 

In a survey of personal in- 
come the department found that 
for the full year 1954 Ameri- 
cans earned a record $286.5 bil- 
lion—$400 more than 
1953, the best previous year. 


million 


After deductions for federal 
taxes, disposable income climbed 
$3.5 billion to almost $254 bil- 
lion last year, setting a new peak. 

The December income rate 
topped November by $2 billion 
and was $4 billion ahead of the 
vear-earlier level. 

Income of store owners was 
up because of larger than usual 
seasona! sales gains during De- 
cember in most retail trades. 

Payroll checks in December 
were at an annual rate of $197.4 
billion, up $1.5 billion from a 
year ago. 











Savings Groups Finance Homes 

The U.S. Savings & Loan League 
reports loan associations have fi- 
nanced nearly 2 million homes since 
the end of World War II. 


Walli-Hung Screen Is 
New TV Development 


A new process demonstrated by 
General Electric Co. may lead to 
television screens which hang on 
the wall like pictures. 

The process involves direct am- 
plification of light without the use 
of electronic tubes. 

In the demonstration, a phos- 
phor-covered screen about four 
inches square was used, and a 
slide projector cast a faint image 
on the screen. When an electrical 
field was applied to the screen, the 
image grew several times brighter. 

GE says it hopes eventually to 
develop a method for creating the 
image directly on the screen from 


} 


the electrical impulses applied to 
it, so no image would have to be 
projected from an outside source. 
At this point, 
conjecture, a thin TV screen may 
be hung on the wall for viewing 


company officials 


A similar de\ elopment also has 
been announced by Radio Corp. of 


A merica. 


Housing Awards Up 130 Per Cent 

Construction awards for private 
mass housing totaled $114.5 million 
in the week ended Feb. 10, says 
Engineering News-Record. 

This brought the total for the 
first six weeks of 1955 to a record 
$684 million, up 130 pct over 1954. 
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433 2 Wal eee piela 
of this Combination | 
DOOR and WINDOW HARDWARE 


omoee Cae $4002 in 
related items 

























21940 DOOR CATCH 
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£35 BALL a 
DOOR CATCH 
©1202 STORM 


SASH HANGER 
— — 

, wee ’ 
* > 

Ir 5 
: —: 


~ oS Seea* 









lealer lis Kits 0 STORM SASH FASTENER 
if Your Jobber Cannot Supply, Write Dept. HB 


Kmundsen PRODUCTS COMPANY 


SUPERIOR, WISCONSIN 

















“Rental machines definitely step up sales,” says Richard 
Robak (standing), Robak Paint & Wallpaper Store, Oak- 
land. ¢ alif. ¢ in rental made it time of this photo he 7) three 


gallons shellac, two gallons varnish, gallon alcohol and some 


i © + & T y | brushes — S 5 (MH) total. 1m luding the rental. High? Yes, but, 
R re D S , even the average rental with proper display and intelligent 


, -follow-thru, should bring you $23.50. , 
Like Robak, you will find it pays to standardize on HOLT 

AVAILABLE IN 4 SIZES 

TO FIT ANY SIZE CLOSET 


sanders, edgers and polishers. They're built to take rental 

ee pROor abuse — Robak’'s HOLT machines, bought three vears ago 

No. 10-18°— Extends 18° to 30” 7 OUT and in almost continual use since, have required no major 

No. 10-30’— Extends 30” to 48” ouTY repairs. Customers like HOLT balance, ease of handling, 
No. 10-48” — Extends 48” to 78” HEAVY- 

No. 10-72°°— Extends 72” to 108" 















| 


C 












MADE OF 


COLD ROLLED sTEEt and the professional-like job it does. 


Cash in on the growing do-it-yourself market . . . build 
store traffic and volume with HOLT sanders, edgers and 
polishers. Fill in coupon NOW, 





INDiVipbUA 


LLY Pp 
CORRUGAT ACKED IN 


ust 
g\0t 
+ DUAMETES ED CONTAINERS 





Quality designed and beau- 
NICK EL tifully finished for lasting 

service in modern everyday 
PLAT ED living such as you find 





1 f\ts MANUFACTURING 
COMPANY 


FINISH in all Rockwood products. Better floor machines for more than 25 years 
669 ~« 20th St., Ockland 12, Colif., or 
272 Badger Ave., Nework 8, N. J. 17 















SOig one wall to the other. , (qa[ | emer ee——— — — — — — - - - - - - - 


> 
oF tween . 
P hing will come betw Us OLE =< a pear pies pees 

oF loset Rodi* 0° : 64 ev ? JoOniand ‘ ww JT 4a Bodger Ave 
- Newark 8 oN J 











S Rockwood 
Please send me folders describing HOLT rental machines. 
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SELF SERVICE ISLAND COUNTER 
Both sides attractively display 
complete DAISY Line—everything 
for the home in rubber. Write for 
Special No. 1800 Island Counter 
Display Deal. 


SCHACHT RUBBER MFG. CO. 
Dept. A, Huntington, Ind. 





SALES... 


with this TRANSPARENT 


© EYE-APPEALING 
® BUY-APPEALING 


® PREPRICED 2 FOR 15c e 


Step up unit sales with the self-serv- 
ice “Can't-Miss’ 2 PAC. This con- 
venient, tronsporent package is oa 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO 


MARENGO 








rPLLINOTS 





Trend to Board Games 
Seen Boosting Sales 

Parker Brothers, Inc., of Salem, 
Mass., which owns such trade 
names as Ping Pong, Monopoly, 
Mah Jong and Pit, sees a growing 


_demand for board games, despite 
| any easing in the playthings in- 
| dustry. 


Edward P. Parker, executive 
vice president, explains that board 
games appeal to teen-agers—a rap- 
idly growing segment of the popu- 
lation. 

The rise in the educationa! level 
and higher earnings also are fac- 


tors in the popularity of board 


| games, he adds. 


Mr. Parker estimates a 5 pct 
gain in table games for 1954 over 
the previous year. 


Westinghouse Expects 
15% Sales Increase 
Electric Appli- 
ance Division, Mansfield, Ohio, will 
expand its 


Westinghouse 
electric housewares 
sales force and step up advertising 
and promotional expenditures in a 
record-breaking 1955 salesdrive. 
Sales of 
duced in 


new products _ intro- 


1954 exceeded forecasts 
and volume for this year is ex- 
pected to top 1954 by at least 15 
pet, the company states. 


|TV Output 7 Million Sets 


Television manufacturers turned 
out more sets in 1954 than in any 
year except 1950, reports 
Electronics-Television Manufactur- 
ers Assn. 

TV output last 
7.346 million sets, against 
million in 1953 and the 
7.463 million in 1950. 

Radio production dropped from 
13.368 million sets in 1953 to 
10.400 million last year. 


Radio- 


came to 
7.215 


record 


vear 


Business Failures Decline 

The number of business failures 
dipped to 238 in the week ended 
Feb. 10 from the previous week’s 
264, reports Dun & Bradstreet, 
Inc. In the like 1954 week, there 
were 277 business failures. 

Retail failures during the latest 
week dropped to 102 from 131. 


f you'LL FIND IT 
PROFITABLE 


to send us your Fence and ~ 
Metal Specialties orders ae 








To cash in on this casy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this errangement. Are you getting your 
share? Write for catalogs today. 


tron Picket Fence 


OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 
Settees 
Window Gvuords 


Stewart Chain Link 
Wire Fence 


THE STEWART IRON WORKS CO., INC. 
2237 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 








COUNTER DISPLAYS 
BOOST HOUSE NUMBER 


house number attention 
Premax 
Shown 


(,et more 
with a display on your 
counter Premax Hy-Caste, 
4-inch, polished brass number. Ask 
your jobber about the entire Premax 
line, or write 


PREMAX PRODUCTS 


Division Chisho!m-Ryder Co.. Inc 


5545 Highland Ave Niegora Falls, N. Y. 
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The Columbiana l-inch, 
Model-B, Anti-Freeze 
Cam-Lock Hydrant 


- 
... the hydrant with 
thousands of potential users! 





@ Homeowners, gas stations, fair- 
grounds, greenhouses, cemeteries, in- 
dustrial plants, parks, playgrounds, 
schools, farmers all are 
potential customers for Cclum- 
biana Cam-Lock Hydrants. 
The Columbiana Model-B is 
easy to use and easy to 


———— = . 





| service. It's ready with 
_ instant water the year 
' ‘round. Don't miss this 

profit maker. See your 


nearest distributor or write 
to Columbiana direct. 


No pumping! Lift 
the handle for a 
continuous flow 
of water’! 


The COLUMBIANA PUMP Co. 
COLUMBIANA, OHIO, U.S. A. 




























S QUALITY LINE 


of 


BRIGHT WIRE 
GOODS 


Larson Bright Wire Goods are 


packaged in extra heavy tan 


kraft boxes. Yellow labels with 
halt 


giving complete information. 


tone illustrations are used 








Ce=>0 


All 


100% sorted and inspected 


Larson products are 





Wire 


the need of 


Larson's Bright 
Goods it 


every consumer®©r. 








See Your Jobbers or Write to 


CHAS. O. LARSON CO. 
STERLING «+ ILLINOIS 
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MOW-CYCLE 


lawn care without 
walking 








. 2 a 
Se fe cA ad 


This year, ride to profits 
with MOW-CYCLE., built- 
for-riding lawn 
that have 


ers. Thousand 


outsold all 
of the 
Standard 

20 al 
last vear. To these is 
added 


MOW-CYCLE 
20 


now 


24. 


MOW -CYCLE 


= 


Complete 
$248.50 


lard MOW-CYCLE 
d 18 were purchased | _— 























































































the only complete line 


riding lawn tractors 
with rotary mowers 


et : 


fy MOW-CYCLE 24 






Tractor 

plus Mower Total 
Attachment $269.50 
Streamlined—with mod- 
ern hie ldin ‘- and insU-e 
lation this new model 
cuts swath full 24” wide: 
heads a line of riding 


type macl ines that lead 


for every lawn care operation 


\ 


net —_ 
cell 
— 


a 
. ' 
ee 

fe 






















, 
wile 


wi 


in eve appe al itiLItY and 
value Compare VMOW. 
CYCLE tor design per- 
formance and pric , 
You will like the: 
ot MOW ‘ v< rT} are Do we red 
compilets ° m care wit! 
\ <it ’ ‘ \ .' 
i » We ‘ \ cher 
ead 4 Ke 
] ‘ | wy 
; ‘ ‘ ma 


MUSGRAVE MANUFACTURING CO. 


A venue 






. 2901 Co umbDus 
pen Spr nati d. Ohio 




















Self-Selling Quality 
Gas Cans for 


Every Customer Need! 


Casi 


The easiest -to 


HEAVY DUTY 
GAS CANS 


sell gas can line on the market 


Sturdy, practical Edward Gas Cans are ideal 
for sportamen. motorists power garden tool 
ownert—-every possible prospect 

3530 2'/2 Gal. 

Spout Can 

A proved hard 

Ware store profit 

mare \ ew 

equal lesigr 

Ste easily in car 

trunk, nder 

boat seat work 

bench, etc A lw 

in 2 end 3 gal 

lon sizes 

NEW OIL-TO 

GAB MEAS t 

ING CAP Iw 

printed ra 

guide insta 

Measures zact 

amount @ al 





gaa mixtures 


No. 503 1-Gal. 
Emergency Can 


quality 
mean volume 
ith PATENT- 
ED reversible spout, 
filter sereen and air 
vent Gust cap seal and 
other features 


Low price plus 


WRITE TODAY 
for literature and 
prices. 


et OE om gf 


2332 W. Byron St. © Chicago 18, Ill. 








Better PIPE TOOLS 


Reversible Ratchet STOCKS 
and Adjustable DIES 


Exceptionally cenvenient where «pace is 
limited, this steck simplifies pipe threading 
clesee te walle, in corners and wherever oper- 
ating reem is restricted. With edjustable dics 
(eut exect, ever er ander size threads) it is 
an ideal teel where valwee and fittings are 
being installed or maintained. 

“ARMSTRONG BROS.” Adjustable Dies are 
of special Vanadium Teel Steel, have “backed- 
of” teeth, correct cutting angle, ample chip 
clearance and correct threat 
angle. They start and cut casily, 
held their sharpness and “spin” 
ose of pipe witheat jamming or 
a ° tearing ads. 


ARMSTRONG BROS. TOOL CO. 


The Teel Helder Peepie 


E214 w ARMSTRONG AVENUE - CHICAGO 30. HL 
















Janney Mailing Piece 
Features Spring Sale 


Garden and household mainte- 
nance merchandise are featured 
in the “Spring Value Days Sale” 
broadside offered dealers for 
March and April promotions by 
Janney, Semple, Hill & Co., Min- 
neapolis, Minn., wholesaler. 

Janney Best paint is featured in 





Si \E = 








an insert which includes a coupon 
to stimulate paint sales. 

The broadside is 4-pages, news- 
paper size. There is space on the 
first page, at the bottom, for im- 
printing the dealer’s name. 

A feature of the broadside is a 
coupon for a 10 qt. galvanized pail. 


Consumer Catalog For 
Spring-Summer Goods 


A new 20-page rotogravure con- 
sumer catalog, “Spring and Sum- 
mer Values for 1955,” has been 
prepared for distribution to retail 
hardware stores. Also available, 
as a companion piece, is a color 
broadside of eight pages, ap- 
proximately 15x10% in., entitled, 
“Spring Parade of Values Sale.” 

The catalog cover, in color, uses 
illustrations as an index for the 





Consamer Mailers 


New Wholesalers’ Aids for Dealers’ Use 





repair and fix-it items, clean-up 
and paint supplies, and garden 
needs shown in the catalog. 

The cover Message urges early 
shopping for complete selections 
and provides space for both deal- 
er-imprint and consumer mailing 
address. The back cover, in color, 
illustrates some housewares items. 
All prices are shown in large type 
next to the product description. 

The eight-page broadside shows 
household aids, cleaning supplies, 
paints, plumbing items, tools, elec- 
tric supplies, among other needs. 
Illustrations are large and price 
in bold face. 

Prepared by the Meyer Mer- 
chandising Service, Inc., 400 N. 
Wells St., Chicago 10, these con- 
sumer pieces will be distributed 
by: Blish, Mize & Silliman Hdwe. 
Co., Atchison, Kan.; W. W. Conde 
Hdwe. Co., Watertown, New York 

Luthe Hdwe. 
. Jowa; C. M. 
Knoxville 1, 


(broadside 
Co., Des Moines 5 
McClung & Co., 
Tenn.; Paxton & Gallagher Co., 
Omaha, Neb.; John Pritzlaff 
Hdwe. Co., Milwaukee 1, Wis.; 
Smith-Woodwell, Inc., Canonsburg, 
Pa.; Tracy-Wells Co., Columbus 
15, Ohio; The Wayne Hdwe. Co., 
Fort Wayne, Ind., and C. F. Wol- 
fertz & Co., Allentown, Pa. 


only) ° 


Toro Distributors 
To Run Sales Drive 

A nationwide promotion based 
on distributor-conducted contests 
with Toro power lawn mowers as 
grand prizes will be used by Toro 
Manufacturing Corp., Minneapolis, 
Minn. 

Designed to build early season 
customer traffic for Toro dealers, 
the “Win-A-Toro” contest will be 
conducted on an area basis by Toro 
dealers. 

A Toro distributor who sponsors 
a contest in his area offers a Toro 
power mower as the grand prize 
in a contest run through the dis- 
tributor’s various retailers. 
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A BRAND NEW BARBECUE CART 


oo ¢ Majestic Reichert 


"i PROVES 
, . |ROLLABLE 


“S| PORTABLE There’s a World of Difference 
— VERSATILE in Floats and Tank Balls 












































Mines : es tion 
5 0 mer satisfac" 
comparanv® 
IN 3 MODELS FROM $29.95 
WHEEL IT Get on the barbecue band wagon with 
ANYWHERE the new Dude Wagon! The sensation of 


the year, priced for fast floor sales, de- 
PACK IT FOR signed with features to catch the eye of Reich 
PICNIC every amateur chet. 


erento, tees One unit fills every berbecve need 
TOP CARRIED —cuts your inventory to a minimum, ’ a 
ANYPLACE Have your distributor get full de- {| 
-_-—----- —=— tails from The Majestic Co., Inc., , |} The New 
USE IN INDOOR 304- M Erie St., Huntington, Indiana. | ‘ 
FIREPLACE HANDY CART FOR GARDEN WORK! 


Spin Seat*® 


Pat. f 


Spinning action guarantees sure closing 
—a positive seat olways—becovuse it 
revolves on flushing and seats in a dif- 


bay A R 34 & Cc U £ Cc f RT ferent position every time. IT'S EXCLU. 


SIVE WITH REICHERT. Fits all standard 
aaa | > , i : “di - tanks. Made of live rubber for long, sotis- 
factory service 


tor CUTY weater beyond the maine, you cant beat The New Rite Seat* 


A positive closing live rubber boll that 


BURKS SUPER TURBINE WATER SYSTEMS fits all standard tanks 
* 
Both ore attractively packaged in indi- 














vidval boxes, and in dozen-lot counter 


display cartons 





Reichert 





| Solderless, Heavy Copper 
Floats 
The ' ve _ Dud 1 ' 
strengin where eeceg makes the the w ; ’ gest 
and t serviceadie tvery Reichert yt 7 gy 
inspected and tested 


GUARANTEED LEAK-.PROOF 


Install "Em and Forget ‘Em 





| 
| The “Federal — hghtly lighter than the “Toled but 
| posse the rig fifty and trengt? ' npletely * af 
factory service On any faliation. Packed i i< to 
the Dox 
The “Teltede —An extra heavy full 4° of The § Reund—A genera! purpose Moat 
| . val ine af we! ts a Vade , with the weigh! , per " {the by va 7 
' ist C withstand severest service. Packed | se any vaive. Packed /5 i< © 
nee;r cj sys mea ff 117 ~~" TY \¢ . 2ehelb 7 - 
red system 7 —— _— | of i2 to the Boz the bon 
> " 17 . 4 | 
shallow wells. Full, tomati elf | 
muy rie noving pal = ae) A iO! ev t | Jere ea , , . widifer Flee 4H 
. 7 . _ " “ * , ’ ; P 7 c ‘* ; . " ' & " 4,4 
i also—ONLY BURKS HAS LIFE-LOK | Mer § Pressure, open tank p pump ane . 
snarifer atine 


wis feature that enables Burks pumps t 


greater! Capacity, better per! 
ve reT life 


TR my | HEUHERT FLOAT & EC. CO 


PUM P COMPAN Y 9243 Smcn 
PUMPS 52 ELK ST., DECATUR 70, ILL EAD AVENUE . TOLEDO 6, OHIO 
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ASK YOUR JOBBER Spring Sale Days 

FOR NEW 4 PIECE Tabloid Broadside 
A four page tabloid size broad- 
RAPID SALAD Ly ad side keyed to Spring Sales Days is 
WITH offered by the P.A. & S. Small Co. 
GLASS BAKE DISH of York, Pa., and M. S. Young & 
Co., Allentown, Pa. to its retailers. 
For Your Gift Department Printed in bright colors, with red 
and yellow predominating the 
broadside illustrates 32 items, most 
of which retail for less than $5. A 
coupon is used for one extra leader. 
A low priced glass rod and reel are 

also shown. 

Items advertised are lawn and 
garden needs, home maintenance 


PACKED IN 
GIFT BOX 


4 PIECE SET 
SLICES SHREDS GRATES 


SLICE - SERVE 
STORE OR COOK 


ALL IN ONE DISH Jef 





BLUFFTON SLAW CUTTER CO. 
BLUFFTON, OHIO 


or 


’ Little Giant sp: 


PATENTE 





items, and tools and housewares. 
Some Hardware Week items are 





illustrated. Backing up the broad- 


LOW RETAIL WITH 
FULL DEALER PROFIT banners and pennants and a news 


There's good profit in selling edgers, paper mat kit. 
especially the Little Giant. Here's why. The 
it has all the features of expensive 
edgers including self sharpening 
blade, yet sells for as low os $3.30 
- @ price every home owner can af- 
tord. This means fast turnover at 
full 50 per cent profit. 

Order your L.G. Lawn Edgers 
from your jobber today. Also ask 
obout the popular Lown Razor 
ond 65 other Lawn and Farm 
Tools or write us. 


side is a promotional! kit of store 


promotion was created and 
produced by Cosgrave & Associates, 
14 Rawley Place, Millburn, N. J., 
and is available to wholesalers and 













retailers outside of the eastern 
Pennsylvania market. 


— 


Reclaim Unsold Conditioners 


\ FREE HATHAWAY ; 7 le 
SHIRT to Mr. Dav Westinghouse Electric Corp. an- 
Ne ." | dere Sih : : 
Bronx, N. ¥ nounces a plan to protect its retail 
\ (re ie . dealers of room air conditioners 
Kiesman wi from losses on leftover inventories 
rir Way ' | ‘ 
ease send his nan n the coming fall. 
eT oe The company will pay retail 
North Wayne Re : 


ilers for each new 1955 Westing- 


Tool Co. 
Oakiand 1, Maine 


nouse room cooler still in stock on 
Sept. 15. The program does not 


apply to distributors. 
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GIBSON GRIPPER CLIPS 


Keep things in place! 


LLL A AS A A Pe Mee ete 


5 LE LT A I A A Spt 
Oe es 


Lt A TT A eS <n 


ee eee 





cS - 
New Disploy Carton holds 3 dozen clips 

with screws. Packed all large, all small 

or assorted (2 dozen large and | dozen 

small}. 

© Bright nickel! finish 

© No jutting points 


© Need no adjusting 

© Double spring for greater holding power 
© Lorge size grips %" to |'/4" diameter 
© Small size grips '/2"" to 4%" diameter 

® Retails for i0¢ in East 


See vour jobber or write 
GIBSON GOOD TOOLS, INC. 


80 PEARL STREET 
SIDNEY, NEW YORK 








Changes 


New products and 
new trade names are 
constantly being 
added to the listings 
for the next Directory 
Number of HARD- 
WARE AGE. 


Therefore, if you do 
not find in the current 
issue of the Directory 
Number the product 
you are interested in, 
write to the “Who 
Makes It’’ Editor. He'll 
be glad to serve you. 


HARDWARE AGE 


100 E. 42nd St.. New York 17, N. Y 
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PLANTABBS 


Plant Food Tablets 


World’s Largest-Selling 
Plant Food Tablet 


Used by millions for house 
plants, flowers, vegetables. 
11-15-20 formula provides 
all vital food elements. In 
25c, 50c, $1.00 and $3.50 
sizes. Packed in colorful sell- 
ing cartons. Samples on re- 
quest. 


Nationally advertised 
12 Months a Year! 


Two money makers—One great name 


PLANTABBS 





PLANTABBS 


Aquarium Plant Food 


Makes Plants Thrive 
and Fish Healthy 


Leading aquarist writes, 
“Plantabbs Aquarium Plant 
Food little short of terrific. 
Keeps fish in fine shape, 
slants reproduce, even 
sloom.”” Packed 24 to sell- 
ing carton. (Retail, 35c¢ a 
box.) Samples on request. 


Recommended by 
Leading Aquarists 








Ask your jobber or order direct — Dept. HA 3 


PLANTABBS CORP. Baltimore 1, Md. 















° 
3 
> 


shaliow or deep wel! 
Patented des on a 
rr - 


pacity to oOVUY gals. per hor 


of pressure . tr, ettinas 


Really built 


+ 
to take it! 
RUGGED NEW LOW COST 


Here . me sree aun WAT ER 
7, Of ‘he Ow 
, - ' . . For Snee SYST EM 


moximum ca 
r at full range 
ovfomoaticaily 


without need of fr vaive, reaardiess 














































of chanaina water 


sure. Self-priming 





or Vy ry p motor 


18 or 14 gal. tank 











Ch 
; 


3333 Eastshore H 3? 
4108 Hottme ster Avenve S? 
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evels or tank pres 
too. Available as 10 
gal tonk pockoase jJni-mat or with V/s 


ond choice of separate 


e Dealerships Available 


UNIVERSAL Mfg. Co. 


way, Richmond, Calif 


























WRITE FOR 
BULLETIN U.34 






Lou's 23 Mo 
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A COMPLETE LINE+~METCO 15S Alt YOU NEED! 


J 3, Built-in Filter 


~ 74 | Gient Filter with re- 


D> movable dirt collection 
“ €ep 


*% ‘Sealed-Power’ 


Motor 
Completely shut off 
from water tlow — 
keeps lubrication m— 


diut out 


‘‘Demage-Proof'’ 


. 
a 
ae 
> Gears 
; ; Big ond rug 


ged built to 
le 


sf 
Patented ‘‘Protecto- 
Jet’ Spray Tebe 
i= 7 
ali Smoother streams 
i Hhetter woter ans 
ae tri? ’ nr clear 
x Aan ge oro , 


a? 


See Catalog for details 
Sell Quality — Sell METCO 
See Your Jobber 
METALLIZING ENGINEERING COMPANY, INC 
Westbury, Long Island, New York 


Sell Price 





$Q95 















Adjustable for area 12’ 
x 16’ to 40’ x 50°. Rug- 
ged, Rust-proof Bond- 
erized Stee! Frame. 


Model M 


Adjustable for area 12’ 
x 16’ to 40’ x 50’. Heavy 
Gauge Aluminum Tube 
Frame. 












NEW 


Model R 


Adjustable for area 10’ 
x 14° to 42’ x 55’. All 
Welded Structural Steel 
Frame. 









Model 2S 


Adjustable for area 10’ 
x 14’ to 45’ x 60’. Heavy 
Gauge Aircraft Alumi- 
num Tube Frame. 














“Plus” Power Motor 


Operates at ex 


tremely tow woter Vd 


pressure % *, 
Leak-Proof 
Tube Connection Cay (iA 


ot 
A 


~ 


Cone-Seoat' packing 
gvoranteed leak-proof 
yeor after year 

Zamak Housing 


Absolutely corrosion 









pr oof 












Spray Area 
Adjustment 


Simple one «ofr thumb 







odjvstment 


Controlled Quality 
Os , METC C) s Quality contro ed 
with i) mepection Foch METC OC) 
is woter-tested before i leaves the 
factory. No complaints : re? 


, 
when you set) METC ¢ 
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Put your tinger on targer protits 


- MARVEL 


LIGHT BULBS 


GUARANTEED TO BURN 


ae HOURS 


chec Tests conduct. 
oe own - ed periodically 
oratories daily by independent 


laborate- 
- ; : ~ “ ries substantiate 


steaedaréd af —_———— our unmatched 
performance. ee say of 2000 
“ast twice as long’’ This powerful sales mes- 
soge mokes Marve! Light Bulbs ao new “impulse 
item” for you more than doubles your light 
bulb soles volume 
brings in new sales with 25% more profit 

on every sole. Marvel Light Bulbs affroct new 
customers create new store froffic . . . give 
your cusfomers more for the money ... you moke 
more money on each sole 
Send cow ae asad Price List and Special intro- 
ductory 


MARVEL LAMP CO. 

307 Newerk S?t., Hoboken, N. J. 
America's Oldest independent Lamp Company 
Hew York Representative: JACK SEGAL WHitehel! 3.8773 


| te tteman 








Promotions 








MALE 


Roofing 


NAILS 


Flooring 
Siding 
Lead 
Head 


Screw 


Underlay- 
ment 


Pallet 


Se) 


Drywall Ring Shank 


Write 
for Samples 


W. H. MAZE COMPANY 


PERU, ILLINOIS 
EST. 1848 


“Producers of better nails 
for the better application 
of siding and roofing" 











Trade-In Sale on Mops 
is O-Cedar Promotion 


Spring promotion featuring a 
trade-in mop sale was started by 
O-Cedar Corp., Chicago, Ill., re- 
cently. 

The nationally advertised cam- 
paign includes two pre-packaged 
dust mop assortments in display 
stands and an advertising display 
kit for store use. Store display 
material is packaged with sponge 
mop shipments. Newspaper adver- 
tising mats are available on re- 
quest. 


Kennedy Mfg. Expands 
Tackle Box Campaign 

Kennedy Mfg. Co., Van Wert, 
Ohio, recently expanded national 
consumer advertising to increase 
fishing tackle box sales in U. S. 
and Canada. 

Promotion and advertising ma- 
terial available includes’ color 
stuffers, 
posters and ad 


counter cards. envelope 


instore display 


mats that tie in with national ads. 


Admiral Sales Drive 


Set for 1956 Ranges 


A l1i7-point range advertising- 


sales promotion campaign has 
been planned by Admiral Corp., 
Chicago, Ill., to introduce its 1956 
line of electric 

The promotion, the most 
prehensive in Admiral’s history, 
will use national and trade maga- 
zines, newspapers and network 


ranges. 
Ccom- 


television advertising. 


Waltco Promotes Local 
Fishing Contest Packet 


Sporting goods stores through- 
out the country can run their own 
fishing contests with a promotional 
package announced 
Waltco Products, Chicago sporting 
goods manufacturer. 

The promotion is to help sport- 
ing goods dealers spur community 


recently by 


Manufacturers’ New Merchandising Plans 


interest in fishing while boosting 
store traffic and fishing tackle sales. 

available from 
2300 W. 49th St., 


The packet is 
Waltco Products, 
Chicago, Ill. 


Johnson's Wax Plans 
Spring Sales Drive 


S. C. Johnson & Son, Inc., Ra- 
cine, Wis. will get a spring pro- 
motion “Kitchen Sparkle” under 
way in March. The campaign will 
feature Johnson’s Super 
Hard Glo-Coat that contains one- 
third more wax. 

Promotion material for display 
of the floor wax with the company’s 
other products have been prepared 


for dealers. 


cans of 


Spring Linoleum Drive 
Features Display Unit 

A display unit for twelve 18x27 
in. samples and consumer folders 
is a feature of 
paign on 


a spring sales cam- 
Jackstraw linoleum of 
Congole -Nairn, Inc., Kearny, 


N. J. 


Steel Corp. Promotion 

New York, has 
relations peo- 
W ife-Saver, 

market for 

equipment. 

kits from the 


LU. S. Steel Corp., 
started a consumer 
motion, “Operation 
Lo develop the steel 
kitchen Dealers can 
obtain promotion 


company. 


Kentile Steps Up Ad Budget 
Kentile Inc., Brooklyn, N. Y., in- 
national advertising 
1955 by 24 pet. This 
promotion will feature color ads in 
a large number of consumer mag- 
and newspapers. Special em- 


creased its 
budget for 


azines 
phasis will be put on newspaper 


Sunday magazine sections. 


Hotpoint Promotes Dishwashers 

Hotpoint 
campaign to help dealers 
sell dishwashers. The campaign is 
backed up with extensive merchan- 
dising kits for plus na- 
tional advertising. 


Co., Chicago, Ill, has 


a sales 


dealers 


HARDWARE AGE, 


MARCH 3, 


1955 
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DL EASY To SELL 
TWO-WAY ACTION 
HAND CLEANER MAKES 


FRIENDS 22 PROFITS! 





\ WHO'S COINING MONEY WITH THE 


\ | 
\ | 
Nh 


yy 












| 





APPLY AND 

















WIPE DRY 
om . “WAND CLEANER « 
RINSE WITH [meen 
wate Sie 


CL 


Mr. Hardware Dealer, here is a fast 









selling, extra profit product you 
can't afford to overlook. Popular 
D-L Handi-Cleaner . . . fortified with 


Lanolin ... removes dirt, grease and 









grime without skin irritation. This 





cream-type cleaner can be used with NATIONA 
: ADVERT! 
or without water and you need only Packaged in 14 oz 
, 4%, and 5§ b dispense 
) ; > , ] 
dist lay it for it sells on sight. sises. ead § gel. contolacrs 












ORDER FROM YOUR JOBBER OR CONTACT US 


MADE TE oO BANITE BLOG., 
ony BANI CO. asurratos.ny 












fhe (eunetl, Yok fips 


HOES BO W AKES WEED CUTTERS 
DISTRIBUTION THROUGH JOBBERS 




















4 





VUlananish, North Carolina 








Looking For New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading ‘What's New,’ which appears in every issue on page 12. During each month HARDWARE 


AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 














SEE SLOG ARMS i 
% 


‘SPRAFLEX Y, Converts an Ordinary Garden 


| rt. Lo Hose and Nozzle into an 
~~ ADJUSTABLE LAWN SPRINKLER 







Simply place hose in any one of Made completely of aluminum. 
5 positions, from horizontal to Will mot rust. 
vertical. Position can be changed 
: instantly without turning off 1 few sales territories open. 
; water. 


Write for details. 
Hose and nozzle always remain MANUFACTURED BY 


in position selected. Will not 
topple over from water pressure. ata ate se — 


RETAILS AT 
| $3.95 
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THE LAST WORD 


IN 
WIRE PRODUCTS 


BRASS, COPPER, DARK, 1 
TINNED, GALVANIZED / 
\ COILS AND SPOOLS , 
\ 10270201. J 
5 PACKAGES / 








STOVE PIPE WIRE BRAIDED 
COIL AND SPOOL PICTURE 
ASSORTMENT WIRE 








STRANDED AND SOLID 
CLOTHES LINE WIRE 
STRANDED AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 





SOLD THROUGH 
JOBBERS ONLY 
ASK YOURS FOR PARTICULARS 


al ee FS a 


\NCHO. 








WIRE CORPORATION 


A mA A 
On G oe 2.8 











DISPLAY REVIVA 


— it sells on sight 


DOES 
WHAT 
iT SAYS! 







REMOVES —— stubborn surface spots. 
CLEANS — dirt and grime. 
POLISHES — to high dry lustre, covering 


minor scratches. Triple-action tonic for marred 


Shellacked or 


furniture — For Varnished 
Lacquered surfaces — 
All in One Bottle! 


Keep a stock on hond; 
t's elweys in demand. 
Nationally advertised. 
Retails at: 

$1.25 half pt. — $1.75 pt. — $2.75 aft. 


vees 1 dozen to corter. Trede oom 40% 
F.0.8.—Factory: Long Island City, Y. 


JACKSON OF LONDON PRODUCTS 


, 9 AY y 








West SBth Stree : 


ne. 2 eels 


232 


Ekco Steps Up Ads 15% 


Ekeo Products Co., Chicago, Ill, 


maker of Flint kitchenware, start- | 
ed a sales drive recently to increase | 
sales 15 pct in 1955 with an adver- | 
tising budget for the first half of | 
1955 15 pct higher than for last | 


year. 


Delta to Award Prizes 


The Delta Power Tool Div. of 
tockwell Mfg., Co., Pittsburgh, 
Pa., has set up 15 awards ranging 
up to $1,000 in power tools to con- 
sumers for the best arranged shop 


using three or more Delta tools. 


Knife Merchandising Film 


A 10-minute 16 mm. color film 
with sound track on the merchan- 
dising and manufacturing of pock- 
et knives is available to Camillus 
Cutlery distributors for sales meet- 
ings. This film can be obtained 
without charge from the Camillus 
Cutlery Co., Camillus, N. Y. 


Doepke Has Toy Magazine 


Charles W. Doepke Mfg., Co., 
tossmoyne, Ohio, will publish the 
Doepke Merchandiser, a new mag- 
azine to help dealers increase sales 
and profits on toys. It will be 
mailed free to all dealers wh» 
handle the complete line of Mode! 
Tovs. 





HARDWARE HUMOR 











TROY BEST 


FILE HANDLE 


Assures better workmanship and 
safety to user 


It can't split. 





FILE CARS—eleaas an. taps and dies quickly and 
thorough 


HOG SCRAPERS—cinele or double end 
TROY FILE WwW ORKS 
Troy Est. 1831 N. Y. 














CHROME 
NIPPLES 


V/e"' to 4" sizes 
V/s" and '/" sizes 
packed |2 to a box 
Write for catalog 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
3h 

















THERE I$ A DIFFERENCE IN CHAMOIS 
SUNSHINE 


Ca KK 
GENUINE 
CHAMOIS SKIN 
aU tee me Beet. ite : 
MADE IN USA 
Ask Your Jobber for Our Double 
Duty Chomois Double Valve! 
“EASIER TO USE 
"LASTS LONGER 


"CLEANS BETTER 





HOYT & WORTHEN TANNING CORP HAVERHILL, MASS. 





S-W-E-L-L-§ ood 
© Penetrates hy 


permanently. 


legs, 
deve-talis, ete. 


Write for Free 
Literature 


CHAIR-LOC C®@. 
Lokehurst 3, N. J. 


CHAIR- LOC 


one New wry 








Bewildered ? 7 


9 i ORE 2 2 0s 
WASHINGTON NEWS 
AND VIEWS on page 10 
of this issue. Here are ac- 
curate, authentic, easy-to- 
understand reports on the 
latest developments in 
Washington affecting 
hardware dealers. This 
helpful feature in each 
issue is another reason 
why HARDWARE AGE 
is the No. 1 choice of 
hardware dealers through- 


out the nation. 





HARDWARE AGE. MARCH 3, 


them e-x-p-a-a-d 


. = and eaplest way 


A Fast-Selling impulse item 
Sampies and 





| 


1955 
















BETTER STORE 
FIXTURES 







Quality 1S 








the best basis 
tor building big 
Build 


bigger sales 


business! 










by giving your 
customers the chance 


TO BUY THE BEST! 


There is no better calking compound in the world than PECORA 
calking compounds. Put in a dramatic display of these handy con- 










tainers and they'll move fast! And, what's more, your customers 
will apprecicte thot you offered them the same high quality for 
“Do-It-Yourself” use thot architects and builders hove been speci 
fying for years. Display literature available without cost 


INTERCHANGEABLE — ADJUSTABLE 
“PEG PANEL” BACKS 
Write for catalog No. MH TODAY airy — SINCE 1862—seey 


W. C. HELLER & CO. PECORA PAINT CO., INC. 
MONTPELIER, OHIO Lawrence & Venango Sts Philadelphia 40. Pa 






























S Hardware dealers all over the country have discovered that 
“ve it pays to keep your eyes on Harpware Ace for ideas and 

it advice that mean more money in your pocket. Help on 
vé government control problems, new merchandising ideas, 
market news, more new merchandise descriptions than 





published by any other hardware magazine, and news of 
other hardware people are just a few of the regular features of Harpware Ace that have caused more 
dealers to invest in subscriptions to HaRpware ACE than to any other hardware magazine. 


HARDWARE AGE 


100 E. 42 St. The Hardware Dealers’ Magazine New York 17. N. Y. 











MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 


-_ 
— 
= 


=> 
——EEEEe 


BRASS & ALUMINUM BOUND - OPEN HAND HOLES VV N-e) ‘14 
FT - ne :- 
| : a | ee 


EXACT LEVEL & TOOL MFG. CO., INC., HIGH BRIDGE, N. J Manu! — 
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Classified Opportunities Section 





Help Wanted, Accounts Wonted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words $5.00 
Eoch additional! word 10 


Positions Wanted 
(Specico! Rote) set solid, maximum 
50 words 
Each additional word 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES NOTE: Sompies of merchandise, literature 


catalogs, etc., will not be forwarded to box 


$8.00 per column inch number advertisers unless accompanied by 
5°, discount allowed for 4 or more con- sufficient postage for remailing. 
secutive insertions of Boxed Display Ads. No agency commission allowed. 


Cuts or special borders not accepted. HARDWARE AGE is published every other 
Address your correspondence and replies to Thursday. Classified forms close {5 days 


HARDWARE AGE __ *®'» »isstor aor 
Classified Opportunities Dept. Shui" tanoy der ak tarench or 
100 East 42nd St., New York 17, N.Y. stamps 











Representatives Wanted 


Representatives Wanted Representatives Wanted 











Manufacturers Representatives Wanted 


Complete line of Exhaust Fans and Ventilation 
Equipment; Plastic Pipe and Fittings: Anti- 
Freeze Hecoting Wire Units and many plastic 
speciality items. Protected territories open to 
sclesman covering distributors in the Hard- 
wore, Electrical and Plumbing field 

Address Box No. 163, care of HARDWARE AGE 

100 East 42nd St.. New York 17. WN. Y 








HARDWARE SALESMAN—We are well es 


SIDELINE SALESMEN WANTED bed Eastern Dear Lock Manutactere 
to tl ber at re trade. We 
roa ent nanufacturer of paint brushes expanding te che - prot cad oterritor pen I 
listribut : territories for aggressive paint 
am be . AA alliing mh retai 
tores umber dealers 
th bristie and nylon 
| ; me (fice back nig 
roy mimissio Write full details ir nfidence 
Address Box 24!. care of HARDWARE AGE 
100 East 42nd St.. New York 17, WN. Y 














AND 


; 





BB AIR RIFLE SHOT MANUFACTURER 


Address Box No. 164, care of HARDWARE AGE 
(00 East 42nd St New York (7. N. Y 











TERRITORIES 


. Lift 


UpoTi vo 


Merriam St 





SHOWER STALL REPRESENTATIVE 


Good Money—repeot business AAA-!| monvy- 
focturer of national line seeks representative 
to sell competitive line steel shower stalls to 
plumbers and hardwore deolers. Commission 
Stote boeckground and pertinent facts 
Address Gex 3/18. care of HARDWARE AGE 
100 East 42nd Street. New York (7. N. Y 











PAINT SALESMEN WANTED. Nov 
Nasa * , ~ We Moar 


{ueet 
st complet. ‘ ’ ’ ; Pro 
Do-tt-\ 


MIRIN(C, SPECTAIT 
nd Heating Sm tei T 
New Y ' 
2 es 
16 ¢ 





PAINT 


ally KnOWT Wa 


BRUSH SALESMEN WANTED BY 
ler nutacturer to call on bber 


bristle 


REPRESENTATIVES WANTED: COM.-. 
ISSION SALESMEN WANTED BY OLD 
shed inufacturer of Plumbing 1 


Brass 


VERAL CHOICE TERRITORIES OPEN 


ete nets er 


1 
ene ~ vv rit 


\ 


HARDWARE SALESMEN: | 


\ 


EXPERIENCED SALESMEN 
mong ret irdware stor: te 


ew 


DEALER SALESMEN. Wel 
rer with complete line and attr 
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Classified Opportunities Section 








Representatives Wanted 


Accounts Wanted 





Se \ | 


ILDERS HARDWARE LIN Have oper 




















e1 Dul ~ lacturers representa 
ti wc re s niauing c 
teers We: 
facture , t line of + ’ 
sets: Ke i e Han Pass 
B Ly + ‘ i cy] > 
A“ t il 
iers r Ad i 
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Ne y \ 
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know KS 5 g hat 
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s sa ers Many tet 
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CHEK P ‘ Tester | Se 
c r wit! Hk} : + K 
pate CHEK t l s s : . 
Attrac e int ine ens goes ke 
not es ‘ A f 
: mmis ( | Asso 
B . Dar y ' 

Accounts Wanted 
REPRESENTATIVES 

Covering all class f jobber Can render reliable 

aggeres e service We are nationa listributors with 

established activel perating inch offices in New 

York, Philack [ M { eland and Laouisvill 

We carr r wn §6€6vDiL Ss direct 

Inquiris ' d Wr ANCO Corporatior 

Wood St: | gn 2 

MANUFACTURERS ENTS ACTIVELY 

COVERING VOLU MI New rk an 

N\ Fk nglar , ‘ 
Lia: 4 e. (sa K le . er 
Wi if prov e ize s Tf 

Ad } lias “A « 
AGE Fast 4 S New \ . ae 





se ing this Wh 


nesaie 





rer ’ 
. 


"lease ad 


iress is 
Engene 8B. Caldwell. 8B 





MANUFACTURERS REPRESENTATIVE 
SOUTHEASTERN STATES 


and Contractors Equipme Dealers 

representing 2 Top Lr Manufacturers, desires con 

nect witl l additiona putabie a we Rated 

Mfr If you cannot t these requirements, please 

to not waste your time rmy time answering this ad 
personally : trage ¢ ry 6g rw jaye 


Hardware, Industria ly 


20 years N ow 


ox 315!, Greensboro, N. C 











MICHIGAN INI 
rUCKY Aggress ve 


, iValiaDdbie Fy o 








New y Tx | N : 








EXPERIEN® 
FOLLOWING 


ED 5S 
































MANUFACT' 
— » Road 


Fastern Penr 
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ia s as ¥ 












47nd Street 


HARDWARE AG 





ere Tet 
: i; ; } 


AMONG 


RERS 


New York 


OHIO KEN 
representa-~- 


established 


ILANA 
capadie sales 


itation 


ver a period of twenty years contacting hard 
War h se ware spe ality iol ers, department 
. ¢ ‘ . nremitirn : 
stores ‘ stores a premium goods users 
Represent manufacturer nly Address: Box 167 
re oT FIARI WARP? \ . ] } ist 47, ; Street 


LLESMAN EXCELLENT 


Hardware, Houseware 


Dept. St , desi: lanes » sell direct t& 
retailer, Chicago and surrounding area only 
Would prefer one or two major lines this area 
Address: Box 317, care Harpware Ace, 100 East 
« nd Street New y rk ‘* N ° 


REPRESENTATIVE 19 


E, MARCH 3, 1955 


tablish ‘ itives covering 


LM We es 


whoiesaie fia 


SOL THWEST YOUR PROBI 


ware ana Mi SUDDIY J bl 


Help Wanted 





Me H. W. Smith. Metailon Products 





Positions Wanted 





MANUFACTLU RERS SALES EAR rivi 
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PL RCHASING LG REN WHOLESALI 
HARDWARI eal experie! bu g 
“- ( ‘ t " rag experic e Lk 

| ‘ I SA «A . P eset . Ad 

es Bo 4+ ire f HARDWARE AGE ras 
’ street ew ¥ rk | as 


PPORTUNITY 1 | young man t assist 

le’ ping a National Sales i Sales Prome 

ti rogram tor builder’s hardware line Will 

sf ed I L_os Angeles Sales lieadquarters ot 

the fT ne Pechnica! (;iass ( mpany ? ww. 

Meta Products I . tLegeo Division Ex 
wa ' retry des 


plat e! Write, giving complete 
and experience to 


x 


Division, FE. 48th Street, Los Angeles 





Opportunities 








Help Wanted 








GENERAL MANAGER 


for 
Wholesale Hardware 
& Building Material 
Distributor 
Earnings $20,000 Plus 


Well established Eastern distributor is in need 
of a capable executive meeting these quolifice- 
tions 


* Hos ao proven record as an administrator 

* Knows hordwore ond hardlines 

* Is sales-minded ond a promoter 

* Is a good overall merchandiser 

* Knows procedures, systems and controls 

¢ Capable of accepting full responsibility for 
entire operation 

* Over 35 years old 

lf you meet ALL of these qualifications, can 


tockle a highly competitive market and wish to 
make a nationa! reputation for yourself contact 
Poul L. Cosgrove at: 


COSGRAVE & ASSOCIATES 
Distribution Consultants 
MILLBURN, WN. J. 
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LARDWARI 


STORE 


ressiv ‘ int st wr ' ry i su rban 

NI : i pit isc ta e 
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A : ‘ , wn 
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N \ ne H es we 
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FOR SALE: Retail Hardware, established 2¢ 
eat } ¢ ( ent: | nois ‘ . = peopl 

" ' “ al =e 
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MANUFACTURER of 


A ‘ " ‘ juaiity wishes 
t tact orte gw direct to bara 
“ fT US ré¢ 
wi tr ite ie to A (dress 
Box ; . ca ft TlaRDWare AGE )} Fast 42nd 
st t, New York 17, N. } 


LR} ADV ERTISIN« OPPURTUNITY 


Yo R SON OR FRI} ND whe er now an 
advertising agency account executive or not. If 
he has business to ear or lace r can secure 
new sines he should write this recognized 20 

eat N \ idivertising ager about high 
TTL sion sharir “ arrangement Address Box 

ire Hampwaree Ace, 100 East 42nd Street, 
New York 17. N ; 





His Hardware Age 
Ad. Brought Results— 


“As a Moanufecturers’ Representetive, 
getting the HARDWARE AGE is o 
necessity, especially in view of the fact 
thet | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in Jenuery. With 
best wishes for your continued success.” 
Sincerely yours, 


A Satisfied Advertiser 
























Multiply sales sell chisels by the set .. 


in rolis, fiberboard boxes, wood cases. 


z= 
GREENLEE 


Write for free GREENLEE 
Hand Tool Cotclog No. 35-H 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


DIG INTO AMERICA’S BIG 
NEW GARDEN MARKET 
with... 


MANNS 


Sells like sixty in every 
chandising season Spring, 
Summer, Fall and Christmas 
Handsomely packaged for fast- 
selling space-saving display 
Ask for catalog sheet No. 610 
A product of the fifth-gen- 
eration craftsmen at... 


MANN EDGE TOOL CO. 


Lewistown, Pennsylvania 


mer- 


IT’S 
LIFETIME 
GUARANTEED! 





DOES ANY CAULKING JOB 
Oliiial €7° See 7 8417 ee i sads 
HEAVY DUTY 


BEAVER 


CAULKING GUN 


Uses cartridge or bulk 
compound even 
light oil 
Sold with o 
gvorontee 


fetime 


Precision made for longer life. Extra 
heavy gauge cylinder. Positive ratchet 
drive. Threaded nozzies — no bayonet 
jonts to come loose 
Sizes 6% list $6.50 
10° list 7.50 
15 list 8.50 


Immediate delivery Write for discounts 


‘WESTERN RESERVE MANUFACTURING CO. 


3718 &€. 93rd S$! Cleveland 5, Ohio 





EXTRA FAST & 
BIG PROFITS 


WITH WIL-DU 
HEDGE CLIPPER &@ 
GRASS TRIMMER 

ATTACHMENT 


New tes! proved, o 


RETAILS 
AT $14.95 


purpose WIL-DU HED LIPPER end GRASS TRIMMER ATTACH 
MENT hes o ures ¥ ustomers wont. Conver n anderd '/,°° electric dr 
hedge: ond 


_ , 


e 


tive 


WRITE FOR ADDITIONAL INFORMATION AND QUANTITY DISCOUNTS 


WIL-DU PRODUCTS COMPANY 


5327 NORTH BRADDOCK AVENUE, PITTSBURGH 21, 





PA. 


2°6 





Index to Advertisers 





Alumatone Corp 
Aluminum Goods Mfg. Co 
Aluminum industries, inc 

American Chain & Cable Co 
American Crayon Co 

Americon Grease Stick Co. 
American import Co 

Amundson Prods. Co 1%, 223 
Anchor Wire Corp 232 
Andrews Co... A. M 205 
Animal Trap Co. of America 222 
Ardmore Prods. Co 76-77 
Aristo-Mat Co. 238 
Armstrong Bros. Too! Co 226 
Armstrong Prods. Co 221 
Arvin industries. inc 153 
Atias Asbestos Sales Co 132 
Atias Tack Corp 1% 


B & L Too! & Mch. Co., The 194 
Bokelite Co. Div. of Union Car- 
bide & Carbon Corp 16-17 
Banite Co 231 
Corp 149 
Benjamin Reel Prods. Iac 211 
Black & Decker Mfg. Co 84-87 
Block Leaf Prods. Div 56-57 
Biuffton Slaw Cutter Co. The 228 
Brand Names Fndtn., Inc 24 
Brearley Co., The 9 
Brown Corp... W. R 195 
Bruce Co., E. L 5! 


Bardmatic 


Cc 


Capitol Mfg. & Supply Co 
Century Plastic Prods.. Inc 
Chair-Loc Co 
Chattanooga Roya! Co 
Chicago Die Casting Mfg. Co 
Chicago Roller Skate Co 
Clark Mfg. Co., J. L 
Coburn Prod. Div 
Coleman Co. Inc.. The 
Colorado Fuel & iron Corp 
Colorizer Associates 
Columbiana Pump Co 
Continental Screw Co 
Cook & Dunn Paint Corp 
Corbin Div., P. & F 
Corning Glass Works 
Council Tool Co., The 


0 


Decotur Pump Co 

Domes of Silence 

Donaldson Co. Inc. 

Draper-Maynard Co 

du Pont de Nemours & Co., Inc., E. | 
Grasselli Chemicals-Retai! Prods 

Dykem Co., The 


E-Z Painter Corp 
Eagle Lock Co., 
Edword Can Co 
Empire Brushes, | 
Evons Prods. Co 
Everedy Co., The 
& Too 


c + 
croc eve 
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F & N Lown Mower Co 
Fawcett Publications, inc 
Federal Aircraft Works 
Ferry Bros. Co 

Fitler Co.. Edwin H 
Flour City Brush Co 
Ford Prods 

Forsberg Mfg. Co 
Franklin Glue Co 


Gordex, inc 
Geyer Mfc. Co 
Gibson Good Tools, Inc 
Goodrich Co.. B. F 
industrial Prods. Div 78 
Metal Prods. Co 
Sofgard Div 
Great Neck Saw Mfgrs., inc 
Greenlee Too! Co 
Griffin Mfg. Co 
Gunver Mfg. Co., The 


Hall-Wesse! Co 

Harbi! Mfg. Co 

Heckethorn Mfg. & Supply Co 
Heller & Co. W. C 

Hemp & Co., Inc 

Heppner Sales Co 

Hillerich & Bradsby Co.. 6! 
Holthouse & Hartup, inc 
Holt Mfg. Co 

Hoyt & Worthen Tanning Corp 
Huenefeld Co., The 
Hydroponic Chem. Co 

Hyde Mfg. Co 


J 


Jackes-Evans Mfg. Co 
Jackson of London Prod 
Johnson Service Co 

Jones & Laughlin Stee! Corp 
Judsen Rubber Works, Inc 


w 


Kalamazoo Vegetable Parchment 
Co : 

Keelor Stee!, inc 

Keil Lock Co., Inc 

Keuffe!l & Esser Co 

Koch Sons, inc George 

Kyonize Paints, inc 


Brush Co 
Landers, Frary & Clork 
Lorson Co., Charies O 
Leonard Co., The 
Linzer & Sons, inc 


Laitner 


David 
Mfg. Co 


Lockwood Mowe 
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~\ A “PICK-UP” ITEM THAT 
Index to Advertisers | SELLS ON SIGHT! 


The Original 
Stud 


Marshalitown Trowel! Co Rubberset Co. The - Fiader 
Martin Stmpg. & Stove Co Rugg Co., E. T 
Marvel Lamp Co Rustain Prods 
Master Lock Co. 
Master Rule Mfg. Co 
Maze Co... W. H 
McCulloch Motors Coro Sefgerd Div.. Grand Sheet Meta! 
McGill Metal Prods. Co Prods. Co rmation and turer 
Mechanical Prods.. Inc Sondvik Saw & Too! Div 4 00 ries st 
Metallizing Engrg. Co. Inc Schacht Rubber Mfg. Co 
Michigan Peat, Inc Schalk Chemica! Co y FORD PRODUCTS 
Miller & Co. Inc... Robert E Sharon Bolt & Screw Co 
Miller Mfg. Co Sheffield Broase Point Core RETAIL Dept. HA-2 Port Chester, N. Y. 
Mouli Mfg. Corp Shelby Spring Hinge Co - 
Mt. Parnell! Fisheries Shuford Mills. inc 
Mowamatic Corp Siebert Co.. O. W 
Murphy's Sons Co., Robert Siegler Heater Corp., Div. Siegler 
Musgrave Mfg. Co Enamel! Range Corp 

Simoniz Co 

Smith & Co. D. B 


N Southern Screw Co p L A N T b , 
Southington Hdwe. Mfg. Co 4¥9) 


Nationa! Lock Co Speedway Mfg. Co.. Div 


National Lead Co ) Power Tool Co 4 FAST SELLING, NATIONALLY ADVERTISED 


National Mfg. Co Standard Horse Nai! Corp Now demanded by millions for houseplants, flowers, vegetables. lawns. 
Nati | Sc a ‘ Co Th Stonley Works, The ardens. Produces vigorous, beautiful growth in all plants quickly. Pays 
Snone! screw Mtg. Co e - fle C ealer 33°4°, profit. Attractively packaged for display. Does not deter 
Nesco, inc star Mig 0 jorate. ts leon, odorless and SAFE. Dissolves instantly in water for use 

New Britain Mch. Co. The Sterling Hdwe. Mfg. Co l-oz. makes 6 gallons liquid piant food 
New York Wire Cloth Co nc Sterling Paint & Varnish Co 138 Retails Your Cost 
St . , ne oz. D 2 7 ibs. $4.80 case 
Nicholson File Co Stewart Iron Works Co., Inc., The 224 l-oz. pkt. 10¢ :, 72 to case wt 
t. 12 Ibs... 00 case 
ian Min Ge & 6 Supplex Corp 84.8 3-oz. can 25 36 to case wt. 12 Ib $6 





$ 





INoX 


al 00. Hives 


— . “a, 
‘* Guaranteed by * 


Geod H keepin 
J-oz. can 50c.....24 to case wt. 14 Ibs $8.00 case ~ — e-/ 


to case wt. 16 Ibs $8.00 case £8 eovrentt “S 
Also packed in 10-ib., 25-ib., 50-1b. and 100-ib. drums 
lf your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 


North & Judd Mfg. Co Swayne, Robinson & Co 215 1-Ib. can $1.00 12 
North Wayne Too! Co Swift & Co 80 
Nott Mfg. Co., Inc Swing-A-Way Mfg. Co 54 

Syncro Corp g9 





O T 








Ox Fibre Brush Co., Inc Taplin Mfg. Co., The 


Toate Co., E. H 208" . TAPLIN 
Taylor Lock Co , 
P Triangle Conduit & Cable Co., Inc 
Troy ile Work EGG BEATERS 
P & C Hand Forged Too! Co 


True Magazine 
Parker Mfg. Co Tryon Co., Edw. K ' Efficient operation 
Parker Sweeper Co . 


Patterson-Sargent Co Durable construction 


Pecora Paint Co. inc v 


Petersen Mfg. Co Union Malleable Mfg. Co . Smartly styled 


Pittsburgh Nipple Works, Inc Union Steel Chest Corp 1; » = 
uhhereh Fete Glew Ce eee ee Nine models in the 


Brush Div United Stotes Plywood Corp : popular price range 
Plantabbs Corp .* United States Rubber Co ' 
Plastex Co., The Nougatuck Chem 


| , ) ~ 
Plymouth Rubber Co inc United States Stee! Corp ; THE TAI LIN MFG. CO. 
re oe ot pean, Pome. Soy be FY NEW BRITAIN, CONN. 
Freezer Div Universal Mfg. Co - 
Pratt Co. 8B. G = Since 1897 
Pratt & Lambert, inc 
Premax Prods. Div 




















Valsper Corp 


Van Cleef Bros., Inc 


? Virginia-Carolina Chem. Corp ; 
Se ee Sie, Sat from BATHTUBS SINKS « bottoms of COPPER POTS LUD 


—e" Pema TLE FLOORS - AUTO BUMPERS - METALS J nn 


Western Reserve Mfg. Co 

unin a ieee ae NATIONALLY ADVERTISED 

Wickwire Bros.. Inc In leading consumer publications with 89 000 000 
Wil-Du Prods. Co ; CIRCULATION covering 45,000 cities, towns ond villages 


Wilhold Prods. Co 21 *LiFE oSAT. EVE. POST *GO0D HOUSEKEEPING * LADIES HOME IK 
Wood-Regan Co Inc THIS WEEE SAMERICAN WEEKLY COUNTRY GENTLEMAN © BETTER HOMES GROWS 
Wooster Brush Co. The *FAMILY CIRCLE © PARENTS MAGATINE + FARM JOURNAL * FAMILY WEEKLY 
teasten Cite Cn Tht *GRrit © MicCALt S MAGATINE + AMERICAN HOME © PROGRESSIVE FagmER 
BETTER LIVING © EVERY WOMAN § © WOMAN § HOME (OMP. © WESTERN Family 
Wrought Washer Mfg. Co * HOUSEHOLD * SUCCESSFUL FARMING © AMERICAN FAMILY © (CAPPER S Fammee 

© SUNSET * PATHFINDER WEERLY STAR FARMER © CaPpPea Ss weeny 

* PARADE © CHRISTIAN SC MON. @ WEEKLY NEWSPAPERS © Daicy WE WSPAPE 84 


TRY IT YOURSELE STEADY YEAR ROUND REORDER ITEM 
' VRE 
SEND FOR FREE SAMPLE FREE ZUD SAMPLES included with merchandise 


onite Prods. Cor 3 RUSTAIN PRODUCTS P.0. BOX S02 FAIR LAWN, WI 
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MANILA AND SISAL 


FITLER ROPE 


NOW OBTAINABLE IN 


CONVENIENT OCTAGONAL BOXES 


CONSIDER THESE FEATURES! 


EASY TO DISPLAY 
EASY TO HANDLE 
EASY TO STORE 

EASY TO DISPENSE 
KEEPS ROPE CLEAN 


THE EDWIN H. FITLER CO. 


NEW ORLEANS 17. LA. ©°/: 7894 pit aDeELPHIA 24. PA. 
SOLD BY DEALERS EVERYWHERE 














FULLY GUARANTEED 4{~ 


AS To QUALITY, FIT, AND FINISH! 


STAR 


SERVICE 
SHARES 


CARPTMTERPSVILLE. TLL. 
Vv.S.A. 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 
soft center or No. 2 crucible 
steel of the highest quality obtainable. 
Send today for catalog. 


STAR MANUFACTURING COMPANY 
DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 











Special Trades. 


Wr te for 


WM Koco TOTS 


Specifically designed for Industry, Schools, Institutions, 


FREE catalog showing complete line — prices R. MURPHY KNIVES, AYER, MASS. 








SELL 


ARISTO-MATS 





WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 
























> Pa RUBBER CUSHIONED 
nl One set on a card, 12 cards in a box 
outinane 4 , ." 1%” 
CO CO cE nes —1 99" 


1%". 1-1/16" 
1", %", 








Ask your jobber. 


cd 4\ NATIONALLY TORS ES SILENC 
S & ADVERTISED M OF NCE GLIDES 





if he is not supplied, write Z 


FURNITURE 


REGULAR 
One set on a card 
12 cards in a box 

“s 


Sizes—1%4"", 1 " } gon’ . 
re ee — 
¥ ’ | 7 
J 














DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St.. New York 4, N. Y. 
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MACHINE BOLTS 


STANDARDIZE ON “NATIONAL’’ iY 


THREAD 


»-..fOoOr packaging eye-appeal CARRIAGE BOLTS 


National's most complete line of fasteners ts uniformly, pac ke 


Mare 
aged—comes in snappy red and black boxes that stay new- 
looking. Dirt and finger marks don’t show on the glossy 
surface. Each sturdy box has an easy-to-read label . . . color- 
coded to make stock handling easier. The combination of 
eye-catching packaging and high-quality fasteners is one 


more reason why it pays you to standardize on National. 


Carriage Bolts © Machine Bolts © Log Bolts 


THE NATIONAL SCREW & MFG. COMPANY Pipe Plugs © Weed Saows @ Cop Soom 


Cleveland 4, Ohio Machine Screws © Nuts 
Stove Bolts . 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


Mi 


Fasteners Uf Hodel!l chains Ww Chester hoists 
Wi 
7 


a [s) xf 


f 


Tapping Screws 


otter Pins 





please them caalleee 
with 


BOSS 


KEROSENE RANGES 
AND STOVES 





Bu lt LO please = VOUT sales li ll prove 
armel 8 ' _—_ hes 
i’... more homemakers spec Wy 
BOSS than any other Kerosene Range 
or Stove. And no wonder — for 
BOSS means real economy, sparkling 


he uty and styl gy plus modern 


convenience. 

BOSS is the dealer’s “‘delight’”’. . 
high-quality cooking and heating 
appli inces priced for rea! profits 
extensively and powerfully advertised 


and promoted to be real sales-makers. 


Store h; the R¢( SS | Wow coo li the BOSS line 
WOU ¢ ustome rs wan} iT. Be SUT ¢ of sale S 
POSiTive OT pro] iS u ith BOSS. Stor kee d and sold 


hy ] ading obh SY £94 ruwhe re. 


THE HUENEFELD CO. 
CINCINNATI 25, OHIO 





